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NAIA Advertising 
Program Features 
61st Annual Meeting 


Alan H. Miller Reports Well Over 
$500,000 in Cash and Pledges 
Received to Date 


WOODBURY NEW PRESIDENT 


Fund Raising Deadline Extended to 
Dec. 31; Average of $80 Per 
Agent Being Sought 


By Epwin N. EacEr 


Chicago, Sept. 10— The forthcoming 
national advertising campaign, through 
television, national magazines and later 
radio, with local tie-ins by individual 
agents or local boards, plus development 
of better selling programs’ through 


New Officers Elected 


Chicago, Sept. 11—Louie E. Wood- 
bury, Jr. of Wilmington, N. C. was 
elected NATA president at today’s 
closing session here and Archie M. 
Slawsby of Nashua, N. H. was elected 
vice president. William F. Grandy, 
Sioux City, Iowa, state national direc- 
tor since 1955, was elected to NATA’s 
executive committee by the directors. 
Mr. Grandy is a past president of the 
Iowa Association. The 62nd annual 
convention in 1958 will be held Oct. 
6-8 in New Orleans. 














jorkshop sessions here, are outstanding 
eatures of the 61st annual convention 
f the National Association of Insurance 
gents being held here Monday through 
Vednesday at the Conrad Hilton Hotel. 
Attendance is large and enthusiastic 
nd the NAIA is fully optimistic it will 
lis year secure $2,000,000 from the more 
van 33,000 member agents which will 
lake possible the full advertising pro- 
ram prepared by the NAIA advertising 
mmittee with professional assistance 
f Doremus & Co. of New York. The 
mpaign is designed to offset promotion 
rives by cut-rate insurers with captive 
yency forces. 


Over $500,000 Already Received 


When the National Board of State 
irectors on Monday first took up the 
lvertising program Chairman Alan H. 
iller, who is immediate past president 
' New Jersey Association, stated that 
ell over $500,000 in cash and pledges 
ad been received to date from members 
roughout the country. An _ intensive 
ive for individual subscriptions has 
en under way during the summer 
onths in numerous states but the ma- 
rity of state associations are just now 
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IS YOUR CLIENT PROTECTED? 


More people — friends and 
strangers alike — are making more 
personal liability claims than 

ever before. Court records prove it. 


Here’s just another reason 
why your assured deserves the best 
in protection against a costly 
liability suit or expensive 
medical bills. 

Recommend the protection of 
a Comprehensive Personal Liability 
Policy. It’s inexpensive, up to 
the minute and easy to sell. There 


He left -a Plaintiff. 2:0 mary prospects not 
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THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
SAFEGUARD INSURANCE COMPANY 
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20 Trinity Street, Hartford, Connecticut 
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Connecticut General’s 
New Home Dedication 
Draws 6,000 Guests 


500 at Highway Syn Symposium Dinner 
by Company; President Wilde 
Explains Objectives 


GREAT PROBLEMS INVOLVED 


Need for Adequate Transport 
Facilities Reacts on Social 
Aspects of Communities 





By CLARENCE AxMAN 


Hartford—The dedication this week at 
Bloomfield, Conn., five miles from cen- 
tral Hartford, of Connecticut General’s 
new $10 million home office building was 
witnessed by 6,000 guests, including in 
surance men from other companies. 

Located on a site of 300 acres in a 
sylvan Connecticut setting, the building 
combines modern ideas and utilitarianism 
so successfully that many magazines 
have already called attention to the 
structure in long feature stories. Before 
the company decided to locate outside 
the downtown Hartford area, where it 
had been for so many years, it made a 
deep study and careful analysis of ad 
vantages and disadvantages of all the 
locale factors and then decided to xg 
outside the city limits. As President 
Frazar B. Wilde and his associates re- 
viewed the survey, the pros for staying 
in the city, the advantages of being out 
side, it was decided that this was a 
splendid opportunity for the company to 
conduct a symposium on the subject of 
the new national highways and the chal 
lenge they give to the metropolitan 
areas. This symposium began with a 
dinner on Monday night at Hotel Statler 
attended by 500 of the chief experts on 
the subject in the country. 


Experts at Dinner 


The symposium will last three days 

The symposium was particularly apro 
pos to Connecticut General as two new 
highways pass or will pass the property 

Connecticut General had as its tw: 
opening speakers at the dinner Bertram 
D. Tallamy, Federal highway adminis- 
trator, and Albert M. Cole, Federal 
Government administrator of Housing 
and Home Finance Agency. Both took 
the position that these great highways 
will be a successful operation if all fac 
tors cooperate. In introducing the dinner 
speakers President Wilde said that 
among considerations influencing Con 
necticut General to move outside Hart 
ford was its social responsibility. Con 
tinuing he said: : 

“On the commercial and tangible prob- 
lem of living in a metropolitan area, 
transportation is the all-encompassing 
roadblock. Those families who enjoy 


(Continued on Page 4) 
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Connecticut General’s Highway Conference 


One feature in connection with dedication of new home office of Con- 
necticut General Life in Bloomfield, Conn., (five miles from central Hartford) 
this week was a symposium of addresses by experts who discussed the follow- 
ing topic: “The New Highways: Challenge to the Metropolitan Region.” 
Extracts from some of these reviews of the nation-wide movement of popula- 
tion from cities to suburban areas follow: 


Urban Passenger Transport 
By FRANK W. HERRING 


Deputy Director for Comprehensive 
Planning, The Port of New York 
Authority 


Our nation is becoming one of city 
dwellers. Between 1940 and 1950 more 
than 80% of the nation’s population in- 
crease was accounted for by urban 
growth. It is now estimated that of the 
56 million increase during the coming 20 
years all but two million will be dwellers 
in urban places. 

Both population and employment are 
growing rapidly in the outlying areas. 
The suburbs are becoming industrialized 
and are becoming employment centers 
bedrooms. Residential and 
industrial development in the growth 
areas is at low density. The result is a 
vast spatial expansion and a pronounced 
loosening of the urban fabric. 

Add to the foregoing the following 
general factors which also have an im- 
portant bearing on urban transportation: 

The working week now has only five 
days in it, and the outlook is for even 
more leisure time in the future. Auto- 
mobile ownership has reached a car per 
family as a national average, about three- 
fourths of our families own cars and 
about ten per cent own two or more. 

The goal of public policy should be 
that of minimizing the total cost to the 
metropolitan community for passenger 
transport, and the acceptance of deficit 
operations in mass transit may easily be 
the wise course. In any event, a deficit 
is a fact of life in most of our metro- 
politan passenger transport systems to- 
day. 

Exclusive Right of Way Costly 


* The 


as well as 


exclusive right-of-way yields far 
greater travel speeds and much higher 
capacity, but it is costly to provide. Only 
high route densities can justify the in- 
vestment that it calls for. Route den- 
sities high enough are most likely to 
be found in and close to the downtown 
area. Peak-hour volumes along radial 
routes tend to thin out as the distance 
from the urban center increases. Where 
the total travel generations of the cen- 
tral business district is great, as in our 
largest cities, route densities high 
enough to justify grade-separated exclu- 
sive-use rights-of-way for public trans- 
portation may extend a number of miles 
out from the center, particularly if topog- 
raphy or other geographic features re- 
strict the number of radial routes em- 
ployed. But where the total travel 
generated by the central area is modest 
and where it is distributed over a fairly 
large number of routes, justification for 
such a high capacity system may be con- 
fined within a relatively short radius. 
Nevertheless, the need for high-speed, 
free flowing public transportation per- 
sists beyond the line bounding the area 
of justification for an exclusive right- 
of-way. Outside this boundary line there 
is likely to be a zone in which travel 
density is greater than can be accommo- 
dated by the usual grade-intersected 
highway, accessible to traffic throughout 
its length. This suggests that the lim- 
ited-access, grade- separated urban ex- 
Pressways we shall be building during 
the next decade might well serve to 
bridge the gap between the high-density 
close-in areas that call for high ca- 
pacity facilities and the outlying parts of 
the region, Buses operating on these 
expressways, sharing them with other 
ighway vehicles, can enjoy relatively 


unimpeded travel conditions if the ex- 
pressway design has provided properly 
for them. 

We can think, then, of (1) central 
zone within which high travel densities 
can justify the provision of special fa- 
cilities for the exclusive use of mass 
transportation, whether rail or rubber; 
(2) an intermediate ring within which 
there might be buses operating on lim- 
ited-access expressways; and (3) the 
outer reaches of the metropolitan region, 
and the areas lying between the radial 
routes, where passenger travel becomes 
widely dispersed and where it can be 
accommodated without undue difficulty 
by the normal type of highway network. 

Although it is not easy to devise an 
integrated system of public transporta- 
tion that will fit the different needs of all 
three zones, and at the same time pro- 
vide satisfactory travel convenience, it 
should not be impossible. Each metro- 
politan area will probably have to find its 
own solution, depending upon its tctal 
travel magnitude, its geography, the den- 
sity of its land development, its oppor- 
tunities to exploit existing transportation 
facilities, and other individual situations. 


See City of Neighborhoods 


By JAMES W. ROUSE 
Member, Board of Governors 
Mortgage Bankers Ass’n of America 





We must Hg the city consist of com- 
munities which are in human scale — 
communities of which the individual can 


feel a part and for life of which he 
can feel a sense of participation and 
responsibility. This means a city of 


neighborhoods, real neighborhoods which 
are given shape and definition by natural 
boundaries, such as parks, pl: iygrounds, 
schools, hospitals, public buildings of all 
kinds and, most important of all, by our 
highways. Such neighborhoods — sharp- 
ly defined by natural boundaries; pro- 
tected from the sheer overwhelming size 
of the city; planned from within as 
complete communities with schools, shop- 


ping, churches; with thru-traffic routed 
around them on major highways and 
with slums and blight removed — these 


are the kinds of neighborhoods in which 
families can feel a sense of belonging, 


about the growth and health of which 
they can be concerned, for which they 
can feel a sense of responsibility, and 


in which they can take a healthy pride. 

The problem of the city is to create 
these neighborhoods out of its present 
mass of sprawling blocks and to project 
its future growth in human being sized 
neighborhoods. 

The highway is the most important 
single force in this neighborhood crea- 


tion. A huge unplanned highway pro- 
gram will rip through and around the 
cities with little attention to neighbor- 


hood destruction or neighborhood crea- 
tion, But, a highway program that rec- 
ognizes its enormous potential in part- 
nership with urban renewal will relate 
every highway plan to its neighborhood 
impact. 


Must Plan Constructively 


By LARRY SMITH 
Larry Smith and Co. 


To the extent that the development 
of the highway program contributes to 
the normal evolution of the metropolitan 
area, it is likely that industry and the 
wholesaling and distributing functions 
will be dispersed to areas where single- 


level structures and adequate parking 
are economically possible and that the 
central business district will be strength- 
ened in the performance of the special- 
ized functions to which it is particularly 
adapted. Retailing is likely to be con- 
ducted in respect to convenience and 
standard types of merchandise frequently 
purchased in the suburbs, either spe- 
cialized functions and high-ticket items 
and quality and style merchandise of- 
fered largely in the central business dis- 
trict. 

It can, therefore, be said that the 
development of the highway program as 
a whole can create the possibility of a 
more logical location of various functions 
of a metropolitan economy. The extent 
to which this is possible is likely to be 
the result of integration of the Inter- 
regional Highway Program with other 
state and local highway programs and 
with constructive planning which, to be 
meaningful, must deal with the achieve- 
ment of all the elements of convenience 
and living for the residents of the metro- 
politan areas as a whole. 

If such integration with other pro- 
grams and with planning for redevelop- 
ment of our cities is not achieved. the 
development of the Interregional High- 
way Program could lead to a complete 
reorientation of our locational concepts 
for industry and commercial activity and 
could contribute materially to the de- 
struction of values not only in our cen- 
tral business districts but in many of our 
existing strong suburban areas. 


Land Use Controls 


By NEAL J. HARDY 
Director, National Housing Center 


In city after city it is becoming in- 
creasingly difficult to continue the post- 
war suburban expansion. The basic facil- 
ities, both public and private, to support 
suburban housing have now been strain- 


ed in many cases almost to the limit 
The result has been that communities. 
business organizations, in fact, all of 
those who have a stake in the welfare 
of a city. are being jarred into the reali- 
zation that America is outgrowing its 
cities by. virtually any standard one cares 
to select. New ways must be found to 


finance “at provide the sewer and water 


facilities, the schools, the recreation fa- 
cilities and all of the other supporting 
needs which make possible the trans- 


formation of a group of houses into a 
nighborhood. In many cases we may well 
find that whether a new highway goes 
where it should or not from a planning 
point of view, it may prove less effective 
than we feared as a device for opening 
up new areas for suburban building. We 
alreadv have examples here and there 
throughout the country in which subur- 
ban development has ground to a halt 
not because of lack of transportation 
facilities but because of the lack of and 
current difficulty in providing the other 


community facilities essential to com- 
munity living 

If cities find that even the generous 
financial formula under which the new 
highways program is being financed is 
not enough; if the provision of new 


highways will simply create difficulties 
in other areas, then thoughtful attention 
mav be paid to planning of the type 
which must be followed because it is 
essential to the growth of the city itself 

The easiest thing for those who term 
themselves housers is to become so frus- 
trated over the apathy, lack of interest 
or just plain ignorance with which the 


problems of urban growth and 
ment are treated that they fal 
strong governmental planning 


_ develop- 
| back on 
ntrols of 


one type or another as the only solu- 
tion. The hardest thing for housers to 
remember is the fact that this answer 
simply does not work in our state of met- 
ropolitan development. We are a coun- 
try of pragmatists and we understand 
the importance of spending staggering 
sums of money to equip us to live the 
kind of four-wheeled existence to which 
we have become accustomed. We do not 
as a society, understand all of the im- 
plications of what those highway expen- 


mean in terms of downright 
social waste if they are 
the way in which our 
grow and develop. 


ditures may 
economic and 
not related to 
cities themselves 


Road Patterns And Land Use 


By BOYD T. BARNARD 
Chairman, Central Business District 
Council, Urban Land Institute 


In considering the relationship of high- 
ways to the pattern of land use, particu- 
lar attention must certainly be given to 
certain fundamental premi 

Further urbanization in the United 
States seems inevitable and with that 
continuing trend, new problems will arise 
in connection with the use of land that 
heretofore needed to be given little 
consideration. 

Decisions involving the qualitative con- 
trol of land use, as well as quantitative, 
will be increasingly before us 

The import of a highway program upon 
present and future planning for urban 
renewal and vice versa must be account- 
ed for in all planning. 

A total transportation concept 
supplant a highway concept in 
politan areas. 

The highways’ influence on the pattern 
of land values is clouded by insufficient 
research. 


muses: 


must 
metro- 


Must Have Freedom 
of Movement 
By PYKE JOHNSON 


Consultant, Automotive Safety 
Foundation 
The years ahead point to ever-increas- 
ing population, more rapid expansion of 
for 


cities and an accelerated quest mo- 
bility freedom of movement for the 
individual. Highway transportation has 
made possible vast gains in our economic 
and social standards, in education and 
health. With the aid of electronics and 
other new advances, the automotive con- 
tribution should be even greater in the 
future. 

The big challenge is to achieve an up- 
to-date highway plant without delay. As 
Prec Eisenhower has emphasized 
the continued expansion Of our economy 
depends upon it 

The public wants modern facilities. W: 
have ample technical know-how to meet 
the physical problems. We must show 
equal skill in human relations as 
pects, so as to avert minority roadblocks 


the common good 


to foster intelligent support 


to action for 
In working 


for our officials, there is one simple 
test to be applied It is this: With due 
regard for the rights of others, does 
the project meet the needs of Mr. Aver- 
age Motorist? If it does, it is most 
probably good for the community and 
the nation. For Mr. Average Motorist 
is all of us, and in a word, America 


Need Mutual Cooperation 
By JAMES H. SCHEUER 


Chairman, Executive Committee 


City and Suburban Homes Co. 


We should seize the opportunity o! 
making the highway program serve 
rather than frustrate total urban pro 


including slum clearance. We 
should welcome the irresistible force of 
the urban highway program. We should 
regard its thirteen year timetable for 
the expenditure of the federal funds as 


gramming, 
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a spur and challenge to us to deal at 
last in a comprehensive fashion with 
the problems of cities and suburbs and 
in particular with the urban housing 
problem which the highway program ag- 
gravates. 

Local communities and states should 
promptly develop their own plans for 
urban and suburban development, and 
integrate the new arterial road building 
program into these over-all plans. It is 
up to the local and state communities, 
the elected officials, and the city plan- 
ners, to accept responsibility for the job 
of local self-determination in planning 
and development. For if they wait and 
do not promptly initiate planning studies, 
and make major planning decisions, about 
the shape of things to come and the 
values they wish to achieve during the 
enormous growth period projected for 
the next several decades, the Federal 
roads will have come and gone through 
a town. It will be left to the local citi- 
zenry to pick up the pieces. 

City and state planning and develop 
ment authorities must not only accept 
the responsibility for integrating the 
highway program into over-all city and 
regional plans, but must also be respon- 
sible for coordinating and phasing the 
timing of public improvements to have 
some relation to available housing. 

Responsible officials at all levels, fed- 
eral, state, and city, must adopt a total 
cost accounting system for the highway 
program. We must accept as a public 
responsibility the social and dollar costs 
of the relocation problem produced by 
the highway program. Federal authori- 
ties should fix the responsibility for re- 
locating families displaced by highways, 
ahdedy the case for families displaced 
by urban renewal. 


Arterial Streets 
By J. DOUGLAS CARROLL, JR. 


Study Director, Chicago Area 
Transportation Study 

When one considers the future of ex- 
press highways and arterial streets the 
frequency and spacing is most impor- 
— Surprisingly, more than half of all 
vehicle trips reported in Detroit were 
under 3%4 miles in length. Expressways 
cannot be built too closely together. 
Moreover the points of ingress and 


egress (ramps) cannot be too closely 
spaced. Therefore there must be a care- 
fully balanced design in which express 


highways and arterial streets are func- 
tionally integrated. 

In balancing expressway and arterial 
street location, account must be taken of 
the new tasks of arterial streets — feed- 
ing and unloading the expressways. 
There will be very severe problems of 
congestion on the surface streets serv- 
ing ramps if too few access points are 
provided and there will be problems of 
good traffic service if ioe are too 
many. The proper re-balancing of sur- 
face and express streets will be a major 
design and location problem which will 
have great importance in answering the 
supply questions of how much, and how 
best. 

In summary, the proper role of high 
ways in our future metropolitan areas is 
a question about which not enough is yet 
known. Population and economic growth 
of these areas increases travel demands 
at a rate faster than the increase in 
population 





Transfer Argeros, Walsh 
Transfer of managers of two district 
offices in its north eastern home office 


territory has been announced by The 
Prudential. 
Michael J. Argeros, former head of 


the district office in Portland, Me., has 
been appointed manager of the Beacon 
Hill office in Boston. Thomas C. Walsh, 
Jr., who had been manager of Beacon 
Hill, has been appointed manager of the 
Portland office. 

Mr. Argeros joined Prudential as an 
agent in Malden, Mass., in 1949. Mr. 


Walsh joined the company as an agent 
in Boston in 1939, 











Connecticut General's New Home Office 


(Continued from Page 1) 


higher living conditions in respect to 
their homes find the breadwinners tired 
and hard to live with because of the 
struggle involved in going to their places 
of work, whether it be a factory, a down- 
town office, or some other commercial 
center. We lose much of the profit in 
terms of human values arising from 
modern technology if it takes an hour 
or two hours behind the wheel to go 
from where we live pleasantly to where 
we work pleasantly, and return. 

“This situation developed, as some of 
us see it, out of two causes. One is the 
unquestioned American characteristic of 
preferring individual liberty and free- 
dom of choice to any organization of our 
lives or businesses. The development of 
our cities and towns was not especially 
hurt, up until comparatively recent 
times, despite the lack of over-all plan 
or specific plans — and then suddenly 
upon this planless scene came the auto- 
mobile. This introduced flexible personal 
transportation. The result at the present 
time is chaos. Trying to overcome our 
reluctance to accept area planning is a 
challenge of this symposium. 


Effects of Transportation Growth 


“Tts timing was influenced by the be- 
ginning of the vast new program of high- 
way construction aimed at_ relieving 
many of our transportation difficulties. 
This program is such that it is bound 
to touch every aspect of metropolitan 
life. It goes without saying that trans- 
portation is not the only problem of our 
metropolitan areas, but the financial, 
administrative, legal and practical prob- 
lems associated with transport are essen- 
tially the same kinds of problems that 


affect our schools, recreation, public 
health, and most other domestic issues 
of the day. Most of these problems, 


particularly in their complexity and ex- 
tent, grow out of the urban environment 
of which, in a real sense, we have be- 
come the victims. 

“At the worst this environment is 
dominated by obsolete structures, run- 
down neighborhoods, inadequate public 
services, antiquated taxation and financ- 
ing practices, outmoded laws, and inade 
quate enforcement. The product is blight 
and slums, the demoralization of large 
numbers of our people, and inefficient 
methods of production and distribution 
that eat into the productivity and ac- 
complishment of all who participate in 
the economic and cultural life of the 
community. 

“Thus while it is apparent to us all 
that a very extensive program of high- 
way building is essential to solving 
problems of metropolitan transport, it 
is equally clear that highways in them- 
selves will not create the higher stand- 
ards of urban living which we hope to 
attain. We need better highways, but 
we will not be satisfied simply to move 
around more easily in cities that we 
would rather not be moving around in 
at all. 


Involves Many Problems 


“We must prepare to attack our urban 
problems on many different fronts. We 
need to eradicate areas of blight and 
slums, to overcome the ugliness and de- 
pressing characteristics of the city, to 
prevent overcrowding, to halt the de- 
struction of natural beauty, and to com- 
bat the disregard for esthetics that has 
seen community values destroyed for 
selfish gain. 

“Fortunately the highway program can 
be expected to aid in achieving all of 
these objectives.” 

Administrator Cole said at the dinner 
that cost of the interstate highway pro- 
gram has been set at $25 billion and 
mileage will be 41,000 in length. It will 
alter both cities and metropolitan areas. 
The highway authorities are acting un- 
der a mandate from Congress declaring 
it essential that the interstate svstem be 
completed as soon as possible. The trans- 
portation system must be built so that it 
will not disrupt urban activities. It is 
plain, too, that the highway system is 
going to expand. Metropolitan boun- 
daries far beyond present patterns are 


seen so that clusters of suburbs will be 
built and those will mean the facing of 
new and explosive problems. There must 
be no hit or miss scattering of homes, 
factories and stores that will eventually 
blight the landscape. 

Highway Administrator Tallamy said 
national highways will greatly increase 
in mileage arid he said many millions 
more cars will be on the highways in 
a few years. He saw nothing to block 
this development if there be coordina- 
tion and team work between all the fac- 
tors involved. 


Moderators at C. G. Panels 
Noted Men in Their Fields 


Connecticut General’s new highways 
panel this week was unusually successful 
and informative. Credit for the splendid 
overall arrangement was given to a plan- 
ning committee, chairman of which was 
Miles L. Colean of Washington, D. C., 
former assistant administrator of the 
Federa! Housing Administration. Mod- 
erators of the panels were these well 
known figures: 

Philip L. Graham, publisher, Washington Post 
and Times Herald. 

Philip M. Klutznick, 
Community Builders Inc. ; 

Andrew Heiskell publisher of Life magazine. 

George Romney, president Automobile Manu- 
facturers Association. 

Wilbur E. Jones, 
partment of Florida. 

Luther Gulick, president, 
Administration. 

A special panel was held relative to 
the problems of Hartford’s capital area 
with respect to highways. Speakers in- 
cluded planning engineer of Connecti- 
cut’s development commission, Connecti- 
cut Public Expenditures Council and 
leading Hartford banker. 

One particularly interesting member of 
the audience was “Bill” Zeckendorf, New 
York City’s sensational operator in real 
estate and hotels, his activities now being 
nationwide. Also present, and a speaker 
as well, was America’s principal critic 
of large housing development and other 
types of architecture—Lewis Mumford. 


Union Labor Life Names 3 


California Gen’! Agents 

The Union Labor Life of New York 
announces the appointment of three new 
general agents in the state of California. 
They are Edward “Ted” Price who rep- 
resents the company in San Francisco; 
Murray I. Sann, who is general agent 
in Los Angeles, and Charles D. Rush, 
also a San F rancisco general agent. Their 
appointments are in keeping with Union 
Labor’s program of naming capé ible, ex- 
perienced producers in strategic centers 
to implement its expanding agency oper- 
ations. 

Mr. Price, born and educated in San 
Mateo, Calif., started his insurance ca- 
reer in 1947 with the Royal-Globe Insur- 
ance Group. Prior to that he made an 
impressive war record as a bomber pilot 
in the ETO, being honorably discharged 
as a captain. He opened his own brok- 
erage office in 1952, concentrating on 
Group sales and service, and recently 
expanded his operations by setting up a 
Los Angeles branch office. 

Mr. Sann, who was previously a_so- 
liciting agent of Union Labor in New 
York City, attended University of Mex- 
ico after war service in the Navy 
(1943-46), and then obtained his hache- 
lor’s degree at UCLA. Western climate 
and way of life agreed with Mr. Sann 
for he returned to University of Mexico 
after his experience as a ULLICO 
agent in New York, and earned a mas- 
ter’s degree in finance at University of 
Mexico. While there he identified him- 
self with a then newly formed Mexican 
life insurance company and aided in 
setting up its sales force. He was made 
sales manager, occupying this post until 
1955 when he joined General American 
Life in Los Angeles as district super- 
visor. He made a fine sales record with 
that company. 

Mr. Rush, who served aboard a ae- 
stroyer and merchant ships in World 


chairman, American 


chairman, State Roads de- 


Institute of Public 











Many Insurance Men Attend 
Conn. General Symposium 


Among insurance men attending either 
banquet or dedication of Connecticut 
General at its new home office in Bloom- 
field, Conn., this week are these: 

Actna (Fire) Clinton L. Allen, president. 

Aetna Life—Henry S. Beers, pres dent; Mor- 
gan Brainard, Jr., vice president 
NS pape National—Julian Anthony, presi. 
dent. 

Connecticut Mutual—Frederick J. Eberly, vice 
president. 

Great West Life—Harry W. 
president. 

John Hancock—Lee Stack, vice president. 

Hartford Steam Boiler—Lyman B. Brainard, 
president. 

Health Insurance Assn. 
R. Neal, general manager. 

Home Life—William P. Worthington, _presi- 
dent; George Emory, vice president; R. A, 
Hoffman, manager ot mortgages and real estate, 

Institute of Life Insurance—Holgar J. John- 
son, president. Dudley Martin, director of press 
relations. 

Life Insurance Co. of 
Siegel, vice president. 

Life Insurance Association of America—Bruce 
E. Shepherd, manager; Henry R. Glenn, asso- 
ciate counsel; Dr. James J. O’Leary, director of 
financial research. 

Mutual Benefit Life—Paul A. 
president. 

National Life of Vermont—L. 
dith, executive vice president. 

New England Life—Richard S. Willis, real 
estate and mortgage department. 

New York Life—Dudley Dowell, executive 
vice president; James T. Phillips, vice presi- 
dent and chief actuary; Otto L. Nelson, Jr., vice 





Manning, vice 


of America—Robert 


Virginia—John B. 


Nalen, vice 


Douglas Mere- 


president; Ronald Swinford, vice president. 
Northwestern Mutual—Howard Tobin, vice 
president. 


National Life of Vermont—L. Douglas Mere- 
dith, executive vice president. 

Northwestern Mutual—Howard 
president. 

Occidental Life—Horace Brower, president, 

Travelers—Millard Bartels, vice president and 
general counsel; Daniel M. Duffield, vice pres- 
dent; Frederick A. Davis, secretary. 

State Mutual Life—Martin C. Brooks, director 
of mortgage loans; Donald W. Campbell, special 
assistant to president. 

Union Central—Wendell F. 
vice president 

A number of other insurance execu- 
lives arriving to attend the dedication 
included these: 

Chairmen or presidents of companies: 

W. Paul Stillman, Mutual Benefit Life; Ray 
dD. Murphy, Equitable Society; H. Ladd Plumley, 
State Mutual; Thomas A. Bradshaw, Provident 
Mutual; Eldon Stevenson, National Life & Acci- 
dent; Judge Deane C. Davis, National of Ver- 
mont; Rankin W. Furey, Berkshire; R. E. Kip- 
linger, Guarantee Mutual; T. A. Sick, Security 
Mutual of Nebraska; Frank S. Vanderbrouk, 
Monarch. 

Also arriving for last two days’ ses- 
sions were these: 

Eugene M. Thore, 


Tobin, vice 


Hanselman, first 


general counsel, LIAA, 
and A. N. Guertin, actuary, ALC; Charles G. 
Dougherty, R. A. Hohaus, Metropolitan ; Robert 
L. Hogg, Equitable Society; Edward King, 
Hooper-Holmes Bureau; Calvin L. Pontius, 
Harry S. Redeker, Fidelity Mutual; Charles M. 
Schaaf, Charles G. Hill, Richard Little, Massa- 
chusetts Mutual; Edmund L. Zalinski, Life In- 
surance Co. of North America; Joseph C. Wil- 
merding, MIB; Gerald A. Eubank, Prudential. 

Also, Herbert Adam, Penn Mutual; Warren 
Moore, Old Line Life; T. H. Lind, Pilot Life; 
Gardner F. Knight, Bruce D. Shepherd, Berk- 
shire; Irving T. F. Ring, State Mutual; William 
Mc Caughey, Puritan Life, and Algernon Roberts, 
john T Rome. J. Eugene Taylor, Thomas W. 
Read, E. G. Trimble, A. J. Tahmoush, J. 
Wickman and John W. Cabott. 


Governor and U. S. Senator 
At C. G. Highway Affair 


Governor Abraham A. Ribicoff of Con- 
necticut was a speaker this week before 
highway symposium of Connecticut Gen- 
eral. Sitting on dais at banquet on night 
before the symposium was United States 
Senator Prescott Bush of Connecticut. 





Bankers National Names 


Cohn Assistant Actuary 
Howard T. Cohn, Morris Plains, N. J. 
has been appointed assistant actuary for 
Bankers National Life. Announcement 
was made by Ralph R. Lounsbury, pres- 
ident and chairman of the board. 
Cohn went to Bankers National 
Life in 1953. Previous to this, he was 
with Southland Life in their actuarial 
department. 


War II, began his career in 1944 
with the John Hancock, San Fran- 
cisco. He then became associate gene! ral 
agent for Manhattan Life’s San Fran- 
cisco agency. Later he formed an insur- 
ance brokerage partnership under the 
name of Charles Co. 
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Group Man at Buffalo 





ROBERT J. FARRELL 


Robert J. Farrell has joined Mutual 
of New York as a Group specialist, it 
was announced by Richard J. Learson, 
vice president for Group insurance. Mr. 
Farrell will have his headquarters in 
3uffalo, N. Y., where he will replace 
George Lavoie, who has transferred to 
MONY’s Cleveland, Ohio ofice as Group 
specialist. 

Mr. Farrell has been with John Han- 
cock Mutual Life since 1954, and was 
home office Group representative in New 
York City for that company. He is a 
graduate of American University in 
Washington, D. C. 


United States Life’s 


Flu Inoculation Program 
United States Life has obtained a 
supply of the Asiatic Influenza vaccine 
for purposes of employe inoculation. 
Vaccine “shots” will be available to all 
United States Life employes at cost. The 
inoculation program, which will begin 
shortly, calls for booster shots in six 
months. 

Stated President Raymond H. Belknap, 
“We feel that making these shots avail- 
able to United States Life employes is 
the most effective way we can cooperate 
with the national campaign to obtain 
maximum public inoculation as rapidly 
as possible. It’s our hope that all United 
States Life employes will avail them- 
selves of. this opportunity.” 

United States Life has also scheduled 
a special enclosure to all policyholders 
advising them to consult their personal 
physicians about the advisability of in- 
oculation. The enclosure is being mailed 
with premium notices throughout the 
next quarter. 

All Group policyholders will receive a 

special letter suggesting they consider 
the feasibility of setting up their own 
program for the inoculation of persons 
covered under their Group plan. 
_ The Asiatic Influenza vaccine shot 
is the second type of inoculation to be 
offered to employes of United States 
Life during the past year. Earlier in the 
year, anti-polio shots with the Salk 
vaccine were made available to company 
personnel at cost. 


J. R. WHEATLEY’S NEW POST 

John R. Wheatley, Waukegan, has 
been named salary administrator by 
Washington National, Evanston, Ill. Be- 
fore assuming this post in the personnel 
division, he served as a Department of 
Navy Wage and Salary Administrator 
for civilian employes at Great Lakes, 
Ill, being responsible to the Industrial 
Relations office in Washington. 


Protective Life Installs 
Medical Plan for Employes 
Protective Life, Birmingham, Ala., has 
installed a comprehensive major medical 
expense plan for its home office employes 
and all field representatives. 
Features on the plan include: Hos- 
pitalization charges: The patient pays 
the first $25.00, and the plan then pays 


100% of the next $300 and 75% of 
any amount in excess of $300. The $25 


“deductible” applies to each hospital con- 
finement. 

Surgical expense allowance: The pa- 
tient pays the first $25 charged by the 
surgeon then the plan pays 100% of the 
amount listed in the surgical schedule 
and 75% of any excess of that amount 


The $25 “deductible” is 
once in any calendar year. 

Other medical services and medica- 
tions: The patient pays the first $25 of 
miscellaneous medical expenses in each 
month, and the plan pays 75% of the 
excess, 


imposed only 


“im sold 
on C.L.U.” 


BOWLES: “Earl, I just dropped in to congratulate you on 
It must give you a great 


your 25th year as a C.L.U. 
sense of accomplishment.” 


SCHWEMM: “Yes, it does, Bob. I was fortunate enough 
to become a C.L.U. early in the game and it has meant 


a great deal all these years.” 


BOWLES: “In what way?” 


SCHWEMM: “I can answer that in two words: poise and 
for a successful life 
The C.L.U. means study—study means 
self-confidence 


self-confidence—the two ‘musts’ 
underwriter. 
knowledge—and nothing breeds 
knowledge!” 


BOWLES: “Is that why you’re sold on C.L.U.?” 


SCHWEMM: “Yes. 


We're always learning, Bob, and the 
C.L.U. course is an important vehicle in our learning 


says 





NAME MICHAEL CORCORAN, JR. 

Michael Corcoran, Jr., has been pro- 
moted to assistant manager of the claims 
department of New England Life. Mr. 
Corcoran, a captain in the Air National 
Guard, served 36 months overseas with 
the Air 4 frica, 
during which time he was awarded six 
battle stars. 

He joined 


Force in Europe and 


New England Life as a 


messenger in 1940 and was made super- 
visor of personnel and production in the 
claims department in 1955. In addition to 
his new duties, he will retain his respon- 
sibilities as supervisor. 





EARL SCHWEMM™M 


process. 


Once an agent has completed Company Train- 
ing Courses and L.U.T.C., I always recommend C.L.U. 


when it is appropriate to do so.” 


SCHWEMM: “Definitely. 


BOWLES: “Do you think being a C.L.U. is becoming more 


important today?” 


It means far more simply be- 


cause the public is more aware of its professional signifi- 


cance. 


like 


C.L.U.?” 


The public likes to be served by well-qualified 
people, whether they happen to be lawyers, doctors, or 
life underwriters.” 


BOWLES: ‘How about the dollars and cents aspect of the 


SCHWEMM: “That’s easy, Bob. There is positive proof 


that the prestige of the C.L.U. designation attracts a 





Earl M. Schwemm, 


Chicago office. 


the Chapter’s Board of Directors.: 





C.L.U., Great-West 
Chicago Agency Manager, is pictured above (left) 
with Robert S. Bowles, C.L.U., a Supervisor of the 


Mr. Schwemm is a past-president of the ; Chicago 
C.L.U. Chapter, while Mr. Bowles is a member of 
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better clientele. 
and, naturally, increased earnings!” 


This leads to increased production— 
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Edwin A. Tomlinson, Detroit, Noted 


Group Insurance Figure, To Retire 


Former European Manager for Metropolitan and Later Sales 
Manager of Company’s Group Division; His Michigan 
Group Experience; Also President of Detroit Hospital 


Edwin A. Tomlinson of Detroit for 
long one of best known figures in Met- 
ropolitan Life’s Group division, and also 
president of a hospital in Detroit, will 


retire from Metropolitan on October 1 

Salem, Ohio, of Quaker par- 
entage, Mr. Tomlinson was graduated 
Swarthmore College in 1916. En- 
in the U. S. Army in 1917 he was 
discharged as He did 
sales promotion work until September, 
1920, when 
division of Metropolitan Life to do pub- 
Bureau. In 


Born in 


from 
listing 
a first lieutenant 


he joined Group insurance 


licity work in its Service 
1922 he was appointed assistant to A. C. 
Campbell, then superintendent of Group 
sales. He served on Mr. Campbell’s staff 


through the original Group insurance 
negotiations with General Motors in 
1926 and visited all General Motors 


plants and locations in the United States 
with the late Ralph N. Long, head of the 








EDWIN A. TOMLINSON 
General Motors Insurance Section, when 
the plan was ne talled late in 1926. 

It is intersting to note that this busi- 
ness and personal association between 
Tomlinson and Long lasted for a period 
of thirty years. Mr. Long remained head 
of the General Motors insurance section 
until his death in November, 1956, just 
before which he had accepted a place 
on the board of the Detroit hospital of 
vhich Mr. Tomlinson later became pres- 
ident. It was one of the warmest friend- 

business 


ships that ever grew out of a 


European Experience 

When in 1927 General Motors, East 
man Kodak, Singer’ Manufacturing Co. 
and other large Metropolitan Group cus- 
tomers extended their Group insurance 
plans to their European operations, Mr. 
Tomlinson went to London as European 
manager for Metropolitan which was a 
service rather than a selling assignment 
He worked as a service representative 
there until 1932 when the Metropolitan 
re-insured its European Group business. 
1933, Mr. Tomlinson 


In January, was 
appointed divisional sales manager in 
charge of the Metropolitan New York 


City Group insurance office and in 1935 


he was made sales manager of the Group 
division. 

With Detroit 
more important 


becoming a more and 
point in Metropolitan 
Group insurance affairs because of its 
billions of Group life in force there 
in contracts like General Motors, Dow 
Chemical, Vickers, Wyandotte Chemi- 
cals and others, Mr. Tomlinson was put 
in charge of the Detroit Group office 
early in 1937. He operated as regional 
manager there until he was made Group 
field executive in 1954. His duties since 
then have been in the field of customer 
relations for the Metropolitan Group di- 
vision in Detroit. 


Becomes President of Hospital 


Outside of his business interests, Mr. 


Tomlinson has always had a keen inter- 
est in civic and community affairs. He 
says his Quaker father once told him 
that a man should live in the community, 
not off of it. He has served for a num- 
ber of years as a member of executive 
board of the Detroit area Council of the 
Boy Scouts of America. He was chair- 
man of the public health committee of 
Detroit Board of Commerce which led 
to his appointment as a trustee of the 
Greater Detroit Hospital Fund which in 
1950 raised the largest capital fund ever 
raised by an American city for hospital 
expansion and new building, over 20 mil- 
lion dollars in a single campaign. 

Money from that fund was allocated to 
build a new hospital in the rapidly grow- 
ing area just north of Detroit in what is 
called Royal Oak. It was named William 
Beaumont Hospital in honor of Michi- 
gan’s pioneer physiologist who discov- 
ered the function of the gastric juices. 

Mr. Tomlinson was elected president 
and chairman of the board of trustees, 
a position he still holds. At Mr. Tom- 
linson’s invitation C. E. Wilson, Secre- 
tary of Defense, went to Royal. Oak to 
lay the cornerstone of William Beau- 
mont Hospital late in 1953. It has now 
grown to be a $6,000,000 institution on 
100 acres of land and its ultimate goal is 
that it shall become a $20,000,000 medi- 
cal center. 


Our S0h Anniversary Year 








ra 18G7 when the Equitable Life Insurance 


Company of Iowa was founded, the well-stocked 
department store offered its customers such items 
as bustles, high-button shoes and mustache cups. 





mer 
4 


DAY the Equitable Life of Iowa has 


grown to be a veritable “department store” of life 
insurance, offering its customers a wide range of 


coverages. 







To its agents, it provides complete 
sales kits, promotion letters, printed material, 

and other sales-helps to assist them in mak- 
ing convincing presentations. 


gullible 


LIFE INSURANCE COMPANY OF IOWA 








FOUNDED IN 1867 IN DES MOINES 











ACCIDENT-HEALTH 
CLAIMS SUPERVISOR 
$8,000. 


Midwestern company housed in desirable 
city, approximately 100,000 population. 

Prefer man 30-40 with college background 
and 6-8 years A. & H. Group-Major Medical 
claims experience. Will manage all claims 
activities of small, well established company 
of excellent reputation. 

CONFIDENTIAL HANDLING 
ALL INQUIRIES 

This position is one of hundreds available 
through our organization. Listings include 
positions for men with all types and degrees 
of experience—FIRE-CASUALTY-LIFE AND 
A. & H. We operate on a Nationwide basis. 
Write for information "HOW WE OPER- 
ATE''—no obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Is Moving His Desk to Hospital 


October 1, 1957, is the date of Mr. 
Tomlinson’s retirement after 37 years 
of Metropolitan service. He is one man 
who has no problem about what to do 
after retirement. He says he is simply 
moving his desk from his Metropolitan 
Detroit office to William Beaumont 
Hospital where he will continue as an 
unpaid volunteer—not necessarily as 
President who is subject to reelection 
each year but as he puts it, “in whatever 
capacity the Board wants me to serve.” 
As the hospital expands he personally 
feels that it should add a wing of sub- 
acute beds where a demonstration could 
be made that the cost of hospital care 
can be reduced for those who don’t need 
the equipment, service and attention that 
the acutely ill patient does but yet needs 
hospital care. He says, “If I can keep 
my health, life from 65 should be very 
busy and interesting.” 

Mr. Tomlinson lives in an attractive 
residential suburb of Detroit called 
Bloomfield Hills, five miles from William 
Beaumont Hospital. His wife comes 


from an old Florida family, but she 
agrees with him that their Fountain 
of Youth may be found in Michigan. 


Old Line Life Announces 


Two Changes in Practices 
Old Line Life, Milwaukee, has an- 
nounced two changes in practices. The 
discount rate on all premiums paid in 
advance has been increased to 3%, and 
the pension plans have been enlarged to 
include a new guaranteed issue series 
The guaranted issue is subject to a 
minimum of 25 lives and will utilize new 
non-par retirement income at age 65. 
and non-par 10 day retirement plans. The 
new plans offer a continuance of the Old 
Line’s practice of offering a guaranteed 
minimum of 11 years certs 1in income at 
retirement and, as a new feature, guar- 
antees a higher five year certain income. 
The maximum guarantee issue limit is 
$15,000. 
The new retirement 
available to the company’s 
as individual seasiei 


also 


plans are 
force 


field 


Investors Loan ee 
Notes to Mutual of N. Y. 


Investors Loan Corporation has placed 
two notes totaling $1,000,000 with Mu- 
tual of New York. A $500,000 promissory 
note at 6%, and a $500,000 subordinz ited 
note at 61%4% both fall due in 1972. Fi- 
nancing was arranged by Robert F. 
Maine acting as agent for the borrower. 
Proceeds will be added to working capi- 
tal. 

Investors Loan Corporation began op- 
erations in 1946 as Ritchie Associates 
Finance Corporation, and adopted _ its 
present name in December, 1955. The 
company is engaged in the business of 
making small loans to individuz ils. The 
firm’s main office is in Frederick, Md., 
and it operates thirteen branch offices 
in Maryland, Pennsylvania and Virginia. 
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In 1864 Abe Lincoln was inaugurated 
President for a second term . . . General 
Grant launched his Appomattox campaign . . . 
The Pony Express was almost the sole means 
of systematic contact between East and West 

. and the population was only 34 million. 


In those days the need for financial protec- 
lion against accidents was great. Recognizing 
this need a prominent Hartford businessman, 
James G. Batterson, founded The Travelers 
Insurance Company and wrote the first acci- 
dent policy issued in America in 1864. 


Although astounding changes have taken 
place in America since then, the need for 


One of the Leading Life and Accident Insurance Companies 


THE TRAVELERS ¢ 


HARTFORD 15, CONNECTICUT 


A Protective Shield for 93 Years 


accident insurance is just as great today. 
(Last year nearly 10 million people were 
accidentally killed or injured in America.) 


And The Travelers has kept pace with the 
changing times. Today this pioneer company 
offers a wide variety of up-to-date policies and 
serves communities throughout the United 
States, Canada, Puerto Rico, and Hawaii. To 
facilitate the prompt and efficient handling of 
claims, 3,700 employees devote their entire 
time to this service. 


See the nearest Travelers Manager or Gen- 


eral Agent about Modern Travelers Accident 
contracts. He'll give you full details. 
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Life Co. of N. Amer. 
Names 2 Agency Men 


R. S. COX AND D. R. SCHOENFELD 


Cox Will Develop Brokerage Business; 
Schoenfeld Contact 20,000 N.A. 
Agents 





Two new officers have been named to 
the staff of Life Insurance Co, of North 
America. Richard S. Cox, CLU, has been 
appointed director of agencies and Dou- 
glas R. Schoenfeld, CLU, has been ap- 
pointed superintendent of agencies it is 





RICHARD S. COX 


Leland T. 
CLU, agency vice president. 

Mr. Cox will work in the development 
of brokerage life business nationally 


announced by Waggoner, 


through the company’s service offices 
throughout the country. North America 
has approximately 20,000 agents in the 
United States. Mr. Cox will assume his 
position on October 1. 

Mr. Schoenfeld wil 


1 
i 


work under the 





Joseph A. Stone 


DOUGLAS R. SCHOENFELD 


direction of Mr, Cox and will be re- 
sponsible for the development of life 
business through the service offices at 
the regional level. He joined Life In- 
surance Co. of North America Septem- 
ber 9. 

Mr. Cox is presently serving as as- 
sociate general agent with Aetna Life. 


He is secretary of the Boston Chapter of 
CLU and a director of Boston Life Un- 
derwriters Association. He is a member 
of the Life Insurance and Trust Council, 
Boston and the Boston General Agents 
and Managers Association. He is a 
charter member of the Needham, Mass., 
Lions Club and serves on the board of 
directors of Atlantic Alumni Schools 
of Agency Management of LIAMA. He 
is a graduate of the Wharton School of 
the University of Pennsylvania. 

Mr. Schoenfeld comes to Life Insur- 
ance Co. of North America from Secur- 
ity-Connectcut Life where he has served 





as agency manager in New Haven and 
Fairfield Counties since 1955. He first 


entered the insurance business in 1948. 


as an agent for Equitable Society in 
New Haven and was named district 
manager of New Haven County for 
Equitable in 1949. He is director of the 
Southern Connecticut General Agents 
and Managers Association, secretary- 
treasurer of the Southern Connecticut 
CLU Chapter, and a member of the 
New Haven Life Underwriters Asso- 
ciation and Connecticut Life Insurance 
and Trust Council. He is a graduate 
of Princeton University. 












Lower 


Premiums 


for Women 





NOW-ALL GUARDIAN policies with a 
minimum issue of $10,000 or more 

have LOWER PREMIUMS for women than 
for men, while still giving... 


* The SAME high dividends 


¢ The SAME high cash values 


* The SAME modern and flexible policy provi- 
sions as similar policies issued on male lives. 


For complete information, call your GUARDIAN 


Manager, or write... 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company — Established 1860 


50 Union Square « New York 3, New York 


Note: ALL. GUARDIAN Policies are available on the 
convenient Guard-O-Matic Pre-authorized Check Plan. 


LIAMA Annual Meeting 
In Chicago, Nov. 11-14 


OVER 800 EXPECTED TO ATTEND 








“Creative Thinking and the Need for It 
Today” Is the Theme for Fortieth 
Annual Affair 





“Creative Thinking and the Need for 
It Today” is the theme of the 40th annual 
meeting of the Life Insurance Agency 
Management Association to be held No- 
vember 11-14 at Chicago’s Edgewater 
Beach Hotel. More than 800 agency 
officers from LIAMA member companies 
in the United States and Canada are 
expected to attend. 

Meeting Chairman E. A. Frerichs, vice 
president and agency director of Security 
Mutual of Nebraska has announced that 
LIAMA committees will not meet on 
Sunday this year, but will convene all 
dav Mondav instead. 

The traditional Old Guard reunion 
dinner will be held Monday evening. The 
Old Guard is composed of former board 
members of LIAMA and its predecessor 
organizations 

A presentation of modern communica- 
tion techniques in successful manage- 
ment is scheduled for Tuesday morning 
when LIAMA’s education and training 
committee presents “Essential Communi- 
cations.” 

Legislative Forum 


The legislative forum, formerly held 
Tuesday morning, will this year be in- 
cluded in the general session Tuesday 
afternoon following the fellowship lunch- 
eon. General meeting sessions will con- 
tinue all day Wednesday and through 
Thursday morning. 

A financial management seminar will 
be held Thursday afternoon to complete 
the annual meeting program. 

Serving on the annual meeting com- 
mittee with Mr. Frerichs are: W. F. G. 
Adams, agency superintendent, Manufac- 
turers Life; Charles G. Ashbrook, presi- 
dent, North American Life of Chicago: 
Robert G. Blair, vice president and 
agency manager, Security Life & Trust; 
Charles T. Clayton, vice president, Lib- 
erty National; Robert B. Coolidge, vice 
president, Aetna; E. H. Hanley, assis- 
tant general manager in charge of agen- 
cies, North American Life Assurance; 
Lambert M. Huppeler, vice president, 
New England Life; Spencer R. Keare, 
president, Federal Life; T. J. Kiessel- 
hach, regional agency vice president, 
State Farm; Laurence F. Lee, Jr., ex- 
ecutive vice president and director of 
agencies, Peninsular Life; Joe B. Long, 
vice president, State Mutual; Henry W. 
Persons, second vice president, Lincoln 
National; Lewis C. Sprague, vice presi- 
dent and manager of agencies, Provident 
Mutual; Joseph V. Tobin, vice president- 
agency manager, Union Labor Life, and 
Lewis F. Youngblood, vice president and 


director of agencies, Western & South- 


ern. 
LIAMA staff representatives on the 
committee are Lewis W. S. Chapman, 
director of company relations, and How- 
ard H. Becker, administrative assistant. 


Midland Mutual Life to 
Hold West Coast Meeting 


Midland Mutual Life’s third and final 
regional convention of 1957 will be held 
September 19-21 at Ojai Valley Inn 
near Los Angeles. 

Members of the company’s west coast 
agencies and wives will take part in a 
varied program of business sessions, 
recreations and entertainment. Also on 
hand will be several home office execu- 
tives from Columbus. The meetings will 
have as their format the development 
of the selling process through the use 
of Midland Mutual’s award-winning pro- 
duction helps. Subjects will include pro- 
gramming with the company’s “Full Cir- 
cle of Security” system, the personal 
insurance concept and business insur- 
ance. 

President C. O. Sullivan will recognize 
Midland’s Mutual’s west coast field lead- 
ers. Guest speaker will be Paul Ebling. 
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Massachusetts Mutual Names 


Four Division Managers 


Massachusetts Mutual Life has pro- 
moted the following to the position of 
manager: John B, Allison, Group under- 
writing division; Stanley G. Brown, gen- 
eral accounting department; Donald A. 





Arthur Johnson 
JOHN B. ALLISON 


Kramer, new business division of Group 
sales; and Roy B. Steenhoff, Group con- 
tract division. 

A native of Springfield, Mr. Allison 
Polytechnic Insti- 


3oston 


attended Rensselaer 


tute and was graduated from 


University in 1946. He joined the Mas- 





DONALD A. KRAMER 


sachusetts Mutual in the Group under- 
writing department in 1948 and in 1953 
Was promoted to Group underwriter. 

Mr. Brown was born in Springfield and 
joined the clerical staff of the Massa- 
chusetts Mutual in 1925. He worked in 
several departments before being named 
supervisor of the general accounting de- 
partment in 1955, and assistant manager 
the following year. 

Another Springfield native, Mr. 
Kramer was graduated from Yale Uni- 
versity in 1942 and did graduate work in 
business administration at New York 
University. He had three years of Group 
insurance experience when he joined 


the Group department of Massachusetts 
Mutual in 1949. In 1952 he was pro- 
moted to supervisor of the Group con- 
tract division, and in 1955 was assigned 
to special projects in Group  under- 
writing. 

A 1950 graduate of the University of 
Connecticut, Mr. Steenhoff was born in 
New Haven. Joining the Group depart- 
ment of Massachusetts Mutual as a 
claim examiner in 1950, he became a con- 
tract writer after three years, and in 
1955 was named supervisor of the Group 
contract division. For the past year he 
has been assistant manager of the di- 
vision. 

All of the new appointees have passed 
at least four LOMA examinations, and 
Mr. Brown has passed nine. 


LIAMA Staff Surveying 
Agent Recruiting Method 


Recent agent recruiting methods of 
agency and district managers — members 
of the General Agents and Managers 
Conference — are now being surveyed 
by the research staff of the Life Insur- 
ance Agency Management Association. 

In a letter to GAMC members, Chair- 
man L. Mortimer Buckley explained the 
project as “a study of your latest recruits 
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and the methods you used in recruitin: 
them as well as a study of the 
men whom you wanted to have as agents, 
but for some reason have not been able 
to recruit.” In the questionnaire, each 
manager is asked to report on two men 
only — the last full-time recruit hired 
and the last man the manager attempted 
to hire. 

LIAMA reported that while a large 
number of questionnaires had already 
been received, it is hoped that the re- 
mainder will be returned at an earl 
date. 








THE LEE NASHEM AGENCY 
BUSINESS INSURANCE? 
ESTATE PLANNING? 


Our experienced Brokerage Staff is 
ready and anxious to serve you. Call 
us at OXford 7-2950 for quick depen- 
dable service. 
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Mutual Benefit Life Insurance Co. 
of Newark, N. J. 





Urging all GAMC members to co 
operate in filling out the recruiting ques- 
tionnaire, Chairman Buckley said that 
“this kind of cooperation between 
LIAMA and GAMC can be fruitful in 
obtaining information of value to each 
GAMC participant and in providing 
LIAMA researchers with material for 
study and analysis.” 

A report analyzing results of the sur- 
vey is scheduled for publication at a 
later date and distribution to GAMC 
members and LIAMA member com- 
panies, 





Another tough 











LIFE case APPROVED STANDARD 





In Rhode Island: 
58 Weybosset St. 


Providence, R. I. 


Tel. JA 1-6151 





UNDERWRITERS 
SERVICE 
AGENCY 


Managing Agents Jor Connecticut and Rhode Island 


In Connecticut: 
945 Asylum Ave. 
Hartford, Conn. 
Tel. JA 2-4194 
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Home Life Names Lynch 


Agency Field Assistant 


Lenscraft Photos, Inc. 


WILLIAM J. LYNCH, JR. 


\n assistant manager and three field 
underwriters have been advanced to new 
positions with Home Life of New York. 

William J. Lynch, Jr., of Boston, has 
been named agency field assistant at the 
company’s home office. Jens H. Chris- 
tiansen, Santa Barbara, Anthony Misho, 
Roston, and Leroy L. Pitkin, Buffalo, 
have been named assistant managers of 
their respective agencies. Announcement 
was made by John H. Evans, vice presi- 
dent-sales. 

Mr. Lynch began his career with 
Home Life in 1951 as a management as- 
sistant in the Boston-Saint Agency. A 
graduate of Boston College, he had ex- 
perience in retail sales and the accident 
and health field before going to Home 
Life. In 1954 he became a field under- 
writer and was appointed assistant man- 
ager in 1955 


LOMA Institute Reports 
Another Successful Year 


Life Office Management Association 
Institute announced the closing of an- 
other successful year. Last May, 8,151 
students from 399 life insurance com- 
panies and organizations wrote 13,945 ex- 
aminations; all three figures setting new 
records. As a result, the LOMA awards 
for 1957 will be 1,314 course 1 certifi- 
cates, 180 associateship diplomas and 73 
fellowship diplomas. The majority of 
the new fellows will attend the LOMA 
annual conference in Washington this 
month as guest of their companies. They 
will receive their fellowship diplomas 
and insignia at the association’s annual 
presentation ceremony. Of the record 
number of examinations enrolled for in 
1957, a larger percentage was actually 
taken than in the case of any other 
recent year 

Since the LOMA Institute was estab- 
lished, 25 years ago, 45,300 employes of 
life insurance companies and organiza- 
tions have written 144,500 examinations. 





To « ate, the Institute has awarded over 
12,300 ourse 1 certificates, more than 
2,300 associateship diplomas and 819 fel- 


lowship designations. Although most 
LOMA Institute students reside in th 
United States and Canada, examinations 
were also written in Colombia, Thailand, 


Lebanon, England, South Africa and 
several other foreign countries 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 

















New England Life Opens 


Two New General Agencies 


New England Life has established two 
aew general agencies in Florida, one in 
Miami and one in Tampa. 

George D. Farrington, now general 
agent in Albany, will be general agent 
in Miami, The Tampa agency will be 
headed by Melvin C. Magidson as agen- 
cy manager. Mr. Magidson has been 
district agent in Pensacola, Fla., since 
1955. 

Clifford W. Dow, Jr., assistant general 
agent in the Partridge agency in Boston, 
has been promoted to agency manager 








INVESTIGATE This Unusual G A Opportunity 


Top, vested commissions with lifetime service fees. Quick sales aids with 
prompt, effective home office cooperation. Complete kit of attractive non-par 
contracts sub-standard to 500%. Highly rated company (founded in 1890). 
Assets over 89 million—over $465 million insurance in force. 


Openings in Pennsylvania, Delaware, Maryland, Ohio, New Jersey, Virginia, 
Indiana, Illinois and District of Columbia. 


Write in confidence to: B. A. FRANK, Mgr. of General Agencies 


SUN LIFE INSURANCE COMPANY 
of AMERICA 


109 East Redwood S#., Baltimore 2, Md. 

















at Albany, replacing Mr. Farrington. 

Mr. Farrington joined New England 
Life in 1943, served two years with the 
Army Transportation Corps, and_re- 
joined the company as an agent in New- 
ark in 1946. He was made agency man- 
ager in Albany in 1947, and general 
agent in 1952. He is a member of the 
company’s Leaders Association, past 
president of the Albany General Agents 
and Managers Association, and past 
president of the Albany Association of 
Life Underwriters. He graduated from 
the Wharton School, University of 
Pennsylvania, in 1933. 

Mr. Magidson, who joined the company 
in 1955, attended Cornell University and 


CLU courses. 


ciation, and Boston Managers Club. 











$160 Million in Force in Less Than 5 Years 


GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 





Announcing — 
Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 
































Issue Age-30 100 Units Issue Age-40 
Initial ' Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy | Benefit |Insurance}| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
ss 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 | 284,900 | 156,356 286,200 244,400 | 161,422 























ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3%, Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 

Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 























the University of Florida and graduated 
from Florida State University in 1948. 
He received his master’s degree in eco- 
nomics from Florida State in 1949. Dur- 
ing World War II he was an Army lieu- 
tenant and fighter pilot. He served on 
the board of directors of the Pensacola 
Association of Life Underwriters and 
taught economics for the LUTC and 


Mr. Dow joined New England Life in 
1940 in Boston. He is a member of the 
company’s Leaders Association and Bos- 
ton LUA, Massachusetts Brokers Asso- 













Manager at Springfield 
For the Guardian Life 





RAYMOND A. HEROUX 


Appointment of Raymond A. Heroux 
as manager of its agency in Springfield, 
Mass. has been announced by Guardian 


Life of New York. 

A graduate of Hills’ College in Rhode 
Island, Mr. Heroux entered insurance 
in 1954, and had a broad background in 
both sales and supervisory work when he 
joined the Guardian as assistant field 
director for New England in February, 
1956. Before he entered the insurance 
business, he was the publisher of a 
weekly newspaper in Northbridge, Mass. 
He is a member of the Boston Life 
Underwriters Association. 


Pegram Named by American 


Bankers for Winston-Salem 

J. M. “Jimmy” Pegram has been named 
supervising general agent in Winston- 
Salem, N. C., by the American Bankers 
Life of Florida, Leo Sexton, agency vice 
president, has announced. 

Mr. Pegram spent his youth in Greens- 
boro, graduating from Greensboro High 
School in 1943. He attended Mars Hill 
College, Baylor University and Univer- 
sity of North Carolina, returning eight 
years ago to his native Winston-Salem. 

He is active in local civic church and 
business organizations, being a member 
of the Junior Chamber of Commerce and 
director of the Winston-Salem Life Un- 
derwriters Association. He is a member 
of the First Baptist Church Choir, for- 
merly director of music at Southside 
Baptist Church, and soloist in the Sun- 
nyside Choral Club. He served in Navy. 




















Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 





Telephone HAnover 2-5840 




















TRIE 
Gerh: 
E3 


Bos 
today 
facto! 
the si 
has § 
the s 
ernm 
of Jo 





( 
4 Mth a 


sociati¢ 

“Wit 
life ins 
lation « 
he saic 
tion th 
busines 
assets, 
busines 
million: 
under | 

Addr 
sponsor 
ton Pla 
the Fec 
by the 
centuris 
power. 

“ 

In 1 
came f 
from tl 
century 
and the 
concent 
eral Go 
20th ce 
World | 
before | 
Federal 
Kabat,’ 
latal to 
ments f 
America 
of the | 
into ou 
fathers,’ 
_ Becau 
insuranc 
Mr. Ble 
regulatic 
the bro: 
national 
out diffi 
phere w! 
ation a 

Noting 
concentr 
are face 
lation Ww 
Mr, Ble 
remembe 
lave bee 
Private ¢ 
vate ow 
de no fr 




























C0 SE UNSERE TEE ST SN AOL ONS RN RE 








September 13, 1957 


. 











Page 11 








Sees Insurance Great 
Stabilizing Factor 


TRIBUTE TO STATE CONTROL 





Gerhard D. Bleicken, John Hancock 
Executive, Addresses Meeting of 
Secretaries of State 





Boston — The life insurance business 
today is one of the great stabilizing 
factors in the American economy, and 
the significant thing is that the industry 
has grown in the last 150 years under 
the sympathetic regulation of state gov- 
ernments, Gerhard D. Bleicken, secretary 
of John Hancock Mutual Life, told the 


Alan F. Lydiard 
GERHARD D. BLEICKEN 


4)th annual conference of National As- 
sociation of Secretaries of State. 

“Witness the stability provided by the 
life insurance business under state regu- 
lation during the severe depression days,” 
he said. “It is a tribute to state regula- 
tion that one-third of America’s top 12 
business corporations, as measured by 
assets, are life insurance companies. This 
business, which has brought security to 
millions of Americans, has grown up 
under state regulation.” 

Addressing a special breakfast session 
sponsored by his company at the Shera- 
ton Plaza Hotel, Mr. Bleicken said that 
the Federal Government has been forced 
by the challenges of the last several 
centuries into a position of transcendent 
power. 

‘In the 18th century, 
came from the necessity of separation 
trom the mother country. In the 19th 
century, expansion across the continent 
and the war between the states forces 
concentration of authority into the Fed- 
eral Government. In the first half of the 
20th century, the great depression and 
World Wars I and II placed a challenge 
before our nation that was met by the 
Federal Government. 

“But,” he emphasized, “it would be 

fatal to America if our state govern- 
ments failed in their vital function. The 
American dual system government is one 
of the most important safeguards built 
into our constitution by the founding 
fathers.” 
_ Because of its very nature, the life 
Insurance industry is closely regulated, 
Mr. Bleicken continued, “but because the 
regulation has been historically and in 
the broad on a state rather than on a 
nation: ul level, we have been able to work 
out difficulties and maintain an atmos- 
phere which permits both adequate regu- 
lation and opportunity for growth.” 

Noting that as Government tends to 
concentrate at the Federal level, “we 
are faced with something beyond regu- 
lation which is Government ownership,” 
Mr. Bleicken concluded, “It is vital to 
remember that the state governments 
have been historically the protectors of 
Private ownership and without the pri- 
vate ownership of property, there’ can 
%€ no freedom for Americans.” 


the challenge 


United American Licensed 
To Operate in Kentucky 


United American Life has been li- 
censed to do business in Kentucky, it 
was announced by Senator Herman E. 
Talmadge, chairman of the board of 
the Atlanta firm. This brings to six the 
total of states in which United Ameri- 
can is licensed to operate. The others 
are Alabama, Florida, Georgia, Louisi- 
ana, and South Carolina. 

Among those who will work in the 


organization of United American’s agen- 
cy force in the state are Pee Wee 
Reese, Brooklyn Dodgers shortstop; 
Max Macon and Dixie Howell of the 
St. Paul baseball club, and John Diskin 
former commissioner of 
Kentucky. 

Besides Senator Talmadge, the man- 
agement includes Pierre Howard, presi- 
dent; Charles H. Childs, Jr., secretary- 


treasurer; Richard C. Blanton, vice 
president, and actuary; Garland T. 
Byrd, vice president; and James D. 
Fluker, vice president, 


’ 


aeronautics of 


Nickels, Mosier — Managers 

Equitable Society announces the re- 
tirement of William E. Burney as its 
agency manager in Denver, the division 
of his organization into two n 


agen- 
cies and the appointment of Howard C. 
Nickels and Tom H. Mosier as their 
managers. Mr. Burney will remain, 
serving both agencies in an advisory 
capacity. 


Mr. Mosier is a former district mar 
ager of Equitable’s Embry agency, Ka: 
sas City, and Mr. Nickels was assistant 
manager of the Eklund agency, Detroit 





Unusual and appealing when 
it was first introduced less 
than five years ago, Master- 
plan becomes even more 
attractive with the second 
increased dividend scale ap- 
plicable to it. With few 
exceptions, all Ordinary 
policies benefit from the new 
scale effective July 1, 1957. 


Here is the new story 
General American Life rep- 
resentatives have to tell. 


Check the chart. Note the 
sales advantages in Master- 
plan before and after the still 
higher dividends. 


For complete information write 


FRANK VESSER 
Vice President 





Cash Results—end of twenty years* 


Average Net Premium 
Guaranteed Cash Value. 
Total Net Premiums 


Excess of Cash Value Over Net 
Premiums . 


Average Gain Per Year . 


$10,000 MASTERPLAN—AGE 30 
Gross Annual Premium—$305.20 











. 4722.30 


*]]lustrations assume Annual Dividends based on present experience 
and their continuance for the period shown. The Termination 
Dividend is a projection based on current conditions. Dividends 
and their continuance cannot, of course, be guaranteed. 


rR UIVIDEND 


gives General American Life 
Representatives added Sales Tool 
















Before After 







$ 236.10 
$5211.10 


$ 232.50 
$5211.10 
a2 















$ 561.70 
$28.10 


$ 488.80 
$24.40 









General American Life 
ST. LOUIS, MISSOURI 
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Roger Hull’s Part In Graham Crusade | LIFE INSURANCE 


PURCHASED O 
Invited by the Protestant Council to Become a Member of the a x N t W A L y EQUITABLE foh 


Executive Committee for the Crusade, He Was Soon Made 
Chairman; Total Cost of $2,500,000 Was More Than Met RENEWAL PURCHASE COMPANY 


Roger Hull, executive vice president 300 Park Avenue, New York 22, N.Y. Plaza 3-2826 
of Mutual Life of New Yank: is now on 
a fishing trip in Canada and almost as 
far from a telephone as he can get 

















Whether lucky or not as an angler is a derwriter that the beginning of _ his 7 
matter of supreme indifference to him. interest dated back to a_visit to Mem- A. MAXWELL KUNIS, F.S.A. 3 
Mr. Hull left New York after having phis in 1951 made by Mrs. Hull and Consulting Actuary q 
been chairman of the executive commut- their thre e children. Mr. and Mrs. Hull Siestiitates 2 
tee of the Billy Graham Crusade which lived in Tennessee before he came here : pectalizing in ; 
made such a deep impression in New to enter the agency department of Mu- Life Company Management Problems 
York and nearby towns that Madison tual of New York. Mrs, Hull and the chil- 500 - 5th Ave., New York 36, N. Y. 
Square Garden was filled nightly for 16 dren were so much impressed by the Telephone: LOngacre 3-1774 
weeks. It started on May 15. Total Memphis crusade on their return to 





Darien, their home, they quickly com- 
municated their enthusiasm. Mr. Hull nae pean 
hegan to listen to the evahgelist on iad never met Graham until the latter 
hg was attending a breakfast in May, a 
fete felt of PORE BES Hil fond thousand clergymen being there and 
himself eating dinner with George there was a general discussion as to the : 
Champion, now president Chase Man- nena aay cere became chair- fF 
hattan Bank and Stanley High, of the ™#? sgn pean ote ae Cre 
Readers Digest, who was then start- In accepting the assignment Mr. Hull 
ing Py ayia iaolisonucarser Of Billy well knew that a lot of work and respon- 
" ’ _ _ rs ig Ga , 8 
Graham. Mr. Champion was chairman sibility was to be shouldered by the | 
committee, but all were confident that 


of the committee on evangelism of Pro- Sew York: wih 4 id id 
testant Council of New York. On behalf “¢W York, with a widespread demand [ff 
for spiritual and religious uplift would ; 


of that committee he had extended an 

invitation to Graham to come to New ‘espond if the magnet were powerful 

tive management of the Crusade in Worle. and condict aGrusade. The evan- a Graham proved to be an irre- 

charge, he would early each evening ak 2 gelist accepted the invitation. Hull’s sistible magnet. 

come to the front of the platform and ROGER HULI comments to Champion: “I am glad he As far as he personally is concerned 
: Mr. Hull feels he has gone through a 


attendance approximated 2,000,000. The 
Crusade came to an end on a Saturday 
night with Graham’s appearing in Times 
Square where he was heard by about 
150,000 people (including those in ad- 
jacent blocks reached through loud 
speaker). Some days before there had 
been a great outpouring of people whom 
he addressed at the Yankee Stadium. 
That crowd numbered 100,000. 

When the last Garden meeting con- 
cluded on August 31 it was also the 
final appearance there of Mr. Hull. 
Practically every night for weeks as 
chairman of the committee having execu- 





Rimende ies 








make announcements to the 19,000 pres- is coming. If I can help in any way, reas cores aN Pec 

ent, after which he briefly discussed the Je has a salary of $15,000 a year, fixed let me know.” dramatic, enthusiastic and inspirational 

financial needs of the Crusade and at that amount, irrespective of where he In April, 1956, a representative of ©XPeTlence. It brought out the spiritual 

announced that an offertory would be js crusading or the financial support the Protestant Council called on Mr side of the metropolis. “I am not ex- 

taken to help defray expenses. Then given the campaign.” Hull; told him an executive committec hausted, he said, “but do want to get 

he would introduce a minister who led H to handle the Crusade was being ap- *W@y trom that telephone. 

a prayer as the ushers moved around the How Mr. Hull Became Interestea pointed, half laymen, half clergymen. paeede 

Garden with baskets for sors Asked by this paper how he came Mr. Champion wanted to know if he 

the playing of an organ also addin to play such an important role in the would become a member. : ’ 

to the —— of the occasion. Mr. ee A Mr. Hull iid The Eastern Un- Mr. Hull accepted the invitation. H> Business Men Ss Announces n 

Hull only missed eight evenings at the New Family Life Plan a 
Garden. Business Men’s Assurance has _ an- I 

Meet Budget of $2,500,000 nounced the development of its new ie 

The original budget was for $900,000 family plan of life insurance. Providing I 

which did not include the cost of T\ protection for the whole family in one ‘ 


policy, the plan is offered in units which 
include $5,000 whole life insurance for 
the husband, $1,000 term insurance for 
the wife if ‘the same age as the hus- 


o 
band, and $1,000 Term insurance for each 
Yi Vs CHW [ child including future arrivals. 


The BMA family plan is issued in 


The popularity of the evangelist early 
became evident as he nightly filled to 
capacity mammouth Madison Square 
Garden, with the result that three exten- 
sions became necessary. Instead of the 
Garden Crusade winding up at end of 


June, the closing date was changed J OM 
three times first to len 20, then multiples of one-half unit, with a mini- 
August 10 and finally Aug 31. The 6 mum of one unit and a maximum of 
continuance of the Boon em so many [ r OM WW, three units. Optional benefits include 
weeks after the time originally planned, accidental death benefit, automatic com- 


pletion and family income. 

Offered on a standard basis, the BMA 
family plan is available to husbands, ages 
20 to 45, where the wife is not less than 
17 years of age and not more than 12 
years younger nor 7 years. older than 
the husband. 


In an extraordinary display of faith ° 
in Billy Graham and belief that the Serving the holders of epee 
Crusade was justifying itself these budget Seta 
Lemma & O’Connor Ranks 


demands were met. Of the total con 
tributions received by the finance com two million policies 

Second in Colonial Life 
Lemma & O’Connor, Inc., multiple 


and the frequent appearance of Graham 
on TV, resulted in a budget which 
eventually reached $2,500,000. This was 
more than met. Chairman of finance 
committee was Howard FE. Isham, vice 
president and treasurer of U. S. Steel 





mittee, one-third came from offerings in 
the Garden ong it was explained by 


Mr. Hull that they were used to help f 

pay the expe nses of the Crusade. The rom coast to coast line agency in downtown New York, has 

balance of the contributions in connec Spe. Se ; 
just completed its first year as a genera 


tion with the New York Crusade came : é : a ig: 
agent of the Colonial Life of East 


mostly from individuals and were not Mo 4 4 
ranuieae ; ae - New in North America and in Orange, N. J. Paid-for life volume pro- 


nfined to residents of Greater 
\ -] e . 6 Stic . o . . P 
York and the Connecticut and Long duced in the period of January 1 to 


Island periphery. 7 Teele ran barter Nepean 
For instance, the Crusade received 25 other countries. September 1 has enabled this agency to 





from Richmond, Va., and Louisville, Ky., rank in second place among all Colonial wit 
checks for $25.00 each, offerings at re- Life agencies. August was the biggest Yor 
ligious meetings in those cities eat month to date and second best was June. spe 
marked for the New York Crusade Ne\ 


In response i 4 request from The $7 BILLION INSURANCE IN FORCE For these two months the agency ranked ; 


Eastern Underwriter, asking if insurance in first place. of t 








companies were among business organi J. R. Jackson, Lemma & O'Connor life Gro 
zations making large contributions to th insurance manager, says the emphasis loca 
campaign Mr. Hull said they were not has been on brokerage accounts, and of | 
“And when any of the business concerns SUN LIFE ASSURANCE COMPANY OF CANADA that general insurance brokers in_ the Ma: 
did send checks they were small ones, metropolitan N. Y. area have responded squi 
ic Pane ‘ was the great ygone of indi appreciatively to the full facilities of the ag 
viduais who came orwar¢ oO support 3 S mK 

the Crusade which 2 gece Sahil Head Office © Montreal ontia es nuk dere gem at a <— iI fi 
, i ‘ } : pates a substantial increase bot old. 
ing expenses. Incidentally, Billy Graham in paid- for volume and number of brok- M 
has no participation in these offereig- ers in the coming year. Tesp 
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New York Life 


New York Life made four new ap- 
pointments in its Group field organiza- 
tion. William J. Harford has been made 
district Group manager of the New York 
City downtown Group office. Edward T. 
Gill has been appointed district Group 
manager of the uptown New York Group 
office. John D. Walsh has been appointed 
Boston district Group manager. M. James 
Boyd has been appointed district Group 
manager in the Buffalo office. Mr. Har- 
ford will be assisted in his new assign- 





Filene’s Photoreflex Studio 


WILLIAM J. HARFORD 


ment by assistant district Group Man- 
ager Robert E. Iliff. 

Mr. Harford has been with New York 
Life since August, 1951 as district Group 
manager of the Boston office. A native 
of New Jersey and a Harvard graduate, 
he had four years of sales experience 





EDWARD T. GILL 


with The Prudential before joining New 
York Life. Two years of this time were 
spent as district Group sales manager in 
New Orleans. 

In Boston, Mr. Harford was a member 
of the Boston Life Underwriters and the 
Group Supervisors Club as well as of the 
local Chamber of Commerce. A veteran 
of World War II, he served with the 
Marine Air Force as captain in a fighter 
Squadron operating in the South Pacific. 
He is married and has two children, 
aso Jr., age 2, and Jean, one month 
old. 

Mr. Gill, in his new position, will be 
responsible for relations between the 





Group Changes 


Group department and company agents 
in the New York Group district. A grad- 
uate of Providence College, Mr. Gill 
joined New York Life as home office 
representative in the San Francisco dis- 
trict Group office in July, 1951. In Octo- 
ber, 1952, he moved to Syracuse as dis- 
trict Group supervisor of that office. He 
came to New York as assistant district 
Group manager in January, 1954. Mr. 
Gill served in the U. S. Marine Corps 
Infantry, holding the rank of captain. 


Kansas City Manager 


Appointment of Clarence L. Clark as 
manager, life, accident and health lines 
at the Kansas City branch office of The 
Travelers has been announced. He suc- 
ceeds the late William M. Thomas. 

Mr. Clark joined The Travelers in 
1938 as a field supervisor at the John St., 
New York City office. Two years later, 
he was appointed salary allotment super 
visor there. In 1943, his insurance ca 
reer was interrupted when he entered 


the Army during World War II. He 
was separated from active duty as a 
lieutenant. Upon his return in 1946, he 
became assistant manager at Los An- 
geles, with headquarters at San Diego. 
In 1954, he became manager at San 
Diego. He attended Columbia University 
where he received his CLU degree. 

Prior to his affiliation with The Tray 
elers, he was associated with the Law 
yers Trust Co. Franklin Society, and 
Keane Agency of Massachusetts Mutual 
Life, all in New York City. 





Now, for your clients... 
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MONY’s Family Policy 
with Discounts on Larger Amounts! 


Now, MONY brings something new to the popular 
Family Policy. Sold in units of $5,000 face amount on 
Dad’s life, the rate goes down $3.75 per unit when 
Dad’s coverage is $10,000 or more. MONY’s Family 
Policy is available in face amounts of $5,000, $7,500, 
$10,000, $12,500, and $15,000. Now you can offer 


your clients the convenience and economy of one 
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Mutual Of New York, Dept. TR-97 
Broadway at 55th St., New York 19, N. Y. 
I would like a copy of your free 
booklet, ‘A Happier Family Picture,” 
describing MONY’s new Family Policy. 


policy for individual members of the family, plus 
the MONY DISCOUNT... plus ““MONY-MATIC,” 
the convenient new monthly payment plan avail- 
able through most banks! For further information 
about this new policy, send for free booklet, “A 
Happier Family Picture.” 


Mail this coupon today! 








Zone 


Sorry, not yet available in Massachusetts 
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Jack Manning Assigned To Additional 


Executive’s Duties For N. Y. C. Assn. 


Will Be Responsible for New Membership, Legislation, Adver- 


tising and Public Relations Activities; Victoria J. Duley 
Named Assistant to the Managing Director 


Jack R. Manning, managing director ot 
the Life Underwriters Association of the 
City of New York, has been assigned to 
additional executive duties. He will as- 
sume responsibility for new membership, 
legislation (in cooperation with the State 
and National Associations), advertising 
and public relations. 

Commenting on the additional duties 
assigned to Mr. Manning, Arthur L. 
Sullivan, Fidelity Mutual, president of 
the New York City Association, said: 
“Mr. Manning will begin his tenth year 
as our managing director on October 1 








N. Y. C. Ass’n Moves to New 
Offices at 185 Madison Ave. 


The executive offices of the Life Un- 
derwriters Association of the City of 
New York are now located at 185 Madi- 
son Avenue, at 34th Street. The move 
to the new location was voted by the 
board of directors in view of the need 
for larger general office area because 
of the continually increasing member- 
ship. 

The offices provide space for the man- 
aging director, the board of directors, 
classrooms, general office and_ stock 
room. The board of directors’ room will 
also be used as a classroom for the 
monthly Life Agents’ Qualification 
Training Course and meetings of the 
Field Agents’ Advisory Council. Finished 
in attractive pastel colors, the offices are 
air-conditioned and equipped with mod- 
ern fluorescent lighting. The floor plan 
was designed by Bernard A. Haas, gen- 
eral agent, Manhattan Life, who with the 
assistance of Managing Director Jack 
R. Manning, supervised the alterations 
and decorations. a 








and I think it goes without saying that 
our association is proud to have him 
represent us, and that the growth of 
our association over these past nine 
years can to a large degree be credited 
to his activities. Our executive commit- 
tee feels that in the past we have not 
capitalized on Mr, Manning’s abilities to 
the fullest extent.” 

The remainder of Mr. Manning’s ad- 
ministrative duties will be turned over to 
Victéria J.. Duley, who has been named 
as assistant to the managing director 
Miss Duley has been with the organiza- 
tion for almost eight years and during 
that time has built an unusually large 
acquaintanceship, not only among th 
membership, but also among the officers 
and members of association committees 
She will be seth by Patricia A. Huda! 
as secretary-receptionist and Rose M. 
Spadaro as bookkeeper. An additional 
employe, as yet to be appointed, will als 
ssist Miss Duley with the administrative 

tails 

Expansion Plans 
Future membership expansion of th 


association calls for 4,000 members and 
the formation of at least three additiona 

branches addition to those currently 
operating for the benefit of members in 
the Bronx, Brookl lyn and. Long Island 


Mr. Manning together with Membership 
Vice President Harry Phillips, 3rd, 
CLU, Penn Mutual Life, are currently 
working out plans to reach the newly 
established membership goal : 
Mr. Manning’s Career 

Mr. Manning, a native of Miami. at- 
tended the St. Benedictine Military 
Academy in’ Savannah, graduating in 
1938. Upon graduation he entered the 
radio sales and service business, remain- 
ing in that work until his entrance into 
the military service in 1941, While in 





JACK R. MANNING 


the service he served in South America 
and the Pacific Theatre. He was re- 
lieved from active duty in-1946 with the 
rank of captain, after which ‘he returned 
to the radio and electric appliance busi- 
ness, 

Mr. Manning, who is active in various 








Family Policy Introduced 
By Mutual Trust Life 


At its annual regional conventions, re- 
cently held at Saranac Lake, New York 
and Estes Park, Colorado, Mutual Trust 
Life, Chicago, introduced its new family 
policy. The plan will be issued at ages 
18 through 50, with minimum basic cov- 
erage of $5,000 and maximum $10,000. 
It will be issued in multiples of a thou- 
sand dollars between those limits. The 
policy provides for whole life insurance 
on the life of the insured which will be 
increased by 1/5 of that amount if the 
insured dies before attaining age 65 and 
the spouse has pre-deceased him. Term 
insurance is provided on the life of the 


spouse, in amounts varying according to’ 


the age difference between insured and 
spouse. The spouse may be as much as 
twelve years younger than insured or 
seven years older than insured. Depend- 
ent children will be covered by Term in- 
surance in the amount of 1/5 the face 
amount of the policy and will be covered 
for the full amount of Term insurance 
from 30 days of age to age 21 years. 
The Term insurance on the life of the 
dependent children is convertible at age 
21 to any life or endowment policy up to 
5 times the amount of Term insurance on 
the children. 

Special features of the Mutual Trust 
family policy include waiver of premium 
on the life of insured, and death by ac- 
cidental means benefit on both insured 
and spouse up to insured’s age 65. If 
the insured dies before attaining age 65, 
participating Term insurance on spouse 
and all dependent children becomes 
fully paid. Also the basic coverage may 
be placed on the mother, if the father 
is already adequately insured. 
civic and veterans’ organizations, is mar- 
ried to the former Shirle Kathleen Kahn, 
who served as a lieutenant in the Army 
Nurse Corps. The Mannings have one 
daughter. 








STAR OF 
THE NORTH 


“Star of the North,’”’ symbol of 
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who has hitched his career 


ifomndal—m-Col—lalaiaaliale(—vomn 


MINNESOTA 
MUTUAL LIFE 


INSURANCE COMPANY 


VICTORY SQUARE 





SAINT PAUL 











W. C. Austell, Occidental 
Gen’! Agent in Greenville 


Occidental Life of California  an- 
nounces the appointment of two new 
members in its field offices. William C. 
Austell has been appointed general agent 
in Greenville, S. C., and Earl N. Dahl, 
Jr., was named assistant manager of the 
company’s branch office in San Fran- 
cisco. 

Mr. Dahl was formerly a special agent 
for Occidental in Denver and San Fran- 
cisco. 

Mr. Austell previously served as an 
Occidental agent in Florence, S. C. 








THINK... 


WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 

tinuing reward for attracting 

good producers to your agency? 

WHY are your renewal commis- 

sions for low lapses the same 

as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
Q missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 

Casualty Company, having 

started writing Life Insurance 
in July, 1956, already producing in 
excess of two and one-half million a 
month? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 






ALL AMERICAN 


Lh ‘a Ornsuralte 
sie y 


el, iler-Yere) Company 













General Offices: All American Building 
PARK RIDGE, ILLINOIS 
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PROMOTION FOR FRANK ELSTON 





Heads New Division of Washington 
Nat'l Embracing Adv., Sales Promo- 
tion, Public Relations; His Career 
Frank Elston, who has been sales pro- 
motion manager of Washington Na- 
tional’s general agency department since 
1952, has been promoted to head a new 
division at the home office in Evanston, 
Il, which will coordinate and integrate 


FRANK ELSTON 


pub- 
licity and public relations activities of 
the company. Announcement of the new 
division was made by Chairman of the 

Board Ray J. Wetterlund and President 
Paul W. Watt. 

A graduate of Rider College where he 
majored in business administration, Mr. 
Elston served Philadelphia Life as ad- 
vertising and sales promotion manager 
(1946-52) before joining Washington Na- 
tional. He has done graduate work at 
Temple University and the University 
of Pennsylvania. He attended the Coast 
Guard Academy, New London, Conn., 
and during World War II served as 
commanding officer aboard a number of 
naval vessels used for air-sea rescue and 
sub-chasing purposes. 

A Life Underwriter Training Council 
graduate, Mr. Elston has been active in 
Life Insurance Advertisers Association 
functions since 1948 and is a charter 
member of the Sales Promotion Execu- 
tives Association, a member of the Chi- 
cago Association of Life Underwriters 
and the Chicago Direct Mail Advertising 
Club. He is also active in the Evanston 
Toastmasters Club. 

Other members of the newly created 
division and their areas of responsibility 
are as follows: K. M. Arnold, editor, 
“Coverage” (home office employes’ mag- 
azine); P. R, Dwyer, assistant editor, 
“Builder” (general agency field maga- 
zine); Gerald Trejo, sales promotion 
(general agency); Robert Whiteside, 
sales promotion (industrial agency), and 
James V. Wilson, editor, “Review” (in- 
dustrial agency field magazine). 


the advertising, sales promotion, 


Occidental Life Appoints 
Michael J. Kack as Manager 


Occidental Life of California an- 
nounces the appointment of Michael J. 
Kack as manager of the company’s 
Westlake branch office in San Francisco. 

Mr. Kack, assistant manager of the 
Westlake branch since January 1, 1955, 
succeeds Robert E. Watson, Jr., as man- 
ager. Mr. Watson has become associated 
With Harry Wraith in the direction of 
Occidental’s general agency in Oakland. 

Entering the insurance business in 
1949, Mr. Kack served as an agent and 
unit supervisor for Penn Mutual Life 
before joining Occidental. 


Carbrey, Denver Manager 
For Union Mutual Life 


Frank C. Carbrey will manage Union 
Mutual’s newly’ established Denver 
agency, according to an announcement 
by John R. Carnochan, agency vice 
president. 

A native of Denver, Mr. Carbrey at- 
tended St. Joseph School, University of 
Sidney, Australia and the University of 
Denver. He majored in economics and 





minored in psychology at Denver Com- 
munity College. He holds a diploma 
from LUTC’s accident and_ sickness 
training program and has completed Part 
I of the CLU study program. 

A member of the Million Dollar Round 
Table, Mr. Carbrey was formerly asso- 
ciated with The Prudential as a division 
manager in the Denver area. Prior to 
this he spent five years with Capitol 
Life of Denver as a home office agency 
manager. While with Capitol, he led 
his agency to top the company both in 
premium and volume. 








Prudential Group Changes 


Changes in its upstate New York 
Group insurance organization have been 
announced by The Prudential 

Edward L. Carls, district Group super- 
visor in Buffalo, has transferred to the 
Syracuse office, which he had managed 
from 1948 to 1954. 

George R. Callahan, manager of Group 
sales and service in the Canadian Head 
Office, has succeeded Mr. Carls in Buf- 


falo as district Group supervisor 

















































We are proud to announce 


that on September 1, 1957, the life insurance in force 
account of the American National passed the Four Billion 


Dollars level! 


We congratulate the American National field forces which 
made possible this accomplishment and whose efforts are 
now bringing into view the next billion with a production 
increase for the year of over fifty percent more new business 
than for the same period of 1956. 


Openings everywhere in 40-state territory for 


REPRESENTATIVES, BROKERS, SPECIAL BROKERS 


For prompt attention and information address: 


“4% See 
mA 







































-~ AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 





AN AGGRESSIVE INSTITUTION 


on over 3 million policy holders 





Insurance in Force 


1905 — $2,606,950 
1915 — $61,480,493 
1925 — $302,277,296 
1935 — $554,328,732 
1945 — $1,356,976,729 
1955 — $3,438,042,678 


NOW... more than 
$4,000,000,000 
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Changes At Chas. B. Knight Agency 


Maurice Ziff Now Executive Vice President; Others Promoted 
Are Paul Goodman, Hugh White and Charles T. Brown; 
Their New Responsibilities 


Charles N. Barton, CLU, president of 
Charles B. Knight agency, Union Cen- 
tral, 225 Broadway, New York City, an- 


nounces the promotion of four m-mbcrs 





ZIFF 


MAURICE 


of its agency staff. They follow: Maurice 
Ziff, former vice president, to be execu- 
tive vice president; Paul Goodman, 
CLU, promoted from production man- 


ager to vice president; Hugh White, 
from brokerage manager to_ associate 
manager; Charles T. Brown, CLU, from 


a brokerage representative to assistant 
manager. 

As executive vice president Mr. Ziff 
will assist Mr. Barton in general conduct 
of agency’s affairs and also will continue 
the responsibility of supervising the en- 
tire sales effort of the agency. Mr. Good- 
man is in complete charge of developing 
full time sales personnel. Working with 
him, Hugh White, in addition to current 
duties, will assist in supervision and 
training of established agents. Mr. Brown 
as assistant manager will have added 
duties of supervising and training new 
agents. 

Mr. Barton also announced that a 
Long Island office has been opened at 
Garden City which will be staffed imme- 
diately with half a dozen new Union 
C Central representatives. Also, in its pro- 
gram of expansion and development on: 
more office in New York City is planned 
before the end of the year. 


Mr. Ziff’s Career 


3orn in Hartford and going to high 
school there Mr. Ziff then attended Tufts 
College which he left to enter the Army 
in World War I, where he became a 
second lieutenant in field artillerv. He 
left the Army in 1924 to enter life insur- 
ance in Hartford. Three years later, Mr 
Ziff moved to New York as a Union 


Central agent. In November, 1930, he 
joined staff of the Knight agency and 
was appointed assistant manager in June, 
1934. In that position, he was in charge 


of the solicitation and service of broker- 
age business 

With the outbreak 
Mr. Ziff returned to the Army, serving 
in Alaska as a staff officer in the field 
artillery and anti-aircraft. After his dis- 
charge, with rank of major, he returned 
to the company’s agency in New York 
In _ he was elected vice president of 
the agency 


World War II, 


a White, Brown Careers 


Mr. Goodman is a native New Yorker, 
Evander 
the Bronx, and 


Childs High 
he received 


a graduate of 
School in 


his degree from Syracuse University in 
1942, During World War II, he was a 
U. S. Army Signal Corps radar test 
Following hostilities, he en- 


inspector. 





PAUL GOODMAN 


tered life insurance as an agent. Ile 
joined Knight agency in 1953 as assistant 
manager, and was named _ production 
manager in 1956. 

Mr. White, a native of Scotland, 
joined the agency as cashier on July 19, 
1930. He was later named assistant man- 
ager and, in 1955, appointed brokerage 
manager. 

Mr. Brown, born on Staten Island, 
received his high school and college edu- 
cation there. He was associated with Dun 


Five Prominent Policyholders 
On N’west’n Mut. Committee 


Milwaukee—Five men have been elect- 
ed to the 1957-58 examining committee 
of policyholders of Northwestern Mutual 
Life. They are: 

Percy John Ebbott, chairman of the 
trust advisory board of the Chase Man- 
hattan Bank, New York; Dr. Benjamin 
C. Willis, superintendent of schools, Chi- 
cago; John R. Wood, vice president and 
treasurer of Clark Equipment., Buchan- 
an, Mich. Herbert C. Kurth, secretary- 
treasurer of Kurth Malting Co., Milwau- 
kee; and Elmer Jennings, president of 
the ‘Thilmany Paper Manufacturing Co., 
Kaukauna, Wis. 

The annually-elected committee has 
no counterpart in the life insurance busi- 
ness. Its members, traditionally leaders 
in industry, finance and the professions, 
are chosen from among policyholders 
who have had no connection with the 
management or operation of the Nozth- 
western Mutual Life. 

The committee operates on behalf of 
more than a million policyholders of the 
mutual company. It conducts an inde- 
pendent annual review of management 
policies and practices, employing its own 
auditors and other personnel for its sur- 
veys, and reports its findings and sugges- 
tions to the policyholders and to the 
board of trustees. 


Appoint Dr. D. A. Anderson 


Washington National has appointed 
Dr. Donald A. Anderson assistant med- 
ical director. For the past two years, Dr, 
Anderson, a specialist in internal medi- 
cine, was a staff physician with the Vet- 
erans Administration Research Hospital, 
Chicago, and at the same time served 
on the faculty of the Northwestern Uni- 
versity Medical School. 





& Bradstreet until he became an agent 
in the Knight agency in September, 1951. 
He was named manager of the Staten 
Island office, later being brought into the 
main office of the agency as a brokerage 
representative. He was a staff sergeant 
in the Mid-Pacific Theater of Operations 
during World War 








to none. 








EF‘or the top-runs 
A&&S& producer 
who meeds a 


lhhigher liadder 


e A large number of producers have already proved 
that an ambitious man with ability can use Provident 
A & S facilities to build a highly profitable agency. 


e Your investigation will show that Provident has the 
widest line of individual 


company anywhere, and an agency contract second 


e We have some territories open with great possibilities. 


Write in confidence fo 
JAMES W. SEDGWICK, Agency Manager 


Accident Department 


CHATTANOOGA 


A & S coverages in one 
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Life Co. of North Am. 
Issues First Policy 


BUYER HONORED AT LEXINGTON 


Family Policy Sold to Prominent 
Attorney Covering Also Wife 
and Five Children 


Lexington, Ky., September 5 — Life 
Insurance Company of North America, 
recently organized affiliate of Insurance 
Company of North America, Philadel- 
phia, issued its first policy here when a 
Family Life Policy was purchased by 
Stanley Martin Saunier, Jr., well-known 
Lexington attorney, and. his wife and five 
children. 

The policy was sold by Samuel B. 
Walton, Jr. of the Walton & Nuzum in- 
surance agency, Lexington, who is the 
first agent to be appointed by Life In- 
surance Co. of North America. The 
agency of Walton & Nuzum of which 
Mr. Walton is a partner is believed to 
be the direct business descendant of 
Thomas Wallace, believed to be the first 
independent local insurance agent in the 
United States when he was appointed by 
Insurance Co. of North America in 1807, 
Thus, the Lexington insurance firm has 
the double distinction of being the first 
property insurance agent and the first 
life insurance agent to be named by INA. 


Officers Who Attended 


Presentation of the first policy was 
made by Edmund L. Zalinski, CLU, ex- 
ecutive vice president of Life Insur: ance 
Co. of North se got at a_ breakfast 
given in honor of the Saunier family at 
the Hotel Phoenix in Lexington. At- 
tending the breakfast as guests of the 
North America were Mr. and Mrs. 
Saunier and their four oldest children, 
Elizabeth Ann, Margaret Ellen, Stanley 
Martin, III and Mary Shelton. Samuel 
Walton and his wife and two children 
Martha and Samuel Barton, III were 
also present. INA officers attending were 
John A. Diemand, president; Edmund L, 
Zalinski, Bradford Smith, Jr. and Her- 
bert P. Stellwagen, executive vice pres- 
idents; and Richard G. Osgood, vice 
president. 

In recognition of the historic nature 
of the occasion, the company presented 
silver Paul Revere bowls to each mem- 
ber of the Saunier family. 

The Life Insurance Company of North 
America Family Policy provides com- 
plete life insurance protection for the 
entire family in one low cost policy. 
The policy issued to Mr. Saunier pro- 
vides $5000 permanent life insurance cov- 
erage for himself, $1500 term insurance 
to age 65 for Mrs. Saunier and $1000 
term insurance to age 25 for each of the 
five Saunier children at an annual prem- 
ium of $121.26. 

Samuel B. Walton, Jr. is a native of 
Lexington and a graduate of the Uni- 
versity of Kentucky. After serving as a 
major in the Marine Corps in the South 
Pacific from 1941 to 1946 he entered the 
insurance firm of Walton & Nuzum, of 
which his father was senior partner. 
He is a member of the Lexington Op- 
tomist Club and the Baby Health 
Society. His wife is the nies Mary 


Kavanaugh Scott of Lancaster, Ken- 
tucky. 
Life Insurance Company of North 


America was incorporated in September 
1956 as a wholly owned subsidiary of 
Insurance Co., of North America. 


Realign District Offices 

A re-alignment of its district sales 
organization in Harrisburg, Pa., has been 
announced by The Prudential. 

A new office, called West Shore, has 
been created and is managed by For- 
rest D. Long. 

The Capitol Park office has replaced 
the Harrisburg East office, and been as- 
signed a great many of its personnel. 
It is headed for the time being by Don- 
old W. Pfleger. 

The Harrisburg East office has had 
its name changed to Lebanon and been 
moved into the quarters of its branch 
office in Lebanon. It is managed by 
Lewis R. Bingaman. 
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Aetna Life Forms New 
Public Relations Dept. 


PAUL B. CULLEN DEPT. HEAD 


John H. Warner, Director Aetna Life 
Advertising; Robert E. Brown, Jr., 
Director Aetna C. & S. Advertising 


Creation of a new information and 
education department and the formation 
of two advertising departments at the 
Aetna Life Affiliated Companies was an- 
nounced this week. At the same time, 
John H. Warner was promoted to di- 
rector, advertising department, Aetna 
Life, and Robert E. Brown, Jr., was ad- 
vanced to a similar position in the Aetna 
Casualty & Surety Co. 

The new department will be headed 
by Paul B. Cullen, who was appointed 
manager, information and education de- 
partment, Aetna Life and Aetna Casu- 
alty. In announcing the organizational 
changes, Henry S. Beers, president, said 
the new information and education de- 
partment will be responsible for coor- 
dinating and developing the public rela- 
tions and public service activities of the 
Aetna Life companies as well as the 
present operations of the news bureau, 
public education department and motion 
picture bureau. 

Mr. Warner joined the Aetna Life in 
1934 and was named life advertising 
manager in 1946 after returning from 
service in the Army. Five years ago he 
was promoted to assistant manager, ad- 
vertising and publicity department. He 
has served on several committees of the 
Life Insurance Advertisers Association 
and is a member of the Hartford Adver- 


BMA Promotes B. M. Adkins 


To Reinsurance Secretary 


Business Men’s Assurance has an- 
nounced the promotion of Bill M. Adkins 
to reinsurance secretary, according to 
John G. Phillips, CLU, vice president in 
charge of reinsurance. 

Mr. Adkins, who heads the foreign 
section of BMA’s reinsurance depart- 


ment, was named assistant reinsurance 
secretary in March, 1957. He has been 
associated with BMA since 1949, starting 
in the actuarial department and moving 
to reinsurance in April, 1956. 

An Associate of the Life Office Man- 
agement Association, Mr. Adkins is also 
a member of the Kansas City Actuaries 
Club. A graduate of the University of 
Missouri, he served in the Navy Air 
Corps in 1944 and 1945 and in the Army 
in Korea. 


tising Club and the Life Underwriters 
Association. 

Mr. Brown, who has been associated 
with Aetna Casualty for 30 years, served 
as a field man before joining the adver- 
tising and publicity department. Ap- 
pointed superintendent of advertising in 
1939, he subsequently was advanced to 
casualty advertising manager and then 
to assistant manager, advertising and 
publicity department. Mr. Brown, who 
attended the U. S. Naval Academy, is a 
past president of the Hartford Advertis- 
ing Club and the Insurance Advertising 
Conference. 

Mr. Cullen, a former newspaperman 
with the Hartford Courant, joined the 
Aetna in 1939 and for a number of years 
was head of the companies’ news bureau. 
Named superintendent of the public edu- 
cation department in 1949, he has been 
in direct charge of Aetna’s public safety 
program and played a major role in the 
development of the classroom training 
device, the Aetna Drivotrainer. 








A WELL-BALANCED COMPANY 


ymbol of 
professional pride 

..- Life Insurance dedicated 
to the Public Service. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 








Morgan Brainard Bequests 

The will of the late Morgan B. Brain- 
ard, chairman of Aetna Life Affiliated 
Companies who died August 28, has been 
filed. Among his bequests are a number 
of shares of Aetna stock bequeathed to 
Trinity College, Yale University, Wes- 
leyan University, Hartford Hospital and 
Phelps Trust Association of New Haven. 
The balance of the estate will be shared 
by Mr. Brainard’s widow and their five 
children, 


Advance Bernard B. Rogers 
Washington National, Evanston. IIL, 
has announced the promotion of Bernard 
B. Rogers to manager, Ordinary under- 
writing division. Mr. Rogers, who ‘has 
been with the company for 26 years, has 
served in this division since 1946, first 
as an underwriter, then as an assistant 
manager, and associate manager. 
During World War II, he spent 26 
months as a radar operator on a de- 
stroyer with the Pacific Fleet. Mr. Rogers 
is active in the Chicago Life Under- 
writers Association, having served as 
secretary and treasurer in 1950 and 
1951. He also has been a member of the 
company’s Junior Management Council 
and an advisor in the Northshore Junior 
Achievement organization. 


LUNDGREN OPENS NEW AGENCY 

G. Wallace Lundgren has opened an 
insurance agency in Des Moines to han- 
dle all lines of insurance. He has been 
in the insurance business for 24 years, 
the last five years as a supervisor for 
the Bankers Life Co. 


NEW LINCOLN NATIONAL OFFICE 

The Lincoln National Life has estab- 
lished a new regional Group insurance 
office in Des Moines with Robert V. 
Hearn named as manager. Mr. Hearn is 


a graduate in marketing of Drake Uni- 


versity. 





M. L. Horn Manager Here 


Columbian National Life has ap- 
pointed Martin L. Horn manager of the 
company’s agency at 500 Fifth Avenue, 


New York. 





Oscar A. Kottler Dead 


Oscar A. Kottler, executive vice pres- 
ident, Life Ins. Co. of Florida, Mi ami, 
died recently. Mr. Kottler, a native of 
Philadelphia, joined Artisans Order of 
Mutual Protection, Philadelphia, in 1920, 
and was elected executive secretary in 
1936. He resigned in 1945, to become 
Deputy Insurance Commissioner in 
charge of the bureau of examinations of 
the Pennsylvania Insurance Department. 
He served in that capacity until 1955, 
when he was appointed Philadelphia 
resident manager of J. Huell Briscoe and 
\ssociates, Chicago actuaries. In Janu- 
ary, 1956 he was appointed senior exam- 
iner of the Florida Insurance Depart- 
ment, which post he held until July of 
that year, when he became executive vice 
president of the Life Ins. Co. of Florida. 


Protective Life’s New 
Family Group Policy 


Protective Life, Birmingham, Ala., has 
announced the addition to their policy 
portfolio of a family Group policy. 

The family policy insures all members 
of a family group and one unit provides 
$5,000 Ordinary life par on the husband 
plus $1,000 on the wife (if she is the 
same age as the father; more if she is 
younger, less is she is older), and $1,000 
protection on each insured child, age 
one to age 25 

Waiver of premium and double in- 
demnity benefits are included on the 
father at no additional premium deposit, 
and double indemnity is also included on 
the mother at no additional premium 
deposit. 
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20 YEAR HOSPITAL SURVEY 

In a survey of the general hospital 
situation in this country, recently con- 
ducted by Health Information Founda- 
tion, it is shown that conditions have 


radically changed in the past two dec- 


ades, both in the nature and effective- 
ness of services these hospitals offer 
and in characteristics of the patients 


they serve. 

The findings were based on a prelim- 
inary report of a Foundation-sponsored 
study of the records of all patients 
admitted to Beth Israel Hospital in Bos- 
ton for the two decades. This is a 
voluntary non-profit community hospi- 
tal which is also an active teaching 
institution for Harvard and Tufts med- 
ical schools 


During the 20-year period the annual 
number of patients admitted more than 
doubled. A more extensive use of exist- 
noted. A 
average patient’s length of stay was 
from 12.8 to 9.8 days. The annual death 
rate declined by a third. Along with an 


ing beds was reduction in 


increasing proportion of middle-aged and 
elderly patients young 
While admissions from 


more children 
were admitted. 
certain diseases were fewer, the situa- 
tion regarding arteriosclerotic heart dis- 
ease cases is in contrast as these cases 
have greatly increased. Surgical pa- 
tients were longer in the hospital than 


other patients. 


In 1932 the wonder-drug age of med- 
icine had not yet begun; sulfa drugs 
were not readily available until about 
1937, and penicillin was not widely used 
World 
War II. By 1952 many other new drugs 


had joined 


on civilians until near end of 


penicillin and the sulfa drugs. 
These and other new developments in 
surgery, radiology and other areas of 
medicine go far toward explaining revo- 
lution in hospital productivity. Says the 
report: 

Increased productivity is not withortt 
its complications. Hospital costs, for in- 
stance, have gone up in recent years at 
a rate far exceeding the rise in general 
living costs. But the public—even though 
it values hospital care—does not always 
understand that hospital care today is 
bound to be,more expensive than it was 
twenty years ago. Modern hospitals need 
far more trained employes—who often 








must be hired at moderate wages that 
barely compete with those of industry; 
they need more drugs and medical sup- 
plies, more complex, expensive equip- 
ment. 


Benjamin N. Woodson, president of 
American General Life, Houston, accom- 
panied by Mrs. Woodson, will be among 
ten Houston leaders of business and 
industry who, with their wives, are 
scheduled to fly September 14 
Houston to Amsterdam, Holland. This is 
the inaugural flight of KLM Royal Dutch 
Airlines, and signals direct round-trip 
service from Houston to Amsterdam. 
Mr. Woodson is chairman of the avia- 
tion committee of the Houston Chamber 
of Commerce, and has played a large 
part in leading the activity resulting in 
the installation of this service. The group 
will include the Secretary of State of 
Texas, the Mayor of Houston, the presi- 
dent of the Houston Chamber of Com- 
merce, and other Houston civic leaders. 
During their stay in Holland, the group 
will tour important Dutch businesses and 
industries and will witness the opening 
session of Parliament. The flight from 
Houston to Amsterdam, by way of 
Montreal, encompasses 18 hours. The 
return flight by way of Shannon, Ire- 
land, and Montreal requires 21 hours 
and 45 minutes. 


from 


BENJAMIN N. WOODSON 








Fabian Bachrach 





Bradford Bachrach 


Mr. and Mrs. Donald F. Barnes 


Donald F. Barnes, vice president of Institute of Life Insurance, and Margaret 
Elizabeth Gallagher, treasurer of the Institute, were married on August 24. 

Mrs. Barnes who attended St. John’s University in Brooklyn and took graduate 
work at New York University, joined the Institute in 1946 as head of the account- 
ing division and became an officer in December, 1953. Two years later she was 


elected treasurer. 


A graduate of Bowdoin College and serving in Army Air Force during World 
War II Mr. Barnes joined National Association of Life Underwriters where he was 
editor of “Life Association News” and then became NALU director of research. 
Joining Institute in 1948 as a special assistant to President Holgar J. Johnson he 
became in 1949 director of Institute’s promotion and advertising He was advanced 


to vice president this year. 





Gordon Rhodes, executive vice presi- 
dent of Sturdivant Life of North Wilkes- 
boro, N. C., has been elected president 
of the Wilkes United Fund for the com- 


ing year. 
a a 


Announcement has been made of the 
coming marriage of Malcolm Leckie 
McConnell of San Francisco, son of 
Insurance Commissioner F. Britton Mc- 
Connell and Mrs. McConnell, to Mary 
Elizabeth Knight of Kansas City, Mo., 
on September 28. The bride elect is a 
graduate of the Bradford Junior College 
and University of Kansas and daughter 
of Dr. and Mrs. John Swan Knight of 
Kansas City. Mr. McConnell attended 
University of Southern California and 
graduated from the University of Vir- 
ginia School of Law. 


* * * 


Manning W. Heard, first vice presi- 
dent and general counsel of Hartford 
Accident & Indemnity, who was recipient 
of the General Insurance Brokers’ 1956 
Gold Medal Award, will act as toast- 
master at the 32nd annual dinner of the 
General Insurance Brokers Association 
of New York on October 23 at the 
Waldorf-Astoria Hotel. Henry B. Olshen, 
president of the association, announced 
Mr. Heard’s selection this week. 

A feature of the affair will be the 
presentation of the 1957 Gold Medal 
and announcement of the winner is ex- 
pected shortly. 


* * * 


Ross Clarkson, chairman, Canadian 
Advisory Committee, Northern Assur- 
ance Co., and subsidiaries, has been 
elected a director of the Industrial Ac- 
ceptance Corp., Ltd., of Canada. 


ae 


Charl>s E. Hastings has been anpoint- 
ed state agent in Kentucky for the Na- 
tional of Hartford Companies, with 
headquarters in Louisville. 








Powell B. McHaney, president, Gen- 
eral American Life, and nominee for 
president of the American Life Conven- 
tion, on August 29 was elected chairman 
of the recently formed Missouri Mental 
Health Commission at a meeting of that 
group held in Jefferson City. The com- 
mission was set up by the 1957 Missouri 
General Assembly to direct an expanding 
program for mental health care in that 
state. Former State Senator Francis 
Smith of St. Joseph, Mo., was elected 
vice chairman. 


Edwyn Portrait 
POWELL B. McHANEY 


Thomas H. Gillaugh, CLU, general 
agent in Dayton for New England Life, 
has been appointed a member of_ the 
national advisory committee of the Capi- 
tal Gifts Campaign planned by Dart- 
mouth College. 
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Creighton University 


Creighton University of Omaha, Nebr., 
whose alumni include many men in the 
insurance field, is located in the heart 
of midwest section of Omaha. When it 
was founded in 1878 Omaha was a fron- 
tier town of 15,000. As Omaha _ has 
grown Creighton has kept pace. From 
a small institution with 200 boys as 
students it now is a university with 3,000 
students, its organization including eight 
schools and colleges, and a faculty of 
450. Head of the college is the Rev. 
Carl M. Reinert, S.J. 

Among Creighton graduates are Jo- 
seph H. Collins, general counsel, Metro- 
politan Life; Ralph H. Kastner, general 
counsel, American Life Convention; 
Charles E. Becker, president of Frank- 
lin Life; and Bernard Stone, former 
Insurance Commissioner of Nebraska. 
Many alumni of Creighton are or have 
been associated with Mutual of Omaha 
and United Benefit Life of Omaha. The 
home offices of those companies are lo- 
cated less than a mile from the campus. 
Born the same year that Creighton com- 
pleted its first term as a boys’ college, 
the late Dr. C. C. Criss, who founded 
those companies, received his medical 
degree from Creighton as_ did _ his 
brother, N. L. Criss who today is vice 
president and medical director of the 
two companies. The late George J. 
Cleary who became president of United 
Jenefit Life was a Creighton law gradu- 
ate. Hayden W. Ahmanson, president, 
National American Insurance Co., also 
was graduated from the Creighton law 
school. 

Of the home office personnel alone of 
Mutual of Omaha and United Benefit 
Life approximately 250 employes and 
executives owe their formal schooling to 
this university. The man who followed 
Dr. Criss’ as president of Mutual of 
Omaha — V. J. Skutt — is also an 
alumnus, is still active in alumni affairs 
and has been cited by the university as 
one of its leading graduates and sup- 
porters. In addition to the 11 of its 
officers who are among the alumni there 
are numerous general agents of the 
companies who went to this university. 
Some came originally from farms of 
Iowa, Nebraska, South Dakota, Kansas 
and Missouri and on eri aduation w ent to 
Dr. Criss for their first jobs. 

Some general agents among. the 
alumni: Charles Juergens, New York 
City; R. B. Condon, Kentucky; Vincent 
Anderson, Colorado; R. F. Sheehan, New 
Jersey; Lee G. McManus, Pittsburgh; 
A. W. Heueretz, Tennessee; Jack O’Con- 
nor, Boston; and R. D. Marcotte, Omaha. 
_The oldest unit at Creighton is the 
College of Arts and Sciences with a staff 
of more than 100. Creighton became a 
pioneer in television, developing as well 
advanced training programs in radio. 
_The College of Business Administra- 
tion and the School of Law have re- 
ceived many honors. 

Students in the Schools of Medicine, 
Dentistry and Pharmacy and the Asso- 


ciated School of Nursing receive practi- 
cal training in conjunction with their 
education. 


Creighton students work 














Dispensary and Clinics, 
Creighton Memorial-St. Joseph’s Hos- 
pital, St. Catherine’s Hospital and ten 
other institutions in the Omaha-Council 
Bluffs area. 


the Creighton 


* * * 


Little Rock Mayor an Insurance Man 


Woodrow Wilson Mann, mayor of 
Little Rock, Ark., in the nation’s news 
for some days because of the position 
he has taken in opposition to Governor 
Orval E. Faubus’ action in sending State 
Guardsmen to Little Rock where for 
days they surrounded a high school with 
instructions not to permit Negro child- 
ren to enter, is an insurance man. Upon 
leaving University of Illinois where he 
partly supported himself by playing in 
its students’ band he entered the insur- 
ance business. In World War II he was 
an ensign in the Navy. Upon his dis- 
charge he formed the Woodrow Mann 
Insurance Agency in Little Rock. He de- 
cided to run for mayor in 1955 in an 
effort to recapture City Hall for the 
Democrats. Soon after his election he 
began to prove himself a man of marked 


courage. He conducted feuds with the 
police department, City Hall and school 
officials. 


In a biographical sketch of him the 
New York Times said in its September 
9th issue: “Within six months he had 
installed a new city bus system, tried 
to cancel all the city’s (municipal) insur- 
ance, condemned the city’s purchasing 
sy stem and appointed numerous investi- 
gating committees.” 

As soon as the Governor had sent 
troops to Little Rock, an action regard- 
ing which he was not informed in 
advance, Mayor Mann began a stiff fight 
to have the troops removed; insisted 
that his own police could effectively 
handle any situation arising from inte- 
gration of the schools of his city; and 
made a direct appeal to President Eisen- 
hower that the Government take control 
and have the troops removed from the 
school premises. 

Mr. Mann is a Mason and a Shriner. 
In 1938 he married Beverly Blanche 
Burnett. 

In interviews he said the crux of the 
Little Rock situation is the question of 
whether the State or the Federal Gov- 
ernment is to be the law of the land. 

“As far as I am concerned,” the New 
York Times quotes him, “I'd rather hz ave 
Arkansas remain in the United States. 


* * * 


Auto Finance Men to Meet 


The American Finance Conference, 
whose 385 member companies handle an 
annual auto financing volume of $2.5 
billion retail and $2 billion ehebderic. 
will hold its 24th annual convention on 
November 4-6 at Hotel Statler, Wash- 
ington, D. C. The members of this asso- 
ciation are described in its news releases 
as “independent sales finance com- 
panies. 

Among the speakers at the conference 
in Washington will be William McChes- 
ney Martin, Jr., Federal Reserve Sys- 


tem chairman; Gabriel Hauge, President 
Eisenhower’s special assistant in_ eco- 
nomic affairs; and U. S. Senator Homer 
Capehart of Indiana, member of the 
Senate Banking and Currency Commit- 
tee. 

Common interests of the auto sales 
finance industry and auto manufac- 
turers, auto dealers and banks will be 
discussed by Byron T. Nichols, vice 
president and general manager, group 
marketing, Chrysler Corporation; Fred 
M. Sutter, president, National Automo- 
bile Dealers Association; and Elmer E. 
Schmus, vice president and cashier, First 
National Bank of Chicago. 


ae 


Rose Flower Show in Building of an 
Insurance Company 


The Third Annual Rose Show spon- 
sored by the North Jersey Rose Society, 
an affiliate of American Rose Society, 
will be held at Colonial Life home office 
building in East Orange, N. J., on Octo- 
ber 5. The theme of this year’s show is 
“The Rose—Queen of Flowers.” No 
admission charge will be made. More 
than 2,700 persons attended last year’s 
exhibit at the Colonial building. 

The North Jersey Rose Society, organ- 
ized five years ago, is composed of ap- 
proximately 200 amateur and professional 
rose growers in North Jersey. The show 
is expected to draw a record number of 
entries. There will be 62 horticultural 
rose classes and 19 arrangement classes. 
A special class will be open for compe- 
tition among Colonial Life employes. 

The North Jersey Rose Society Per- 
petual Trophy, the sweepstakes award, 
will be given to the exhibitor achieving 
the greatest number of points in speci- 
men rose classes. 

Richard D. Nelson, executive vice pres- 
ident and treasurer of the Colonial Life 
represents the Colonial Life in handling 
arrangements with the show committee. 


* * * 


Young Man’s Board of Trade 
Annual Luncheon October 31 


Alfred W. Fredrich and Alvin Kavaler 
were elected co-chairmen of the annual 
“Insurance Young Man of the Year” 
committee sponsored by the Young 
Man’s Board of Trade. At a recent 
meeting of the committee, plans were 
completed for the annual luncheon to be 
held at the Hotel New Yorker on Oc- 
tober 31, at which time a plaque will be 
awarded to the “Insurance Young Man 
of the Year.” 

The “Insurance Young Man of the 
Year” is selected by leaders in the indus- 
try as the young man, under 35, who 
exemplifies the professsion in the eyes 
of the public. Robert E, Ruland is chair- 
man of the nominations committee. 

This affair is one of many sponsored 
by the Young Man’s Board of Trade, 
an affiliate of the Junior Chamber of 
Commerce. 

a tae 


Would Revise Four Zones of Timing 


A revision of the nation’s four time 
zones to lessen travel and business com- 
plications was proposed by L. Douglas 
Meredith, president of the New England 
Council. He suggested a reduction of the 
time differential between the East and 
West from three hours to two hours by 
establishing two time zones only and 
by adjusting clocks. 

Mr. Meredith, who is executive vice 
president and chairman of committee 
on finance of National Life of Vermont, 
made his proposal in an address to the 
Los Angeles Rotary Club. He recom- 
mended consolidation of the Central 
Time zone into the Eastern zone and of 
the Mountain and Pacific time zones into 
a Western time zone. 

Under his plan, clocks in the present 


Eastern time zone would be set back 
half an hour, while the clocks in the 
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would be 
Similarly, 


Central time 
ahead half an 


present 
moved hour. 
clocks in the Mountain time 
zone would be set back half an hour, 
and those in the present Pacific zone 
would be pushed ahead half an hour. 

He also proposed adoption of nation- 
wide Daylight time during the 
summer months. 

Mr Meredith indicated that the country 
should hitch itself time-wise to the needs 


zone 


present 


saving 


of the atomic age instead of the out- 
moded requirements of the horse and 
buggy era. 
“Is it now 
“to have a differential of three 
between East and West further to com- 
plicate travel, telephone calls and the 
transaction of 
when people are crossing the continent 
daily, and in view of the changing condi- 
tions under which we live?” 
Unless some changes are 
warned of further confusion and incon- 


necessary,” he questioned, 


hours 


business, particularly 


made, he 


venience as the speed of travel increases 
in the years ahead. 

Mr. Meredith noted that the American 
Airlines inaugural non-stop flight from 
3oston to Los Angeles recently took 
him 2,600 miles in ei,-+t hours and ‘35 
Flying time from coast to coast 
is being cut so rapidly that it will not 
said, before daily round trips 


minutes. 


be long, he 
across the continent will be even less 
than commonplace. 

“All of this speed of communication 
make our great and vast 
community, 


serves to 
country a small ” he said, 
“and rapidly eliminates the regional dif- 
ferences which have existed over the 
years.” 

Mr. Meredith said that prior to the es- 
tablishment of standard time in 1833 each 
“not only proudly possessed 
(varying 

seconds for each mile 


community 
its own time 
four and a half 
east or west) but each of the 500 rail- 
roads maintained its own time, and tend- 
ed to consider all other times inaccu- 
rate.” 

A conference of 


approximately 


railroads finally de- 
cided to divide the United States into 
four time zones with the trains oper- 
ating on the standard time of each zone. 
The change-over took place in 1883 but 
standard time was not enacted into law 
in the United States until 1918. 
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Barry Hits at Holz 

For Upholding N. A. 
ON DWELLING RATE FILING 
Sends Ten-Page Statement to Zone 6 


NAIC Meeting; Predicts Rate Chaos, 


Breakdown in Regulation 





Chicago, 10—John R. Barry, 
president of Corroon & Reynolds Group, 


today released to the press here a ten- 


Sept. 


page statement on fire insurance rating 
which he had sent to the National Asso- 
ciation of Insurance Commissioners’ 
Zone 6 meeting in Seattle this week. 
In addition to proposing that 1953-1955 
losses be revalued on the basis of today’s 
costs so rates can be properly adjusted 
on a five-year plan, Mr. Barry com- 
mented vigorously on New York Insur- 
ance Superintendent Holz’s decision last 
week, upholding North America Compa- 
nies’ independent dwelling rate filing. 
Mr. Barry said: 

“A philosophy has developed with cer- 
tain supervisory officials, based on the 
theory that the SEUA decision demands 
unrestricted competition, This is in ef- 
fect that the size of a company and its 
financial condition are to be determining 
factors in connection with deviations and 
independent filings. They attempt to 
justify this philosophy on basis that no 
one is harmed if the rates filed should 
prove to be inadequate, because the par- 
ticular company involved is large enough 
to carry on the experiment even if it 
results in a loss. There is nothing in any 
rating law that provides a basis for this 
reasoning. 

Open and Ruinous Competition 

“We have just had a decision in New 
York in connection with a rate filing on 
dwellings which in effect holds that any 
reduction in expense below the average 
may be passed along to the insured. This 
places in the hands of companies a 
weapon to provide open and ruinous 
competition. But it will be at the expense 
of agents and brokers, who will not 
know where they stand, because the rate 
will vary according to the whim of every 
agent or broker as to the rate of com- 
mission he is prepared to accept. 

“This takes us back to the days when 
all kinds of buinesses were conducted 
according to the law of the jungle, al- 
though we have had 75 years of legis- 
intion designed to make it impossible for 

ich things to happen. Under these con- 
ditions the large companies will be in a 
positio yn through ruinous competition to 
create conditions under which small 
ialeinnsice cannot continue to exist. The 
failure of any company whether small 
or large, is a detriment to the public, 
which has the right to act in reliance 
on te belief that all companies are 
being treated in accordance with the 
law as it is written 


‘This decision gives a company the 


right to amend the rating plan, as filed 
by Bureau, to provide for reductions in 
rate being passed on to the assured in 
proportion to amount of reduction in 
commission the agent or broker receives 
below the average shown in the rate 
filing. 

“While words used in the decision 


refer to over-all expense ratio the hard 
cold facts developed at the New York 
Department’s hearing indicate that there 
was only one item of the expense that 
would allow for any reduction below the 
average and that was in the agents’ 
commission scale. 

_ “The door is open and it does not call 
for any great imagination to see the 
chaos that will result, bringing with it 
a complete bre: akdown in regul: ition to 
the detriment of the insuring public.” 


Zone 6 Meeting in 
Seattle Gets Results 


FIVE RESOLUTIONS PASSED 


150 Attend 1144 Day Session at which Far 
West Commissioners Sought Remedies 
For Rising Tide of Losses 


Seattle, Sept. 10. — After hearing 
statements from more than a dozen in- 
surance company executives and repre- 
sentatives of rating and advisory organi- 
zations for a day and a half, State In- 
surance Commissioners of Zone 6, NAIC, 
today adopted five resolutions which they 
hope will have some effect in stemming 
the rising tide of underwriting losses 
for insurers. They are as follows: 

1. Whereas discussions at this Zone 6 
meeting indicate a view shared by a 
substantial portion of the industry that 
the various rating formulae require mod- 
ification in view of the effects of inflation 
and adverse experience, therefore be it 
resolved that the NAIC be requested to 
give this matter full consideration at its 
mid-winter meeting in New York to tine 
end that all rating formulae used by 
insurers and rating bureaus may be 
modified where appropriate to take into 
account trend and conversion factors and 
prospective losses and expenses, in order 
that statistics used in rate-making be 
adjusted to reflect the effects of eco- 
nomic changes or other adverse factors 
which may be relevant. 

Discontinue 5-Year Term Contracts 

2. Commissioners of Zone 6 recom- 
mend that use of five-year term con- 
tracts be discontinued immediately and 
that the executive committee of the 
NAIC request similar discontinuance of 
such term contracts in other jurisdic- 
tions, and that the rating bureaus and 
the insurers be prepared to report to 
the Commissioners of Zone 6 and to the 
executive committee at the December, 
1957 meeting what progress has been 
made in reaching the above results. It 
was asserted that the use of five-year 
term contracts delays for an unreason- 
able time the effect of rate changes. 

The Commissioners of Zone 6 rec- 
ommend that the NAIC request the in- 
dustry to study the problem and take 
all practical steps to curt ul or eliminate 
the practice of making no charge for 


flat cancellation of policies and binders. 
The Commissioners said discussions at 
the meeting confirmed the view that 
“Free insurance” through these prac- 
tices constitutes a serious drain on indus- 
try, both in expense and losses, and 
results in unfair treatment of other 
policyholders. 

4. Zone 6 urges the NAIC to re- 
quest that the industry make permanent 
the committee which acted so effectively 
in connection with modification of term 
credits. The reference is to work done 
by the Inter-regional Insurance Confer- 
ence working with representatives of 
insurers. The Commissioners made this 
recommendation to the end that this 
committee may consider other rating 
matters, including suggestions for im- 
provement of loss ratios and make 
recommendations. 

5. Commissioners of Zone 6 recom- 
mend that the NAIC designate a sub- 
committee of its executive committee to 
study, and if deemed advisable, to pro- 
pose the creation of a similar committee 
consisting of senior underwriting execu- 
tives of automobile insurers. 


Exceedingly Frank Appraisals 

Some 150 persons sat in on the ses- 
sions which saw exceedingly frank ap- 
praisals of the problems faced by in- 
surers during this trend of spiraling 
losses 

Zone 6 comprises eight states and 
two territories. Representing these juris- 
dictions at this conference were Com- 
missioners William A. Sullivan, chair- 
man, Washington; F. Britton McConnell, 
vice chairman, California; Ross P. Dun- 
can, Alaska; Hugh Earle, Oregon; John 
J. Holmes, Montana; Paul A. Hammel, 
Nevada, and A. E. Buckwell, Utah. Gor- 
don Shoaf, chief deputy direc tor, repre- 
sented Arizona. 

Mr. Sullivan, the host Commissioner, 
in his opening remarks said: “It would 
be foolhardy not to recognize that un- 
less the present trend of losses is slack- 
ened, there is serious d< anger ahez ad for 
both policyholders and insurance com- 
panies.” 

There was a general agreement that 
present fire and auto rate levels are too 
low, but Commissioners of Utah and 
Montana disagreed in respect to their 
states where, they said, insurance com- 
panies are making money 

Thomas G. McGuire, president of the 
Industrial Indemnity Co., San Francisco, 
suggested to F. Britton McConnell, Cal- 
ifornia Insurance Commissioner, that he 
ask his legal staff to prepare a model 
bill to prohibit “free insurance” and to 
ask for its immediate adoption on a 
national basis. Mr. McConnell agreed 
to look into the matter 

Western company exec cutives protested 
the lag in time of the National Bureau 

(Continued on Page 45) 
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New National Board 
Advertising Program 


USE CARTOON-QUIZ TECHNIQUE 


To Feature Independent Agent and 
Broker, Adequate Insurance; Tie-in 
Brochure Prepared for Agents 
The new advertising program of the 
National Board of Fire Underwriters is 
using the popular cartoon-quiz technique 
to appeal to home owners, acquaint them 
with the full time services of local inde- 
pendent agents and brokers, and impress 
them with the quality of stock company 

insurance. 

The program is scheduled to get under 
way early in October with the first ad- 
vertisement appearing October 5. Subse- 
quent advertisements will appear through 
April. The magazines carrying the ad- 
vertisements are Saturday Evening Post, 
Time, This Week and Farm Journal. 

There are six different advertisements 
in two colors, Various topics—all of them 
important to property owners—are fea- 
tured. 





Package Policies 


Two ads refer to the need for adequate 
insurance on the home and its contents. 
Two ads are devoted to the advantages 
of a package policy. One ad points to 
the need for additional living expense. 
All point to the importance of the inde- 
pendent local agent or broker with one 
ad devoted entirely to the availability of 
his services 

To enable local agents and brokers to 
tie in with the national advertising cam- 
paign, the National Board has produced 
a brochure and order form which has 
been distributed and is available to inde- 
pendent local agents and brokers repre- 
senting companies, members of the Na- 
tional Board, on a countrywide basis. 

The brochure displays copies of the 
ads, and states that they are available 
for display in poster form, blown up to 
17” x 22”. Mats of each advertisement 
are available with copy slightly altered, 
thus making them adaptable for local 
use by agents or brokers. A kit or radio 
and TV = scripts, 10 to 50 seconds in 
length, decals, logotypes and mats of the 
Standard Protection seal are also of- 
fered. The brochure and order form have 
heen mailed to companies members of 
the National Board—45,000 agents and 
brokers and to regional organizations. 


Frank Schiff Ins. Chairman of 
Travelers Aid 1957 Appeal 


Frank Schiff of Schiff, Terhune & Co., 
Inc., New York, has been chosen to serve 
as chairm: in of the general insurance 
division of Travelers Aid Society of New 
York’s 52nd annual fund appea!, it was 
announced by John R. McGinley, gen- 
eral chairman of the appeal. Robert 
L. Hogg, Equitable Life Assurance So- 
ciety, and John C. Weghorn, of The 
Weghorn Agency, were named as co- 
chairmen of the General Insurance Di- 
vision with Mr. Schiff. 

Serving as members of the General 
Insurance Committee to promote the 

$395,000 drive of this non-sectarian char- 
itable group are: Alexander Heid, Jr., 


of John A. Eckert & Co.; Kenneth J. 


porn Pg United States Life; John H. 
Lynch, of Webb & Lynch, Inc.; Rob- 
ert H. Nickaite of Fidelity & Casualty, 


and William C. Simpson of Liverpool 
& London & Globe Insurance Co. 


FIREMEN’S DIVIDEND 

The board of directors of Firemen’s 
Insurance Company of Newark, N. 
have declared a dividend of 65c a share 
payable November 1, 1957 to stockhold- 
ers of record October 3, 1957. This is 
the dividend that has in previous years 
been declared payable on November 15. 


NEW ORLEANS IN 1958 
The 62nd annual convention of NAIA 
has been set for October 6-8 in New 
Orleans. 
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Battles Presents Administration Report 


NAIA President Points To Improved Company-Agency Relationships 


In Past Year; 


Top Level Committees To Be Set Up; Sees Need For 


Utmost Unity In Coping With Current Competitive Problems 


Chicago, Sept. 9—President Robert E. 
Battles, Los Angeles, revealed today for 
the first time in his report of the ad- 
ministration that conclusions have been 
reached between NAIA leaders and top 
insurance company spokesmen that a 
permanent committee at top level on 
each side should be established for the 
specific purpose of conferring on matters 
concerning company -agency  relation- 
ships. 

It is agreed, President Battles told the 
huge audience at the opening general 
session of this 6lst annual NAIA con- 
vention, that such a committee should be 
confined to this single purpose, that 
it consist solely of top level personnel, 
that it be organized so as to maintain 
inherent continuity of personnel and that 
distribution of information developed at 
the conferences be the immediate duty 
of each of the committees. 


Effort Launched a Year Ago 


President Battles told the convention 
that work toward developing better co- 
operation and unity between agents and 
the companies started in 1955-56 under 
the then president of NAIA, Kenneth 


Ross. There was a problem of poor 
communications beween the company 
side of the industry on the one hand 


the agents, on the 
President Battles 


and its sales forces, 
other. Continuing 
said: 

“We set about after a solution literally 
on the very day following our 1956 con- 
vention in New York. From that mo- 
ment on through the administrative year 
to the present day, your officers and 
executive committeemen have traveled 
thousands of miles and spent uncounted 
hours in first hand conference with com- 
pany presidents and senior executives all 
over this country. 

“The prime objective was to determine 
wherein our lines of communications 
were faulty and what might be done 
about it. Suffice to say that the con- 
clusion reached by company representa- 
tives and ourselves alike was that a 
permanent committee at top level on 
each side should be established for the 
specific purpose of conferring on mat- 
ters concerning company-agency rela- 
tionships. 


American Insurance Assn. Counterpart 


“Obviously, on the one hand the NAIA 
already had a committee which met all 
specifications, namely the executive com- 
mittee. Conferences with company rep- 
resentatives developed the conclusion 
that a committee composed according to 
the foregoing specifications from the 
membership of the American Insurance 
Association would be the logical and 
most effective to develop the company 
counterpart,” President Battles stated. 


“Such a suggestion was presented to 
AIA’s chairman, 


William E, Newcomb, 


Great American’s president, about 30 
days ago and this suggestion is on the 
agenda of that association for its regular 
meeting on September 19-20 at Hotel 
Pierre, New York City.” 


Mr. Battle then brought out that 
NAIA has refused to be drawn into 
any public debates, name calling or 
finger pointing this year. “We have 
carefully avoided such situations,” he 
said, “even though sorely tempted at 
times. Our reason for this was the sim- 


ple but firm conviction that our side of 
the industry must present a united front 
founded on close mutual understanding 
if we are to maintain and improve our 
present pre-eminent position in the in- 
surance field. This is why we have 
devoted so much energy to the project 
I have described to you.” 


Auto Overcharges 


Turning to other developments in the 
past 12 months President Battles told 
the convention: “Let me sum up our 
activities to date in the matter of mis- 
classification and over-charges on auto- 
mobile insurance. You may remember 
that NAIA became aware long ago that 
there was a serious indication of over- 
charging and misclassification in connec- 
tion with automobile insurance sold to 
persons securing such coverage at the 
point of sale or financing of an automo- 
bile. During the course of this last year 
the National Better Business Bureaus 
interested themselves in the matter, as 
did the Senate Subcommittee on Auto- 
mobile Marketing under the chairman- 
ship of Senator Monroney of Oklahoma. 


“When we were requested to assist 
the Monroney Committee in the matter 
we readily did so, largely in the persons 
of Maurice G. Herndon, your Washing- 
ton representative, and Morton V. V. 
White, your executive committeeman 
from Pennsylvania,” President Battles 
related. 

“Since that time the Monroney 
mittee has asked for our further 
tance in determining the degree of ac- 
complishment achieved in the various 
states as respects this matter. Accord- 
ingly, we have circularized all of our 
state association officers requesting their 
aid in securing and reporting to us the 
results of activities of the Insurance 
Commissioners of the various states. 

“It is noteworthy that the Monroney 
Committee sought out the NAIA for 
advice and consultation in this matter 
before taking any steps on its own. To 
be known by and enjoy the trust and 
confidence of your national legislature is 
not a thing that one comes by easily 
It has taken generations to build your 
association to its present point of promi- 
nence and prestige and it has taken 
many years of development to bring 
your Washington Office to the uniquely 
outstanding position in the insurance 
industry that it now occupies. These 
things are of inestimable value to you 
and I sincerely hope you fully appreciate 
their worth.” 

Must Get More Profitable Business 
President Battles in 
immediate objectives 
immediate im- 


Ce m- 


assis- 


Further along 
stating NAITA’s 


said: “Two facts are of 


Woodworth Memorial Won By 
Joseph A. Neumann; Other Awards 


Chicago, Sept. 11. — Past NAIA Pres- 
ident Joseph A. Neumann, Jamaica, N. Y. 
received the coveted Woodworth Me- 
morial here today. It is annually 
presented to the agent “who has_per- 
formed the most outstanding work for 
insurance.” Mr. Neumann’s efforts as 
chairman of NAIA’s special committee 
on automobile insurance from which post 
he is now retiring, also contributed to- 
ward his receiving this high honor. It 
was a popular choice. 

To Florida went the Sparlin Cup for 
“contributing the most to the American 
Agency System during the fiscal vear.’ 

New Jersey received the Bowen 
Award, which goes to the state associa- 
tion contributing most to improving pub- 
lic understanding of the American 
Agency System and the insurance indus- 
try generally, 

Nevada was judged the winner of the 
Connecticut Association membership tro- 
phy, annually presented to the state 





association achieving the highest total of 
points on basis of numerical membership 
increase, development to standard and 
local board development. 

Modesto — ition of Modesto, Cal., 
has the honor of being the first winner 
of the Walter i. Bennett Memorial 
Award, which was offered this year by 
the New Orleans Insurance Exchange 
for excellence in local board activities. 
This ses honors the memory of Mr. 
3ennett, NAIA secretary-general counsel 
for ne stl 30 years. He died in 1954. 


NAVARRE NOT PRESENT 

Chicago, Sept. 11.—Joseph A. Navarre, 
Michigan Insurance Commissioner who 
is NAIC president, had to cancel his 
NAIA appearance as the closing speaker 
at this afternoon’s general session be- 
cause of illness. A forceful speaker, his 
absence was regretted. 
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BATTLES 
portance to us. On the one hand, we 
are agreed that we should be writing 
more business, or a greater share of 
the total business. On the other hand, 
our companies are currently losing mil- 
lions on the business we are giving them 

“It would be difficult to say  posi- 
tively which of these is the most impor 
tant or which must be solved first. I 
think it reasonable, however, to suggest 
that it might be well to consider ways 
and means to make money out of the 
business before writing more of it,” he 
observed. 

“If such be the case, our first problem 
is one which is going to take the great- 
est of understanding between companies 
and their agents. Whatever our internal 
differences may be, it would be utter 
folly to allow them for one moment to 
stand in the way of our joint preserva- 
tion. Clearly, we owe it to ourselves and 
our industry to bend every cooperative 
effort to solve this problem. 

“Its urgency has already been attested 
to by what virtually amounts to an open 
invitation by the Commissioners to 
change the term rule immediately in 
order to bolster the financial position 
of the companies. This is, of course, 
something in the nature of emergency 
first aid treatment and we must be pre- 
pared to recognize that some other ad- 
justments will continue to be made to 
protect the solvency of our companies. 

“It is our obligation to inform our- 
selves of the need for and the propriety 
of these adjustments just as it is the 
duty of the companies to so inform us 
Furthermore, we must explain the facts 
to our insureds and not adopt the unfor- 
tunate attitude which prompts some pro- 
ducers to damn publicly the companies 


for every unpleasant turn of the busi- 
ness. 
Utmost Unity Needed 
“Whether or not mistakes have been 


made or who made them is not now the 
issue. The situation calls for the utmost 
unity and cohesion among all segments 
of the business and, above all, a most 
practical loyalty on the part of agents 
toward the industry that they so proudly 
serve,” President Battles stressed 

“As to the other problem, that of se- 
curing a larger share of the business, 
there is obviously no single answer. 
Nevertheless, there are certain observa- 
tions that we can make. 

“First, let us get a couple of facts 
straight. We and our companies are n 
losing business. We are only discussing 
the question of how much of the newly 
expanded postwar market we should 
have obtained. 

“The second fact is that 
encies as exist on the agency 
not inherent in the American 

(Continued on Page 40) 
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Colorful Careers Of Pres. Woodbury 
Of NAIA and Vice Pres. Slawsby 





Fabian Bachrach 
WOODBURY, JR. 


LOUIE E-, 


ARCHIE M. 


SLAWSBY 


The following gives the colorful insurance careers of Louie E. 
Woodbury, Jr., NAIA’s newly elected president, and Archie M. Slawsby, 
newly elected vice president, both of whom have widespread civic inter- 
ests in addition to their insurance prominence locally and nationally. 


Louie E. Woodbury, Jr., of Wilming- 
ton, N. C., advanced this week from 
vice president to president of the Na- 
tional Association, succeeding Robert 
FE. Battles of Los Angeles, has a dis- 
tinguished background in the fields of 
insurance, civic affairs and religious ac- 
tivities. During his year as vice presi- 
dent and four previous years as a mem- 
ber of the NAIA executive committee 
Mr. Woodbury has become well and 
favorably known throughout the coun- 
try in production and company circles. 

Born in 1914 in Wilmington, where 
he has resided all his life, Mr, Wood- 
bury started in the life end of the in- 
surance business in 1933. He has been 
engaged in the general insurance busi- 
ness since 1939 and now owns and 
operates one of the largest insurance 
agencies in North Carolina, ‘ 

Mr. Woodbury became a member of 


the Wilmington Insurance Exchange 
when he entered general insurance in 


1939 and has served as its secretary 
since 1940. In 1946 he was elected to 
the board of directors of the North 
Carolina Association and has served as 
a member of the board in various ca- 
pacities since that time. He served as 
president of the North Carolina Asso- 
ciation in 1950 and in 1951 was awarded 
the Coghill Trophy for distinguished 
service to that association. He was 
elected state national director in 1952 
and held that post until this year. 

Among his other association activi- 
ties, Mr. Woodbury also was chairman 
of the Southern Agents Conference in 
1951, and also served, during the same 
year, as a member of the NAIA finance 
committee. He was awarded a Presi- 
dential Citation at the NAIA annual 
convention in 1952. 

His wife and he have five children, 
four boys and one girl. 

Mr. Woodbury is a member of the 
board of trustees of the American In- 
stitute of Property and Liability Un- 
derwriters and a member of the teach- 
ing staff for the past six summers of 
the popular courses at the University 
of North Carolina, One of Wilming- 


ton’s leading citizens he is past presi- 
dent of the Civitan Club, past president 
of the Laymen’s League of the Episco- 
pal Church, past president of the 
YMCA and past president of the Cape 
Fear Council, Boy Scouts of America. 


Slawsby U. of Michigan Graduate 


Archie M. Slawsby of Nashua, N. H., 
newly elected vice president of NAIA, 
has been a popular member of the ex- 
ecutive committee since 1954 and served 
as chairman of the property insurance 
committee in 1953-54. He is well known 
throughout the country and has been 
a frequent speaker at state insurance 
association conventions in the East and 
elsewhere. 

A native of Nashua Mr, Slawsby at- 
tended public schools there and Tilton 
School in Tilton, N. H. He was gradu- 
ated from the University of Michigan 
in 1931 and that vear joined Slawsby 
Real Estate Co. Four years later he 
became an insurance agent on his own 
and since 1946 has been president and 
treasurer of Archie Slawsby Agency, 
Inc. He is married and has three chil- 
dren, Sheila J., Alan B. and Karen J. 

The new NAIA vice president began 
to attract attention when he became 
chairman of the New England Advisory 
Board in 1949, the same year he was 
elected president of the Nashua Cham- 
ber of Commerce. In 1951-53 he served 
as president of the Nashua Fire and 
Casualty Association and in 1953 be- 
came president of the New Hampshire 
Association of Insurance Agents. 

Among his other widespread civic 
and social activities Mr. Slawsby in- 
cludes the following: 

Director, Anti-Defamation League, 
New Hampshire Children’s Aid Society, 
Nashua Chamber of Commerce, In- 
dian Head National Bank of Nashua, 
N. H., Smaller Business Association of 
New England, and New Hampshire’s 
own “Boy’s Town,” Golden Rule Farm, 
Tilton, N. H. 

Also member Museum of Fine Arts, 
Boston, and American Management As- 
sociation; Life member, Walter E. 
Fernald League. His clubs included 
past president and lieutenant-governor 
of Kiwanis; Mason and Shriner. 
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Neumann Calls For More Company 
Cooperation To Fight Compulsory 


Chicago, Sept. 10. — Joseph A. Neu- 
mann, Jamaica, N. Y., chairman for 
more than five years of National Asso- 
ciation’s special automobile committee 
and past NAIA president, presented his 
final report to the national board of 
state directors here. He asked that he 
not be renamed as chairman and that 
the post go to a younger man. He re- 
ceived tremendous applause from the 
board as appreciation for his years of 
hard work on the tremendous problem 
of compulsory auto insurance. 

Mr. Neumann again called on the com- 
panies to cooperate more closely with 
the agents and he attributed in part pas- 
sage in North Carolina of a compulsory 
law to an alleged shortage of coopera- 
tion by the insurance companies. 

Serving with Mr. Neumann on this 
committee were Frederick J. England, 
Cambridge, Mass.; Josiah O. Hatch, Sa- 
vannah, Ga.;: W. R. Kersten, Denver, 
and John L. Kiley, Kokomo, Ind. Speak- 
ing of methods of merchandising the 
new Family Protection Endorsement Mr. 
Neumann told the directors: 


Family Protection 


“In direct contrast to the tested and 
proven method employed in New York, 
of what might be termed a flat rate 
state-wide, substantial differentials, ter- 
ritorially established, were employed. 
Undoubtedly, actuarial prognostications 
support such differentials. With equal 
lack of doubt it can be said that a level 
average, reduces overall sales resistance. 
At least, that is what one of our prin- 
cipal competitors, a specialty, direct 
writer thinks. 

“To still further improve a good thing, 
much talk and some action has developed 
in another direction. Recognizing that 
the time and effort expended on the 
merchandising of ‘appendages’ to basic 
policy coverage is prohibitive costwise, 
your committee has had plethoric re- 
quests to urge inclusion of the Family 
Protection Endorsement in the basic 
automobile policy contract. 

“Discussion of this has been had. No 
affirmative decision to date, is the best 
we can report. One state, New Hamp- 
shire has done more than talk about it 
Its state association, joining with its 
governor, backed not only a strengthen- 
ing of its Financial Responsibility Law, 
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but also enacted a statute effective Sep- 
tember 1, requiring mandatory inclusion 
of the Family Protection Endorsement 
in the standard automobile policy issued 
within its borders. 


North Carolina Report 


“North Carolina, like over a_ score 
more states, had thrown into its legisla- 
tive hopper a compulsory automobile in- 
surance bill. The North Carolina Asso- 
ciation was alerted and reacted in splen- 
did fashion, having its representatives 

make proper contact with legislators and 
outlining the pros and cons of the issues 
involved,” Mr. Neumann said. 

“Things were in hand. Suddenly, — 
it was literally overnight, I am told, 
well intentioned efforts of our cw Bea 


allies, the stock companies, precipitated 
a reversal, and — well, end result, a 
compulsory automobile law for North 
Carolina. 


“No member of your committee was 
on the ground to report verbatim, as to 


(Continued on Page 48) 
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NAIA Property Committee Backs 
New Dwelling Package Policies 


Chicago, Sept. 9—Strong support for de- 
velopment of new broad dwelling policies 
by the Multi-Peril Insurance Conference 
was given by the property insurance com- 
mittee of the National Association. Chair- 
man George A. Timm of Kenosha, W’is., 
stated also that while rate increases are 
necessary to offset present underwriting 
losses such rate boosts should be confined 
to the loss producing lines and not applied 
to classes where they will create a com- 
petitively disadvantageous position. In his 


of accomplishing part of this needed 
rate relief. If, as and when, our prin- 
cipals may anticipate more favorable 
underwriting results, the property in- 
surance committee should then be in a 
position to successfully obtain the im- 
provements in coverage that it is pres- 
ently seeking. In some places, these 
improvements, must be accomplished if 
a repetition of what took place in the 
automobile insurance field is to be 
avoided. 

Contracts that are at least as broad 
as those offered by competitive groups 
must be made available, and rates must 
fall in line as underwriting results dic- 


or classes and in those areas where 
they are required only. 


Rate Boosts Should be Selective 


The theory of the many paying the 
losses of the few seems to have long 
since been discarded at least to quite 
an extent by many Insurance Depart- 
ments, otherwise the so called specialty 
companies could not have invaded so 
successfully those lines of insurance 
that ordinarily produce profitable un- 
derwriting results. 

Adjustment of rates to be acceptable 
and not competitively disadvantageous 
must, therefore, not be on a general 
basis but pinpointed as much as possible. 

The property insurance committee 
has for some time requested the com- 
panies to provide contracts with for- 
mats that have a merchandising appeal 
to the public, but despite these requests, 
neither the commercial property nor 
the industrial property forms have such 





report the committee outlined the coverage 


and rating positions as follows : appeal. Perhaps the new dwelling form 


will be provided with such a format and 
every effort will be made by the prop- 


tate; but the best sales force in the 
ae Ee world could not possibly succeed with 
[The disastrous underwriting results an jnferior product. 
of 1956 were a definite barrier towards The 1957 loss experience is apparent. erty insurance committee to obtain one. 
forms ly more unfavorable than 1956 which Although the results of the meetings 
clearly bespeaks the desperate need for with the various bureaus during the 
rate adjustments, but such adjustments past year were disappointing, there are 
should and must be made in those lines good indications that progress can and 


revisions and improvements in 
and coverages. Although the property 
insurance committee was firm in its 
attempt to obtain these improvements, 
the companies on the other hand were 
just as firm in their opposition to any 
approval that would in any way broad- 





en contracts without rate relief. 
Broad Covers and Term Discounts 
Perhaps two of the important devel- 
opments in the field of property insur- 
ance are the promise of a new dwelling 


Se T WAKoxe Kala) 


package form, due within the very near 
future, and a definite trend in the re- 
duction of term discounts. 

The property insurance committee, in 
its first meeting with the newly organ- 
ized Multi-Peril Insurance Conference, 
was given an opportunity to submit 
suggestions to be taken into considera- 
tion in the drafting of a new dwelling 
As a result, 





Commercial Property Coverage 
Policy 


A new package policy for business risks, written by 
the companies of the Commercial Union-Ocean 
Group. It consolidates in one insurance contract, 
protection against “All Risks” of direct physical loss 
of Stocks and Goods, Wares and Merchandise of 
every description at stated multiple locations and 
in transit. May be purchased as a Non-reporting or 
a Monthly Reporting form. 


Many businesses need “All Risks” protection 
but only a few have been able, previously, to 
qualify for it under existing Inland Marine policies. 
The Commercial Property Coverage Policy overcomes 
this. Many more types of mercantile businesses can 
now obtain “All Risks” protection in this single 
new policy with one expiration date. 


The Commercial Property Coverage package 
policy helps to avoid duplications, overlaps and 
gaps in protection. Reasonable exclusions and 
limitations apply. The premium cost is frequently 
lower than for comparable protection in separate 
policies. 


























package policy or policies. 
a nation-wide request was made by the 
committee to the members of the Na- eee 
Commercial Union 
Assurance Co. Ltd. 
se The Ocean Accident & 
Tying. : Guarantee Corp. Ltd. 
These recommended changes for im- 
provements to be contained in the new 


tional Association for these sugges- 
tions, and the response was truly grati- 


American Central 
Insurance Company 


The British General 
Insurance Co. Ltd. 


contract have been correlated and sub- 
mitted to the Multi-Peril Insurance 
Conference in time for the first meeting 
of its executive committee. 

This opportunity to participate in 
the drafting of a new dwelling package 
contract is an important step forward 
in our relationship with our principals. 
The increased intensity of the compe- 
tition within the dwelling insurance 


The California 
Insurance Company 


Columbia Casualty 
Company 


The Commercial Union 
Fire Insurance Co. 


The Palatine Insurance 
Company Ltd. 


field requires our having the most ad- Weve eres 


vanced and broadest contract to sell. Society Limited 
Perhaps, this is the time when we shall 
lead instead of follow. 


Rate Relief 


It was inescapable that at some time 
term oe unts would receive a true ap- 
praisal « ieir value. Annual extension 
renew “ an now extinct in many 
states, for which we should be thankful, 
and the five year installment plans had 
a deterring effect on the continuation 
of term contracts; and it is very likely 
that the reduction in term discounts 
will have the same effect. 

That rate relief is needed in many 
areas is unquestioned, and the objec- 
tion to increases by Insurance Depart- 
ments was to be expected because of 
political implications which unfortu- 
nately so often influence the business 
of insurance. 

The reduction in term discounts 
seemed to be a more painless method 


If you have clients who heretofore have not 
been eligible for an all risks inland marine policy, 
investigate the adaptability of the Commercial 
Property Coverage Policy of the Commercial Union- 
Ocean Group. 








COMMERCIAL UNION — OCEAN GROUP 


will be made because conditions will 
demand the revisions and improve- 
ments the property insurance coimmit- 
tee has been seeking. 

Other members of the NAIA proper- 
ty insurance committee are as follows: 
Frank R. Bell, Jr., Charleston, W. Va.; 
John L. Ebaugh, Jr., Birmingham, Ala.; 
Barney Flood, Greeley, Colo.; Rod 
Hood, Duluth; H. T. Moran, Oklahoma 
City; A. L. Schlesinger, Jr.. New Or- 
leans; Jack Schroeder, Chico, Calif.; 
T. F. Terrell, Pocotello, Idaho; E. 
Stuart Windsor, Baltimore; Donald L. 
Davis, Sioux Falls, S, D. 





BEATING DIRECT WRITERS 





Tell Public of Lack of Service of Captive 
Agent and Competence of 
Independent Agent 

Chicago, Sept. 10: Harold R. Silvey, 
local agent of Los Angeles, gave a 
picturesque and colorful talk today be- 
fore the workshop session of the NAIA 
on meeting direct writer competition 
head on. He himself was for five years 
a direct writer “policy peddler” before 
becoming a local agent. It is Mr. Silvey’s 
contention that direct writer “agents” 
are “hired to sell” and nothing else. 
Personal service after the sale is non- 
existent. This captive is filled with tape 
recorded sales talks and then flogged into 
making stiff sales quotas. These captives 
leave the direct writers in droves, mainly 
because they cannot stand the pressure. 

“The direct writer has eliminated, by 
his own admission, the very heart of 
complete fulfillment of the insurance 
program, namely, the independent agent 
and the ability to provide insurance 
rather than policies,” Mr. Silvey stressed. 

“A potential offense against the direct 
writer and his peddler is the independent 
agent vs captive agent story,” Mr. Silvey 
said. “If you did nothing but dwell on 
this fact you would keep the direct 
writer in a sweat. You must every day 
of your life tell the story of the great 
difference between yourself and the cap- 
tive. Bear in mind that no direct writer 
has ever made any claim, to my knowl- 
edge, that his captive peddler in any way 
is the insured’s representative. 

“Tf our clients were permitted to wait 
until after the loss to-buy insurance they 
would demand the best. I do remember 
this from my direct writer days. _ 
a direct writer peddler I never sold ; 
single policy to any person whose insur- 
ance program was properly administered 
by an independent agent, not even one. 
Another thing important in meeting di- 
rect writers head on, you can make local 
claim service a potent reality by giving 
it. Your companies are able and willing 
to do a first class claims job. In fact, 
many of your companies put their claim 
drafts in your office for you to pay 
claims then and there.” 


Strong National Support 
For Fire Safety Program 


The fire safety committee of the Na- 
tional Association believes that the fire 
safety program this year has had more 
impetus nationally than it has had in 
any previous year. This opinion is based 
on the reports of the state boards and 
associations which indicate much activity, 
work well done, and aggressiveness on 
the part of the state chairman. 

“Visit Building Official Day” was held 
May 28, and “Fire Prevention Week” 
was conducted last autumn with more 
participants and a better organized pro- 
gram than ever before, Chairman Simp- 
son Stoner, Greencastle. Ind., declared in 
the annual report to NAIA. 

Several new films have been made 
available. One film was produced by 
the Jacksonville, Fla., Board, “Freddie 
the Firebug” and two films are from the 
Walt Disney Productions. These films 
have been distributed widely. 

Several states have held contests in 
the schools, and some states, particu- 
larly California, are active in promoting 
contests among’ the volunteer firemen. 
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Agency Management Committee 


Pi 


Cites Accomplishments, Projects 


Chicago, Sept. 9—Accomplishments 
anu future projects of the NAIA agency 
management committee were outlined 
in the annual report presented to the 
convention by Chairman Harris Hol- 
land, Columbus, Miss. He told the na- 
tional board of state directors that 
1955-56 was “fruitful for the committee 
for during that time it completed the 
now well known systems study in con- 
junction with the National Records 
Management Council. Emanating from 
this project was a novel agency man- 
agement kit of which some 1,500 were 
distributed without cost at the 1956 
convention. Since that time, more than 
3.500 additional kits have been sold and 
distributed to agents everywhere at a 
cost of $.75 per kit. 


Popularity of Folder 


“Many who have had an opportunity 
to examine the contents of this kit will 
remember the ‘Customer Account File 
Portfolio’ serving as its shell which the 
committee recommends for use in every 


agent’s office. This particular ‘port- 
folio’ was conceived out of the 1956 
research systems study, and was of 


such novel design, that it was necessary 
to procure the assistance of a leading 
envelope fabricator for the purpose of 
making this folder available to our 
membership at a reasonable cost. The 
most recent check with this company 
indicates that well over 100,000 such 
folders were sold by them during the 
year as a result, This is certainly evi- 
dence enough of its acceptance and 
effectiveness. 

“A further by-product of this study 
was the request for members of the 
committee to recreate the presentatjon 
made at last year’s work session before 
several state and regional agent’s asso- 
ciations. It was possible to accept only 
12 of these such speaking engagements 
which comprised a total audience of 
more than 6,000 agents and their office 
personnel. 

“For many reasons, it was not pos- 
sible for the agency management com- 
mittee to pursue any of its earlier an- 
nounced objectives. Such projects will 
have to be carried over into another 
year. These projects were divided into 
‘long’ and ‘short range’ plans, which 
form the basis for sub-committee 
studies: 


Long-Range Projects 


“Development of the agency cost 
survey for the practical use of agencies. 
This is a continuation of the study 
launched during the Spring of 1956. 
Due to the vast and continuing char- 
acter of this subject, further research 
is planned. 


Insurance Agency Management, 


Methods, and Procedure 


“This sub-committee, once again, rep- 
resents the continuation of the 1956 
systems study made in conjunction with 
the National Records Management 
Council. Many areas in this highly im- 


portant segment of agency manage- 
ment are still in need of thorough 
study. Consequently, this sub-commit- 


tee will perform many valuable func- 
tions in the future, 

“Although little has been done with 
respect to this problem by the agency 
management committee, it is so per- 
ennially important, it should very defi- 
nitely be carried over into the future 
with the hope that it will some day be 
in a position to recommend a model 
collection plan for the purpose of serv- 
ing as a guide to agents everywhere. 

_ “The purpose of this sub-committee 
is to perform a study of the factors an 
agency, old or new, should take into 
consideration before selecting a loca- 


tion for its actual physical office site. 
The committee feels at this time, how- 
ever, that this aspect should be only 


one of a much more ambitious project 
relating to all factors entering into the 
success of an agency and its operations. 
Determination of the best means of ac- 
complishing this objective, should be 
seriously considered at the outset by 
any succeeding committee. 

“The committee did feel optimistic 
until recently about constructing a 
model insurance agency layout at this, 
the 6lst annual convention, but for 











in 


Chicago 


many reasons, this was not feasible. It 
is the sincere hope of tne : ent com- 
mittee that something along these lines 
will be arranged for the 62:1d annual 


convention in 1958.” 
Other members of the committe 
John B. Bailey, Knoxville, Tenn.; 
Daniels, He bbs, N. M.; Robert 
lass, Potsdam, N. Y.; Hayne P. 
Jr., Greenville, S. C.; W. H. 
Centralia, Ill.; F. L. Rice, 


e are: 

Jack 
Doug- 
Glover, 
Redeker, 
Warren, Pa. 
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JOHN 0. McCARTY 


Corning, New York 


Another 
America Fore 
public relations 
advertisement 
now 
appearing in... 


* THE SATURDAY 
EVENING POST 


*« NATIONAL 
GEOGRAPHIC 


* NEWSWEEK 
* FORTUNE 
*« TIME 

* LIFE 












































































Page 26 THE EASTERN® UNDERWRITER — LOCAL AGENTS’ CONVENTION September 13, 1957 











Greetings from New York City to the 





Complete Facilities For 


EXCESS—SURPLUS—REINSURANCE MEZEY INC. 


HOEY, ELLISON, FROST, 


The Hard To Place Lines on Which We Speciailze: 


Auto Racing General Liability Fire and Allied Lines ( 3 
Excess Auto BI and PD Retrospective Penalty Prem. Depreciation unce 





Garage Keepers Legal Excess Compensation Water Damage 

Bence Products Liability Inland Marine 

Amusement? Parks Malpractice Livestock Mortality 
Carnivals Chattel Mortgage Non-filing Exess Motor Truck Cargo 
Exhibitions & Fairs False Arrest Errors and Omissions 
Umbrella Policies Burglary Professional Ind ity 


111 JOHN STREET 


Cll ceo. r. BROWN « sons New York 38, N. Y. 


116 John Street - - - - New York 38, N. Y. 


WoOrth 4-0745 
=- 3 - ¢ 32ST bee 783 


Telephone: Digby 9-1800 
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FIRE INLAND MARINE OCEAN MARINE 
FRANK J. ROGERS AGENCY, INC. 
45 JOHN STREET NEW YORK 38, N. Y. 


Established in 1918 


LOUIS D. KRASNER 


Telephone Nos. Digby 9-1736-7-8-9 








INCORPORATED z 
INSURANCE AGENCY Multiple Line Facilities 
NEW YORK CITY SUBURBAN COUNTRY-WIDE 
FIRE MARINE AUTOMOBILE 
Countrywide Binding Facilities CASUALTY AUTOMOBILE 
26 Cliff St., New York 38 BEekman 3-4328 





Phone: WHitehall 3-2065-6-9 OVER 30 YEARS 


LEMMA & O'CONNOR, INC. 


Insurance Underwriters 
75 Maiden Lane - - - New York 38, N. Y. 


THE GOSZ AGENCY, Inc. Sar aes a aie bor ee 











Alex J. Gosz, President Commonwealth Insurance Co. Phoenix Assurance Co. 
- Fire Association of Phila. Royal Exchange Assur. Co. 
Insurance Underwriters Globe & Republic Ins. Co. Star Insurance Co. 
aa 
he he, ba 


General Agents of 


THE COLONIAL LIFE INSURANCE COMPANY 
Aad OF AMERICA 
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45 John Street New York 38, N. Y. 
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National Association of Insurance Agents 








ALAN F. E1rert, President 


EIFERT, FRENCH & COMPANY 


INCORPORATED 
Insurance Underwriters 


51 EAST 42nv ST., NEW YORK 
MUrray Hill 2-7010 
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CASUALTY 
FIRE and THEFT 
Edward McLaughlin 

Thomas Byrne 


oe Fire, Inland & Ocean Marine, 
PRODUCTION BH Automobile, Liability, J A f f f A ( f \ f } | \ 
Donald Eifert 2 ompensation, Disability, 9 
ae Burglary, Glass, Bonds, INSURANCE UNDERWRITERS 


Water, Boiler & Machinery : # : niacin 
EXCESS LINES 45 John Street, New York 38, N. Y. e BArclay 7-8900 









Middleman on the Totem Pole 


Used to be “Middleman” was not a nice word, but this 
large underwriting agency is one and proud of it. We're 
the strong link between brokers and the companies. 
Sitting firmly in the middle, surrounded by a large 
accumulation of insurance experience, a fund of 
patience and human understanding, we function inde- 
pendently—yet depend on all, as all depend on us. 
Have you put off joining up with a top ranking New 
York agency? Perhaps you'll drop into the office for a 
chat. Then at least, we can try to sell you on the full 
range of Jaffe services which brokers find so helpful. 
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CASUALTY BONDS Established 1889 WORLDWIDE 
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RS NEW YORK FIRE & MARINE 
UNDERWRITERS, INC. 
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Discuss Your Problems with our Competent Staff 10 PLATT STREET, NEW YORK 38, N. Y. 
116 John Street, New York e BEekman 3-4596-7-8 NEWARK, N. J. HAVANA, CUBA 
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XUM 








Page aul 











ifs know the advantages in 
offering policies of a well known 
insurance company. For more than 
247 years the SUN, oldest insurance 
company in the world, has been 
favorably known to millions. And 
behind this name is an unequalled 
record of distinguished service and 
proper protection to fit the ever 


changing needs of the times. 





FIRE AND ALLIED LINES 


SUN 
INSURANCE 
OFFICE 


LIMITED 


SUN INSURANCE COMPANY 
of NEW YORK 


NEW YORK: 55 Fifth Avenue 
Chicago: 309 W. Jackson Boulevard 
San Francisco: Swett & Crawford, Gen’l Agte 
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Agent Must Have Definite Incentive 
To Hire A New Producer, Says Schenck 


Chicago, Sept. 10—Solution of the man- 
power problem for agencies will require 
a great degree of good faith and co- 
operation between producers and com- 
panies, David Schenck, CPCU, Schenck 
& Co. agency at Greensboro, N. C., told 
the National Association of Insurance 
Agents’ convention here today. The basic 
concept of commission compensation 
must be examined with an eye toward 
justification of the rate paid according 
to the actual services rendered by the 
agent he said. 

“It appears obvious too” Mr. Schenck 
stated “that some means of easing the 
financial risk to the individual agent 
must be sought through direct company 
assistance to the agent eager to enlarge 
his agency, and thus increase his com- 
pany’s business, 

“But, such assistance cannot be sought 
and the agent still remains an inde- 
pendent, unchained soul. Just as we 
agents must have some rez isonable assur- 
ance of profit in expansion, so must our 
companies expect a return on any in- 
vestment in our expansion. 


Security and Opportunity 


“What incentives can an established 
agency give a new man?” he asked. 
“Two are essential, security and oppor- 
tunity. Yet, to give security we must go 
all out and invest a large sum of money 
in a risk of doubtful outcome, for which 
the expected return is slight and far 
distant, and certainly not guaranteed. 

“To give opportunity we must give up 
a portion of the ownership and control 
of the business—the very thing we're 
fighting to retain. The small agency 
owner is asked: ‘Why don’t you go out 
and hire a solicitor or so and let his 
commissions pay his expense, and return 
to you a handsome profit?’ 

“Why? Because we have no guaran- 
tee, or indeed, no reasonable hope that 
this profit-making producer, or his profit- 
able accounts, will stay with us long 
enough for any profit at all. Our agen- 
cy in question, though successful and 
growing, has about as much exclusiv> 
guarantee of keeping its business or 
employes or companies as any army 
private has privacy, 

‘Though it performs a multitude of 
services from writing and rating policies, 
keeping books and collecting, to safety 
engineering and research, paying office 
rent and advertising, its commission 
compensation is virtually the same as the 
newcomer to insurance, operating from 
his own living room, whose companies 
write and rate policies, keep his books, 
and through agency-vlant-happy special 
agents, even sell for him. 


Risk in Hiring New Man 


“The point I wish to make is simply 
this: If our agency in question, were 
either daring enough, or foolish enough 
to take the substantial financial risk of 
hiring a new man to train as a solicitor, 
does not this beget another risk of loss 
even greater. 

“What's to keep this man, after he’s 
trained and after he’s an established pro- 
ducer, from one day leaving, taking his 
accounts (and perhaps some of those of 
his employer) and opening his own office 
at the same pay scale enjoyed by his 
established trainer and former bene- 
factor? 

“You may say, how about an agree- 
ment or convenant not to compete? Or 
how about paying this solicitor enough 
so that he won’t leave? But just look 
at the agencies in any medium sized 
town in the country. You'll find that the 
majority of the independent one-man 
agencies got their start in another 
agent’s office, Mr. Schenck observed. 

“There must be some incentive to 
hire a new man. There must be some 


chance of profit, some guarantee of a 
permanent arrangement, some cushion 
against overwhelming personal financial 
loss. 

“T neither admire nor envy the repre- 
sentative of a direct writing company. 
feel that as long as professsional insur- 
ance counsel is needed and desired, 
rendering proper service to clients and 
customers is still of prime importance in 
the sale of insurance protection.” 


What the Agent Can Do 
What can we do, Mr. Schenck in- 


quired ? 

“We can advertise, and we're going 
to. The national advertising program 
conceived and now being introduced by 
our National Association will make trade 
association history. Given enough sup- 
port, it will put our eye-catching ‘Big I’ 
seal before the mass market in such a 
way that it will become as familiar as 
‘Coca-Cola’ or the ‘Good Housekeeping 
Seal of Approval.’ 

“Unless we can place the ‘Big I’ and 
its message before people, masses of peo- 
ple individually, and make it simple for 
them to sign up, our advertising will be 
a great experiment gone to waste, a cost- 
ly lesson in merchandising insurance. It’s 
true in the local community, and it’s 
true nationally. Good advertising must 
be followed up with good selling and 
personal contact. 


Mass Selling Needs a Mass of Salesmen 


“Mass advertising must then be fol- 
lowed by mass selling—mass selling takes 
a mass of salesmen. Our advertising 
program presents both an opportunity 
and an obligation. With this fine builder 
of public confidence in the independent 
local agent, what better time than now 
is there to mount an offensive. Expand, 
and reap the harvest of potential cus- 
tomers sown by ads in Life and Look, 
by Dave Garroway and Ed Murrow. 
Every agency should hire new solicitors 
—now. 

“We may lose out to the direct writer 
by default, unless we act promptly, study, 
plan, and surmount our expansion diffi- 
culties. 

“Some seem to feel that a small but 
thriving agency need only hire one or 
two solicitors and the problem is solved. 
They advise that the increased commis- 
sion income produced by these men will 
soon pay the expense of training and 
return to the agency a handsome profit. 
bt ge? that it were so. 

“A leading life insurance magazine 
recently published some interesting fig- 
ures on the experience of life companies 
in securing good producing agents. A 
leader in the field found that on the 
average, 30 college graduates must be 
interviewed to secure one agent trainee. 
Ten of these trainees must be hired, 
tried and fired to get one dependable 
producer. 

“How short a time will it be until a 
new man repays the $25,000 investment, 
5 years, 10 years? How simple is this 
problem anyhow? 


Can’t Invest Huge Sums 


“Suppose every local one-man agency, 
or small partnership had $25,000 to invest 
in securing and training solicitors. I 
haven’t got this sum to gamble with, and 
I don’t know many who do—but, let’s 
pretend here to make a point. 

“What investment advisor would rec- 
ommend putting this sum into training 
salesmen, one in ten of whom become 
profitable; each of whom can leave any- 
time taking his customers with him; 
each of whom can open his own business, 
become his own boss, and represent the 
same companies, and at the same gross 
commission rates as his present em- 
ployer? What amazes me is that any 





Membership Over 32,700, 
All-Time Record High 


The year 1956-57 is one which has 
seen three major accomplishments by 
the local board and membership com- 
mittee of the National Association of 
Insurance Agents. They are attainment 
of an all-time membership high, showing 
an increase of approximately 500 mem- 
bers for the one year; establishment of 
the Walter H. Bennett Memorial Award 
for local boards, and preparation and 
distribution of a membership promo- 
tional booklet. 

The present year commenced with a 
membership of 32,220. By September 1, 
1957, reported Chairman Kenneth H. 
Bair, Jr. Albuquerque, N. Mex., the 
membership was well in excess of 32,700. 
Many states have contributed to this 
record, notably Illinois, Kansas and 
Texas. The year also saw the reaffilia- 
tion of the Insurance Board of St. Louis. 

The New Orleans Insurance Exchange 
presented a local board award to NAIA 
to be presented each year at the annual 
convention. It is to be known as the 
Walter H. Bennett Memorial Award, 
and will be given to a coextentive NAIA 
local board for excellence in local board 
activities. 

The award will be presented to the 
local board which, in the opinion of the 
judges, has been outstanding in_ its 
achievements during any one year or on 
the basis of continuous maintenance of 
high standards over a period of years. 


DOUCETT CANDIDATE 

A 60-year-old insurance man _ and 
former Highways Minister of Ontario 
Government, George Doucett, has been 
nominated as Progressive-Conservative 
candidate in the September 9 by-election 
in Lanark, Ontario. He is being men- 
tioned as a possible member of the 
Federal Cabinet in Ottawa, if elected. 


agencies at ali find hiring solicitors 
profitable. It’s either pure luck, or 
there’s some feature in this that I’ve 
overlooked and someone is keeping a 
strict trade secret. 

“Are we then doomed to become a 
group of small, independent agents, each 
so engrossed in the sometimes exasper- 
ating task of keeping what we've got, 
that we'll end up with nothing? No! 


Sources of New Personnel 


“For an agency to perpetuate itself, 
and to expand, it must secure new blood, 
and the new person must have a way to 
share in the ownership of the agency, or 
ultimately control it. Our agency man- 
agers may look to three possible sources 
of additional agency management per- 
sonnel: 

“1. Merger with another proprietor- 
ship agency with similar problems. 

“2. Selection of an experienced person, 
perhaps from company rank willing to 
invest in your business. 

“3. Selection of an individual anxious 
to go into the agency business and hire 
him as a solicitor with promise of future 
ownership. 

“Two other alternatives can be con- 
sidered as partial solutions to the prob- 
lem of perpetuation of the agency. These 
are: ‘a buy and sell’ agreement with a 
friendly competitor, backed up by life 
insurance, or a decision to stick it out 
alone until junior is old enough to take 
over. Either plan has obvious disad- 
vantages. 

“Merger with another agency, or 
securing a suitable partner willing to buy 
a portion of the agency are fine solu- 
tions, but depend to a great extent upon 
the fortunate circumstances of having 
such an agency or person both willing, 
able and congenial. 

“The third alternative of hiring a new 
person with either potential or actual 
management and sales ability is the one 
most agencies must face.” 
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Preserving Value Of Agency After 
Death Or Retirement Of ‘The Owner 


Chicago, Sept. 10—Many agents to- 
day are careless about preserving their 
agency good will into the next genera- 
tion, after they retire or die, Associate 
Professor John D, Long, CPCU, CLU, 
of the Insurance School of Business, 
Indiana University, told the NAIA con- 
vention today. He addressed the work- 
shop session on agency perpetuation, 
expansion and vitalization. He called 
on each agent to act to continue the 
value of his business when the time 
comes that he is no longer the chief 
producer. He offered the following 
nine questions for study, which he feels 
calls for answers: 


Questions About an Agency 


“I. Do you really want your agency 
to outlive you? Longevity has its price 
in terms of perhaps foregoing some 
current income. If the answer is ‘yes,’ 
you have to have a continuation plan. 
The plan requires two things: (1) Some 
person(s) to run business after your 
death and (2) a means of such per- 
son(s) coming into control of the busi- 
ness. 

“2, Who is going to own your busi- 
after your retirement or death? 
Ultimately, the choice is to sell it or 
give it away. In either case the suc- 
cessors, ina practical sense, are limited 
to surviving employes, partners, stock- 
holders, or friendly competitors. Your 
plan must provide a way for such per- 
son(s) to accede to the ownership and 
management of the business. 

“3. When will your agency interest 
have to be passed to someone else? 
Maybe you know the maximum period 
you will retain your ownership. What 
about the minimum? 


How Long Can Plan be Postponed? 


“4. How long can you safely post- 
pone putting your house in order? 
Until you formulate your agency con- 
tinuation plan, the agency is not pre- 
pared to outlast you—even if you own 
a part of it. To preserve the maximum 
agency value for your family and your 
business survivors, you need a ‘house 
in order.’ What is the earliest possible 
ae the plan might be required? 

. From where will the money come 
you want your family to receive from 
the agency? Alternatives are (1) sav- 
ings, (2) earnings, and (3) life insur- 
ance proceeds. In this age of high taxes 
and installment credit, savings are not 
a likely source. Dependency on earn- 
ings obtained from the business by 
your successor ties the welfare of your 
family to the welfare of the business. 
Sometimes, however, this is the only 
source. When life insurance is usable, 
it may provide the most nearly infal- 
lible source of funds at the cheapest 
rate to finance the transfer. 


ness 


Problem of Taxes 


“6. How much in taxes will have to 
be paid on the agency interest? Prob- 
lems of Federal estate, gift, and income 
taxes may arise. You might be able 
to reduce some death taxes by giving 
away some or all of your business dur- 
ing your lifetime. The interest you 
retain at death will be a part of your 
estate for estate tax purposes. 

“You might shudder to realize the 
optimistic view of your agency the tax 
authorities might take for valuation 
purposes. The value will include per- 
haps a tidy sum for good will. The 
agency perhaps will be valued on the 
‘capitalization of earnings’ method 
which can produce values that can be 
‘substantial,’ to say the least. 

“While valuation is always an open 
and unpredictable matter, certain types 
of provisions in agency ‘buy-and-sell’ 
agreements may serve in helping to peg 


the agency value for estate tax pur- 
poses, In respect to income taxes, no 
taxes are levied on life insurance pro- 


ceeds (payable by reason of death) i 
financing agency transfers. 


_ “If an agency is paid for out of earn- 
ings, somebody has to pay an income 
tax on those earnings. Whether the 


buyer or seller pays the tax depends 


on the intent of the parties to the 
agreement. The courts apparently will 


honor an agreement of either type. In 
any case, use of the earnings method 
to finance the transfer of an agency is 
an extremely expensive affair, taxwise. 


in Chicago 


“ 


7. Can creditors seize your agency 
interest at time of transfer? If the 
business or the estate has debts, the 
creditors might be able to thwart what- 
ever plan you have and take possession 
of the business. What steps are you 
taking to assure sufficient liquidity? 
“Split-Dollar” Plan 

“8. Can you use a ‘split-dollar’ ar- 
rangement? Have you investigated the 
tax and financing features of a life in- 
(Continued on Page 37) 











The click of the switch that lit the lights in New York on September 4, 1882 was 


far more significant than it appeared at the time. It did more than show electricity 


had become a household servant, it ushered in a mechanical era that was to change 


all concepts of insurance protection. An era in which Chubb & Son, organized just 


six months before, was to play an important part. 
At first the new firm’s interest was largely ships, but its willingness to apply 


fresh thinking to the challenge of the times soon broadened its scope to the point 


that its business today is world wide and includes almost every form of insurance, 


except Life. 


This year, in celebrating its 75th anniversary, Chubb & Son with a continuity 


of management and tradition continues to look ahead and plan ahead to meet the 


challenge of a new era—an era of electronics, supersonic speed and atomic power. 





c. H U B B & Ss cS N , Underwriters 


90 John Street, New York 38, N.Y. 
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Eastern Agents Conference Meets 


Windsor on Meeting With EUA on Business Interruption 
Public Relations Progress, Farm Form and Rates, Sprinkler 
Risks; Doremus on Salesmanship 


Chicago, Sept. 9: One of the features 
ot the Eastern Agents Conference meet- 
ing here this morning during the 6lst 
annual convention of the NAIA was the 
Stuart Windsor, Baltimore, 
conference com- 


report of E. 
chairman of the EAC 
mittee on a meeting with a committee of 
the Eastern Underwriters Association 
this summer to consider common prob- 
Such company-agent conferences 
held two or more times 


lems. 
are generally 
annually, 

Mr. Windsor 


viewed business 


said this conference re- 

interruption insurance, 
farm form and rating plan, 
sprinklered risks, public relations with 
local boards and field clubs cooperating 
and salesmanship. 

Present for the agents were: Archibald 
M. Dodge, = Me. ; Joseph A. 
Neumann, Jamaica, 2 - H. Earl Munz, 
Paterson, N. J.; ae S. Preston, 
Providence, R. and Mr. Windsor; as 
ex officio members there were Arthur 
B. Fair and Charles H. Frankenbach, 
who are currently chairman and _ first 
vice chairman respectively, of the East- 
ern Agents Conference. : 

The company representatives were: 
Chairman, J. R. Robinson, U. S. manager 
Phoenix Assurance; C. P. Jervey, vice 
president, Travelers; L. M. Michel, vice 
president, Fire Association of Phila- 
delphia. 


insurance 


Business Interruption Insurance 


Mr. Windsor told the EAC that re- 
sumption of operations on mé unufacturing 
risks under business interruption policies 
was reviewed and “we found that several 
amendments to this section of the form 
had been recommended by the rating 
methods research committee of the 
EU A. 

“Business interruption forms now used 
in some states in the Eastern Under- 
writers territory contain the following: 
‘It is a condition of this insurance that 
if the insured by making use of stock 
(raw, in process or finished) or other 
property at the location described herein 


or elsewhere could reduce the loss re- 
sulting from interruption of business, 
such reduction shall be taken into ac- 


count in arriving at the amount of loss 
hereunder.’ 

“The recent recommendation adds the 
following to the above section— ‘and 


with respect to such use of finished 
stock, this policy covers any necessary 
extra expense that would be required 


to replace the finished stock used by 
the insured to reduce the loss resulting 
from the interruption of business, not 
exceeding, however, the amount by which 
the loss hereunder is thereby reduced.’ 


“While we believe this extra expense 
for replacing finished stock is covered 
in the ‘Expense to Reduce Loss’ pro- 


recommended 
intention of 


vision of the policy, the 
change will clarify the 
coverage under the policy. 

“While we were discussing business 
interruption insurance, we strongly rec- 
ommended that the ‘30 dz ry’ stock limita- 
tion applying to raw stock and stock in 
process be removed from manufacturing 
business interruption forms to follow the 
precedent set by the Factory Insurance 
Association. 

“A time element committee of the in- 
dustry has been studying this subject in 
an endeavor to produce a new, more 


simplified form for business interruption 
meet 
hoped that 


insurance. The committee will 
again in the fall and it is 


their conclusions may then be announced. 
Farm Insurance Form and Rating Plan 


“Following extensive research and 
study by a subcommittee with qualified 
technical assistants from among farm 
underwriters, plus tests of rating plan, 
review by field club rules and forms 
committees and discussion with some 
farm writing agents, the rating methods 
research committee has recommended a 
new farm property rule, rating plan and 
form, ” said Mr. Windsor. 

“The principles upon which the recom- 
mendation rests are that present base 
rate levels be readjusted to produce: 

“(a) Higher rate level for poor or be- 
low average farms. 

“(b) Approximately present rate levels 
for average farms. 

“(c) Reduction of approximately 25% 
to 30% in rate levels for better farms. 

“All provided present rate levels are 
adequate and that premium income from 
the entire class be maintained at present 
level within each state. 


Farm Dwelling Coverage 


“The new form contemplates dwelling 
coverage at the protected or unpro- 
tected dwelling rate applicable (not a 
special farm dwelling rate) and it con- 
tains the same extensions found in stand- 
ard dwelling form, as to private struc- 
tures, rental value, additional living ex- 
pense, off-premises contents, improve- 
ments and betterments. 

“Provision is made for covering mach- 
inery, equipment, supplies, produce, live- 
stock and poultry,” continued Mr. Wind- 
sor. “Appropriate pro rata clauses are 
included as to produce, livestock, poultry 
and machinery. 

“Specifically described machinery cov- 
erage includes theft and transportation, 
plus automatic coverage for like property 
newly acquired to a limit of $5,000 for 
a 30-day period. Livestock theft and 
transportation coverage may be added by 
endorsement at an additional premium. 

“An inspection report and diagram 
must accompany all farm daily reports, 
plus a copy of rating plan, when used. 
The recommended rating plan includes a 
single rate for small auxiliary farm out- 
buildings and separate rates for live- 
stock, poultry, farm produce and ma- 
chinery. As to barns, outbuildings and 
silos, the rating plan includes credits 
from base rates for items dealing with 
construction, occupancy, heating and 
lightning rods. 

Sprinklered Risks 

“We were advised that the rating meth- 
ods research committe gave special at- 
tention to sprinklered risks based on the 
territorial experience for the class 
(E.U.A. territory has one-third of the 
country-wide total) and recommended 
that rates be immediately advanced to 
reflect vital recommendations on each 
risk where compliance was necessary to 
reduce loss possibility and to remove 
such additional charges from the sched- 
ule rate on the risk when the insured 
complied. 

“A letter will be sent by the rating 
organization to owner-occupant with 
copy to agent or broker outlining the 
vital recommendation and pointing out 
that the increased rate will be withdrawn 
as vital recommendation receives the ne- 
cessary attention. 

“Impairments in sprinkler protection 
(without prompt restoration of service) 
and communicating unsprinklered addi- 
tion without standard cut-off will be re- 
flected by prompt re-rating as unsprink- 
lered class until proper protective meas- 
sures have been established. 








E. STUART WINDSOR 


“The loss ratio on this class for the 
past five years has been 33%, 45%, 48%, 
49% and 60%. 


Multiple Line Public Relations 


“Multiple line public relations at the 
local level have shown considerable prog- 
ress since the last conference meeting. 
The 27 local boards in the Connecticut 
Association have appointed public rela- 
tions committees and fieldmen have been 
assigned to cooperate with each. 

Twenty local boards in the Massachu- 
setts Association have done likewise and 
the remaining six local boards are in 
process of organizing. Four local boards 
in the Maryland Association are organ- 
ized and nine local boards are complet- 
ing the plan. 

“Thirty-six local boards in the New 
York Association are organized and 
twenty-one are in process. Twenty-five 
county boards in New Jersey have public 
relations committees. 

“The Rhode Island Association has 
completed its organization at the local 
board level. The Pennsylvania Associa- 
tion is re-activating its local board pub- 
lic relations program created on a test 
basis with E.U.A. four years ago. 

“Tt is significant that the state associa- 
tions are all in favor of the plan but in 
some cases delay has been occasioned by 
legislative and other activities. In total, 
seven of the 12 state associations of 
agents with 100 local boards are under- 
way with the program. 


Effective Salesmanship 


“Your conference committee some 
months ago requested that the companies 
make available a planned program for 
teaching fundamentals of salesmanship 
to local agents. As a result their public 
relations committee has prepared a book- 
let on ‘Effective Salesmanship.’ 

“We have suggested that the fire in- 
surance industry, through its public re- 
lations committee, should keep policy- 
holders better informed on subjects such 
as ‘why we need rate increases’ and, 
‘how the change in insurance cost com- 
pares with other commodities and many 
other subjects. Pamphlets for agents dis- 
tribution, news releases and other ma- 
terial could be used effectively.” 


1958 Meeting March 16-18 


EAC Treasurer Arthur L. Schwab, 
Staten Island, N. Y., announced that the 
1958 annual meeting of the conference 
will be held March 16-18 at the Hotel 
Claridge in Atlantic City. Henry A. 
Franz of the Alfred C. Sinn, Inc., agency 
of Clifton, N. J., is general chairman for 
that convention, with Charles Unger, 
executive secretary of the New Jersey 
Association, secretary - treasurer. Mr. 
Franz is the newly elected president of 
the New Jersey Association. 

With Chairman Arthur B. Fair, Natick, 





NAIA Staff People Do Fine 


Job at This Convention 
Chicago, Sept. 9—Two of Executive 
Secretary George S. Hanson’s most valu- 
able New York assistants at this conven- 
tion are Edith R. Coryell, NAIA treas- 
urer, and Emmy Snyder, who sees that 
official proceedings run with uninter- 
rupted smoothness. Mrs. Coryell pre- 
sides over the the registration of nearly 
2,000 members and guests and checks on 
thousands of dollars received in registra- 
tion fees; also on the sizeable bills asso- 
ciated with large gatherings such as this. 
She is also staff secretary to the im- 
portant NAIA finance committee. 

Having little to do with cash but a lot 
to do with keeping the insurance and 
daily pressmen happy are James R. 
Mathews, director of promotion, and 
Carlton Thomas, expert in the news field, 
who came up recently from North Caro- 
lina to join the NAIA staff. Both are 
doing a splendid job, 

Other members of the NAIA head- 
quarters staff in New York who act as 
staff secretaries to many of the impor- 
tant NAIA committees are Geoffrey A. 


Potter, Lawrence F. Smith, George R. 
Cross. They, too, are constantly busy 
here. 


Norwich Union Flowers 

Chicago, Sept. 9. — The dais of NAIA 
conventions would never be completed 
without the ever-welcome, beautiful bou- 
quets of huge chry santhemums presented 
by the Norwich Union Companies. The 
Norwich has continued this gracious 
practice for over 30 years. 





Mass., on the dais this morning were 
First Vice Chairman Charles H. Frank- 
enbach, Westfield, N. J.; Second Vice 
Chairman Valmore H. Forcier, Daniel- 
son, Conn., and Secretary William A. 
d’Espard, W ashington, D. 


Doremus on Salesmanship Program 


Manager Frederick W. Doremus of the 
Eastern Underwriters Association ex- 
plained in detail a new effective sales- 
manship program which has been de- 
veloped by the EUA public relations 
committee, local agents and field clubs, 
designed to help agents better combat 
direct writer competition and to raise 
generally the selling standards of agents 
who belong to local boards and state as- 
sociations. A new booklet (referred to in 
another column) on selling principles 
has been prepared and already success- 
fully tested with several local boards in 
Pennsylvania. 

This new program will be implemented 
by teams of five fieldmen who will 
present the sales ideas at forums of local 
boards to be held this fall throughout 
the EUA field. Robert McKay, J 
assistant manager, and Mr. Doremus, will 
assist in getting the 17 field clubs to 
name teams and to prepare the members 
of those teams for their sales presenta- 
tions. Chairman Fair and Mr. Doremus 
see large potentials in this program and 
urge local boards to arrange for these 
sales forums. 

Mr. Doremus outlined the sales tech- 
niques described in the new booklet, and 
which, if followed by a local agent, 
should assist him to develop new con- 
tacts and obtain more premium and 
commission income. He said the _ best 
selling hours for any producer are 10 to 
11:30 o’clock in the morning and 2 to 3:30 
in the afternoon. Mr. Doremus stressed 
that producers not use those hours for 
other than direct sales talks with cus- 
tomers. The new booklet and the sales 
forums, he is confident will help agents 
develop long term sales programs. He 
also strongly urged all agents to read 
and utilize not only this new booklet 
but also to study the textbooks on sell- 
ing which are listed in the new EUA 
booklet. 









































worm 




















September 13, 1957 THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 























The insurance man 
who gave away 


JELLY TARTS! 


An American-owned bakery in Germany was in trouble. 

One of its trucks had crashed over an embankment. Pies, tarts, 
and “schnecken”’ filled the street — and so did little children. 

Later, a man showed up at the bakery with a broken leg. He 
claimed the truck had hit him — and he was suing for plenty. 
The driver denied it, and the bakery owner picked up the phone 
and called for help. 

Immediately an insurance man went to the accident scene — 
with a basket of free jelly tarts. The same children came running 
— all little witnesses who proved the claim false! 

An interesting sidelight on this German drama was that the 
insurance man was an American. And the bakery’s protection 
had been bought in the United States — through American In- 
ternational Underwriters! 

AIU policies are written in broad American terms. Informa- 
tion required is the same kind as for domestic risks. 

Claims are paid in the same currency as the premiums — 
including U. S. dollars where local law permits. 

The financial security of AIU is backed by the stability 
of leading insurance companies in the United States. 

A phone call from your regular agent or broker will 
place AIU’s nearly 40 years of specialized experience 
at your service. Offices are listed below. 












































AMERICAN INTERNATIONAL 
UNDERWRITERS COMPANIES 


INSURANCE AND REINSURANCE WORLD-WIDE 


OFFICES IN: Antwerp « Aschaffenburg *« Augsburg « Bangkok « Bad Godesberg 
Baumholder ¢ Beirut ¢ Berlin ¢ Bermuda ¢ Bogota * Bonn « Boston ¢ Bremerhaven 
Brussels ¢ Buenos Aires ¢ Caracas * Casablanca « Cebu « Chicago « Chittagong 
Colombo « Dacca « Dallas « Denver ¢ Detroit Frankfurt/Main ¢ Fukuoka « Giessen 
Havana « Heidelberg « Hong Kong « Houston « Kaiserslautern * Kanazawa 
Karachi ¢ Karlsruhe « Kobe * Kuala Lumpur « Kyoto « Lahore « London 
Los Angeles * Madrid » Manila « Mexico City « Miami ¢ Milan « Montevideo 
Munich « Nagoya « Naha « Nuernberg « New Orleans « New York ¢ Osaka 
Paris « Penang « Phnompenh « Portland « Rangoon « Rio de Janeiro « Rome 
Saigon « San Francisco « Sao Paulo « Seattle « Seoul * Shizuoka « Singapore 
Stuttgart « Tangier « Tokyo « Tulsa * Washington * Wiesbaden * Yokoh 


























































Page 32 


THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 





September 13, 1957 








National Association of Insurance Agents in 








Herndon On House Moves To Get 


More National Banks Into Insurance 


Chicago, Sept. 11— Promoters of the 
plan to get more national banks into the 
insurance business as local agents are 
now busily at work attempting to force 
the House of Representatives to amend 
the National Bank Act in one of three 
ways, Maurice G. Herndon, NAIA Wash- 
ington representative, told the national 
board of state directors of the associa- 
tion here today. He said the three ways 
are aS follows: 

1. Where state banks are allowed to 
function as insurance agents, the Na- 
tional Bank Act should be amended to 
allow national banks to do likewise. 

2. In towns where national banks are 
now functioning as local insurance agents 
(present banking law allows this in 
towns where 1950 Federal census showed 
population of 5,000 or under) the F ederal 
law should be amended to allow national 
banks to continue this insurance busi- 
ness even when the 1960 Federal census 
shows population in excess of 5,000. This 
is a grandfather’s clause, he said. 

Amend upward to 10,000 or 15,000 
the population limit of townships in 
which national banks can conduct an 
insurance business. The present popula- 
tion limit in the National Bank Act is 
5,000. 

Backed by Administration 


“These amendments have the endorse- 
ment and support of the Eisenhower 
Administration, as well as national bank- 
ers,” Mr. Herndon stressed. 

“Although the NAIA, through an al- 
most unparalleled effort on its part, was 

successful earlier this year in the Senate 
in combating the move by national banks 
to get more of themselves into the 
insurance business, the recently disclosed 
Administration’s support of a change in 
the National Bank Act, which would 
lead to increased national bank insurance 
activities, is a warning to the NAIA as 
to how tough it will i to prevent the 
House of Representatives from giving 
in to this rene ae clamor from national 
bankers. 

“The Administration’s views were ex- 
pressed by Ray M. Gidney, Comptroller 
of the Currency, when he testified sev- 
eral weeks ago before the House Bank- 
ing and Currency Committee which was 
hearing from Government witnesses on 
the ‘updating’ of the Federal banking 
laws, as provided in S.1451 and H.R. 7026. 
Mr. Gidney, by request of a House 
committee member, offered the exact 
wording for the amcadaneet?. 

“After hearing from Administration 
spokesmen, the House Committee re- 
cessed its hearings on this subject until 
early in January when the issue will 
become the first order of business for 
the House Banking and Currency Com- 
mittee at the Second Session of the 85th 
Congress. 


Senate Deletion Due to NAIA 


“Tt will be recalled that earlier this 
ear the Senate passed S.1451 after first 
ki out the provision for allowing 
ed national bank insurance activ- 
j his deletion was the direct result 
of vigorous action by the NAIA,” Mr. 


Herndon declared 








“At the time of the Senate passage of 
this bill, S.1451, to ‘update’ the Federal 
banking laws, a ranking senator, an 
expert on banking and finance, sharply 
warned national bankers that ‘shoe- 


ould stick to their lathes.’ He 
was referring to the efforts of national 
banks to expand or to get themselves 
into the insuranc business. 

“The situation is receiving most care- 
ful attention and a recommended course 
for future NAIA action can be expected 
later in the fall.” 


1 1 
makers si 


Auto Overcharges 
Senator A. S. Mike Monroney (D., 


Okla.), chairman of the Subcommittee 
on Automobile Marketing, is still not 
satisfied with the result of refunding of 
cananedile collision insurance premium 
overcharges by certain automobile finance 
insurance subsidiaries. Senator Mon- 
roney believes, however, that the pub- 
licity resulting from his Senate Sub- 
committee investigation has forced the 
insurance companies which have been 
guilty of broadscale misclassification in 
the past to take positive steps to correct 
these abuses in the future. 

“There is still only an outside chance 
that the Subcommittee will propose any 
legislation as a result of this hearing. 
However, it is certain that the Sub- 
committee will come out with a very 
strong report, which will receive wide 
public distribution, and undoubtedly 
much attention on Capitol Hill. 

“The NAIA, through its state associa- 
tions, is continuing its cooperation with 
this Senate Subcommittee in an effort to 
ascertain the exact extent to which the 
matter has been cleared up in the states 
by the various insurance departments. 

Flood Coverage 

“Some Washington observers. are 
‘amazed’ that the demise of the Federal 
Flood Indemnity program has appar- 
ently caused little or no reaction in the 
This is as it applies to mem- 
bers of Congress hearing from the voters 
back home. 

“The Senate and House Banking and 
Currency Committees, which originally 
enacted this legislation, state that the 
committees plan no further action on 
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this matter. There is no indication from 
the Administration, as to whether or not 
there will be a renewal of efforts spent 
next year to obtain Congressional appro- 
priation of money with which to operate 
the FFI program. 

FTC Investigation 


“It now looks like possible competition 
between several Congressional subcom- 
mittees wanting to get into’an investi- 
gation of Federal Trade Commission 
jurisdiction and policing in an examina- 
tion of effectiveness of Federal enforce- 
ment practices, particularly in the field 
of misleading advertising. The promised 
Congressional investigation of FTC is 
app 4 being held in abeyance pend- 
ing the FTC appeal to the = room 
Court Fe recent Circuit Court deci- 
sions setting aside FTC rulings. 

“Although pressures from self-em- 
ployed business and professional people 
are continuing to mount, the House 
Ways and Means Committee gives no 
indication of bringing up the so-called 
Jenkins-Keogh bill, H.R. 9 & 10, whic 
would allow self-employed business and 
professional people to set up retirement 
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plans for themselves, payments into 
which by the individuz il would be exempt 
from Federal income tax. 

“It is possible that the House W ays 
and Means Committee may consider this 
legislation next year.” 


NEW AUTOMOBILE TEXTBOOK 


Prepared by NAIA Educational Commit- 
tee It Treats All Phases of Auto 
Insurance Thoroughly 

The educational committee report de- 
voted itself largely to an analysis of the 
new Automobile Textbook (Handbook) 
which has just been completed and is 
ready for general sale and distribution 
to NAIA members. Chairman of the 
committee is J. Norvell Trice of Rich- 
mond, Va. This book has been approved 
by the National Bureau of Casualty 
Underwriters and the National Automo- 
bile Underwriters Association. 

The contents of this valuable book 
have been arranged as follows: 

Part I — Coverage, sales and under- 
writing features. 

A — Business and corporate automo- 
nite Ses insurance. 


B Automobile garage and dealer's 
insurance, 

C — Personal automobile insurance. 

Part II — Rating—steps and _proce- 
dure. 

A — Private passenger automobiles. 

3 — Commercial automobiles. 

C — Public automobiles. 

D — Non-owned automobiles. 

E — Garage and dealer's policies. 

F — Experience and retrospective rat- 
ing plans. 

Part III — State laws and automobile 


insurance. 
— Financial responsibility laws. 
— Compulsory automobile plans. 
Co Assigned risk plans. 
Part IV — Miscellaneous. 
A — Practice questions and problems. 
B — Appendix and suggested reading. 


“Each one of these subjects has been 
treated with extreme thoroughness, clar- 
ity, and logic,” says the report. “The 
exclusions under each policy and/or en- 
dorsements are not only explained in 
simple language, where necessary, the 
logic behind the exclusion is brought 
to the attention of the reader. At the 
same time, the coverages afforded under 
each one of the forms has been written 
and interpreted in such a manner that 
the reader will appreciate its purpose, 
value and application. The sales and 
underwriting features of each policy and 
endorsement have been meticulously dis- 
cussed from the agent’s point of view.” 


New Hampshire Names 
Stafford Brokerage Mer. 


The New Hampshire Fire announces 
appointment of J. Anderson Stafford as 
manager of its brokerage and _ service 
department at 100 William Street, New 
York City. Mr. Stafford brings to his 
new position many years of underwrit- 
ing experience with the Home and Mer- 
chants Fire Assurance. For 12 vears he 
has been associated with the Tuttle, Pen- 
dleton and Gelston Agency, or its pre- 
decessors, in Brooklyn. 
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Many States Active in 
Accident Prevention 


JOEL L. HARRISON REPORTS 





Encouraged by Eisenhower Traffic Safety 
Work; Urges Creation of NAIA 
Industrial Accident Committee 

NAIA’s 

accident 





The sustained interest of 
member agents in furthering 
prevention on a national scale was re- 
flected in the report submitted Septem- 
ber 9 to the Chicago convention by Joel 
L. Harrison, Kearny, N. J., chairman of 
NAIA’s accident prevention committee. 

Mr. Harrison pointed with pride to 
the substantial financial contribution 
made by the NAIA during the past year 
to the work of President Eisenhower's 
Committee on Traffic Safety. Its current 
major project, he said, is to set up a 
traffic safety program to make the new 
$40 billion highway program the safest 
road network in the world. 

In all the years that Mr. Harrison has 
been engaged in accident prevention 
work, he said there never has been such 
an outpouring of legislation as now in 
the various states in the Union to curb 
the national slaughter wrought by high- 
way fatalities and accidents. In this con- 
nection he extended praise to the states 
of Connecticut, California, Florida and 
New Jersey “for an outstanding job.” 

Pointing to specific remedial action 
taken, Mr. Harrington spoke of legisla- 
tion passed in California, with the sup- 
port of Governor Knight, which bans the 
use of any article being placed either on 
the dé ashboard or hanging from the rear- 
view mirror of an automobile 

It was also noted that in Connecticut 
where Governor Ribicoff has been a 
leader in traffic accident prevention, 
legislation was recently passed which 
grants a temporary car license until a 
driver reaches his 25th birthday. Mr. 
Harrison said that this has already been 


helpful in curbing teen-age careless 
driving. 
In New Jersey, under Governor Mey- 


ner’s able leadership, a point system is 
in operation wherein from 40 to 100 car 
licenses are revoked each week, and 
names of the revokees Rae published in 
the daily newspapers. A driver’s license 
is revoked, he explained, after 12 points 
(or demerits ) for careless or reckless 
driving are scored against him. Mr. Har- 
rison observed that many other states 
are attempting to enact similar legisla- 
tion. He then brought out: 


Revised Uniform Vehicle Code 


“It is my firm belief that the backing 
of a uniform vehicle code, now that it 
has been revised, eliminating compulsory 
insurance and incorporating financial re- 
sponsibility, is of the utmost importance 
to the National Association and deserves 
the support of every member.” 

Stricter law enforcement by state and 
local enforcement agencies, in Mr. Har- 
rison’s opinion, is the greatest step that 
can be taken in accident prevention. He 
pointed to the excellent legislation along 
these lines in operation in the state of 
Connecticut and he quoted a convention 
statement made by Governor Ribicoff to 
the effect: “A driver will slow down to 
save his cues but not his life.” 


Mr. Harrison felt that if each state 
agents’ association through its accident 
prevention committee, were to ask for 


tighter enforcement of the motor vehicle 
laws, the percentage of accidents in each 
state would be reduced tremendously. 
As an ex xample, he said the “non- killable” 
ticket policy in New Jersey has helped 
the situation there immeasurably. 


Driver Education Scope Widened 


The report continued: “This commit- 
tee has also encouraged in the past year 
a widening of the scope of driver educa- 
tion. Many second schools throughout 
the country have added driver education 
to their curriculum, for which there is 





indeed a necessary and urgent need in 
these times. The National Bureau of 
Casualty Underwriters has also assisted 
the driver education cause by granting 
credit in the rates for those students 
certified in this course. 
“Through the efforts of the National 
Safety Council, the Association of Casu- 
alty & Surety Companies, and other 
similar organizations interested in acci- 
dent prevention, the car manufacturers 
have agreed to cease the ‘horsepower 
race’ advertising for 1958 cars. They 


have also agreed to stress safety rather 
than speed which is, of course, of prime 
importance.” 


Power of Aroused Public Opinion 


In closing Mr. Harrison said: “In 
President Eisenhower’s message to the 
1954 Conference, he stressed that ‘in a 
democracy, public opinion is everything. 
So if we can mobilize sufficient public 
opinion, the problem highway accident, 
like all those to which free men fall 
heir, can be solved.’ 


“We must work for the development of 


aroused, informed public support in 
terms of what needs doing. I, for one, 
do not subscribe to the idea that the 


general public is indifferent to the prob- 
lem of traffic accidents. Our job is not 
one of ringing alarm bells. People are 
already concerned—deeply so. Our job, 
rather, is one of providing guidance and 
leadership. Public opinion can and must 
be put to work effectively. 

“In conclusion, I should like to 

(Continued on Page 38) 
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Cahill Points To Competitive 
Advantages Of Six Class Plan 


Tells NAIA Breakfast Session that Private Passenger 
Car Rates Almost Certain to Be Further 
Increased in Virtually All States 


Chicago, Sept. 11—James M. Cahill, 
secretary, National Bureau of Casualty 
Underwriters, in addressing the NAIA 
rural and small lines agents’ breakfast 
session here this morning at Conrad 
Hilton Hotel, declared that the market 
situation for automobile business has 
improved since the Bureau introduced 
its six classification plan “and particul- 
larly by the changes made in rate rela- 
tionships which are designed to make 
class 2 risks, as other classes pay their 
way and not be subsidized by some 
Cc lasses.” 

Throughout his talk, which was given 
close attention, Mr. Cahill stressed the 
advantages of this classification plan in 
competition and how it has strengthened 
the automobile insurance market. He 
also made clear that the matter of rate 
has become incre asingly important in 
the competitive mass market. “Almost 
everybody, whether wealthy or poor, 
knows of his need to have automobile 
liability insurance,” he said, “and there 
is great inclination on the part of many 
insureds to buy on a price basis. The 
average person finds it hard to under- 
stand why there is such a great differ- 
ence in the price of quite comparable 
coverage between companies. And even 
some agents seem unable to understand 
why the stock agency companies cannot 
meet the lower rates of the specialty 
companies and still pay going commis- 
sion rates.” 

The speaker explained that this is due 
to the fact that bureau companies cannot 
be as selective as the “independents” in 
underwriting. “Furthermore, our expense 
costs, including commissions, are higher. 
The stock agency companies through 
their method of ope ration afford a broad 
market to the insurance buying public 
and a dissservice would be done if they 
tried to be equally selective in under- 
writing.” 


Why Rates Will Continue to Go Up 


Turning his attention to the under- 
writing loss situation, Mr. Cahill said 
that judging from interim statements for 
1957, the experience seems to be even 
worse than it was a year ago. “Auto- 
mobile liability rate revisions reflecting 
the latest available experience data of 
our companies have become effective in 
1957 to date in 42 states and territories 
and in 38 of these the increases ranged 
up to a 25% increase in the statewide 
rate level for private passenger cars. 
Rate revisions will be filed in due course 
in the remaining states and it is a fore- 
gone conclusion that most of these will 
likewise involve substantial rate in- 
creases.” 

In view of the worsening of the loss 
experience Mr. Cahill said he could not 
hold out much hope that automobile 
rates will not be further increased in 
virtually every state. He felt that this 
would be necessary soas to put the auto- 
mobile liability business of the stock 
agency companies in the black. At the 
same time, he said*the specialty com- 
panies have likewise suffered disastrous 
underwriting losses, “and we have noted 
that they quickly follow us by filing rate 
increases in the various states.” 

Citing reasons for the upward trend 
in rates, the speaker pointed to inflation 
as having caused a steady increase in 
average claim costs for both bodily in- 
jury and Property damage. “In addition,” 
he said, “the adverse effect on property 
dz umage has been compounded by ever 
increasing repair costs resulting from car 
designs. This would be bad enough, but 





JAMES M. CAHILL 


we have also been faced with the adverse 
effect of an increase in claim frequency 
since the latter part of 1955. A com- 
bination of increased claim costs with 
higher claim frequency inevitably means 
higher and higher rates until such time 
as the appalling accident record can be 
reduced or changes are effected in the 
gross operating cost of the companies.” 


Substantial Volume of Experience 


In referring to development of the re- 
fined classification plan early in his 
talk Mr. Cahill made clear that the bur- 
eau did not go overboard in the matter 
of refinement. “We have only six classi- 
fications for private passenger cars plus 
three comparable classifications for farm- 
ers. As you know, many of the specialty 
companies wnich can control the selec- 
tion of business through captive agents 
use more than six classifications. One 
of them, for example, has 14 classifica- 
tions for private passenger cars plus 
eight comparable classes for farmers. 

“In developing the present classifica- 
tion plan, we followed the principle that 
the different rating elements to be taken 
into account should be factual in char- 
acter and easy of determination. That 
explains why, for example, we avoided 
the use of estimated annual mileage 
which would be a guess at best and 
which would invite deceitful answers. 
Instead, the variation in our rate struc- 
ture recognizes readily ascertainable 
tacts as to whether the car is used for 
business purposes, whether there are 
male drivers under age 25, whether the 
car is driven to or from work, whether 
the insured is a farmer, ete. 

“The present classification plan has 
been in effect sufficiently long for us to 
have accumulated a substantial volume 
of experience indicative of the proper 
rate relationships between the several 
classes. Occasionally, producers have 
questioned the logic of having class 1B 
rated higher than class 1A in urban 
areas; whether there should be a class 
1C and whether it is not rated too high, 
and whether the high rate relationships 
for classes 2A and 2C are justified. I 
have found that every time an agent is 
supplied with the actual experience re- 
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America Fore Ads 


Chicago, Sept. 9—The America Fore 
Insurance Group is distributing copies of 
the Chicago Daily Tribune to all NAIA 
guests here at the Conrad Hilton Hotel. 
The group ran a full page advertisement 
in the Tribune featuring the importance 
of the services of independent insurance 
agents. 

America Fore is also c carrying a full 
page ad on agents entitled, “Man at 
Work for Your Protection,” in the Chi- 
cago Daily News. Both ads, featuring 
the independent agent, in the home state 
of the Allstate Insurance Co., are at- 
tracting favorable attention at this con- 
vention. 


LUDOLPH VISITS ALASKA 

Chicago, Sept. 9. — Francis F. Ludolph 
for 44 years executive secretary of the 
San Antonio, Texas, local board and a 
regular attendant at NAIA conventions, 
is here following a trip from California 
to Alaska, thence Vancouver to Toronto 
via Canadian Pacific. He is returning 
to Texas after the convention. 





sults supporting the rate relationships, 
the previously raised objection is with- 
drawn. 

“You will find it helpful, I am sure, 
to have the information shown below on 


Distribution of 





America Fore Sponsors 


Chicago Radio Program 
Chicago, Sept. 9. — Starting today 
Tony Weitzel, “The Town Crier,” well 
known radio commentator and columnist 
of the Chicago Daily News, is telling his 
radio audience about the important part 
the independent insurance agent plays in 
obtaining proper insurance protection. 
This program is sponsored by the Amer- 
ica Fore Insurance Group and goes on 
the air from 10:30 to 10:45 p.m. Mon- 
day through Friday on radio station 


WBBM. 


PUTTING PRIZE MONEY TO USE 

Chicago, Sept. 10. — Linwood G 
Robinson, Norfolk, Va., told what agents 
there did with a $500 safety award re- 
ceived last year. First the amount was 
upped to $1,000 and this was used as 
prizes for high school winners of ex- 
aminations on highway safety. Five $100 
prizes were awarded and also a $500 
scholarship award as a grand prize. As 
two students tied this year the Norfolk 
agents agreed to grant two $500 scholar- 
ships. 





the distribution of cars by classification, 
the indicated differentials by class relat- 
ed to class 1A, and the differentials by 
class which are being reflected in cur- 
rent rate filings of the National Bureau. 


Differentials to Rate 


Territory Classification Number of Cars Class 1A 
Indicated Adopted 

(3) 
1A 40% 1.00 1.00 
Rural 1B 1.02 1.00 
and 1C 1.41 1.45 
Small 2A 1.91 1.90 
Cities 2C 3.69 3.60 
3 1.43 1.50 

Total 100 
1A 34% 1.00 1.00 
1B 1.14 1.10 
Large 1C 1.53 1.45 
Cities 2A 2.04 1.90 
2C 3.21 3.10 
3 1.49 1.50 


Total 100 


The indicated differentials are for a 
volume of experience that was in the 
hundreds of millions of dollars for policy 
years 1954-1955 combined. The propriety 


of our rate relationships by classification 
is therefore well supported. 
“Following review of the latest avail- 
(Continued on Page 37) 





Se 





7; Met 
te 























Advertising Program Features Meeting 


(Continued from Page 1) 


putting on personal solicitation drives 
to secure the needed funds. 

Only five state associations, which hold 
their annual meetings subsequent to this 
NAIA convention, have not put this 
campaign under way. Deadline for funds 
for the campaign has been extended to 
December 31. Earlier it had been hoped 
all funds would be available by Novem- 
ber 1, but the summer season slowed 
state drives somewhat. 

There is no thought among members 
of the National Association that this 
advertising campaign is not going to suc- 
ceed for lack of sufficient funds. The 
drive for money may take somewhat 
more time than originally contemplated 
but the NATA and state associations are 
completely confident of their ability to 
secure full cooperation from individual 
members. 

Wherever a presentation of the cam- 
paign by showing of color script films 
has been made by Vice President Frank- 
lin Schaffer or other members of Dore- 
mus & Co., or by members of the NATA 
advertising committee or by state asso- 
ciation officers, there has been dynamic 
response. The problem has been actually 
to show the advantageous features of 
this campaign to a large majority of 
NAIA members. Now and_ henceforth 
most states will be doubling their ef- 
forts to reach every agent member who 
has not signified his intention to con- 
tribute. An average of about $80 an agent 
is sought, depending upon an individual’s 
premium income. 

President Robert E. Battles of NATA 
presided at the first session of the di- 
rectors Monday afternoon. It was a short 
meeting, confined to two hours, as the 
program called for adjournment at 3 p.m. 


to the sales workshop session. The talks 
of Frank E. Kinzer, Harold R. Silvey 
and Elmer Wheeler are reviewed else- 
where in this issue. 


Schaffer Shows Color Slides 


Mr. Schaffer showed the directors sev- 
eral color slides on the ad campaign and 
also on use of NAIA’s new independent 
insurance agents’ seal and slogan. Over 
3,000,000 promotional items, containing 
this new insignia have already been dis- 
tributed. He stated that those agents 
who contribute to this $2,000,000 ad fund 
will receive special promotion material 
for use locally. This will include a wide 
variety of sales matter for newspapers, 
personal use and other tie-ins with the 
national campaign. 

Mr. Miller called on representatives 
of several states already successfully col- 
lecting funds to tell how this was done. 
Morton V. V. White. NATA executive 
committeeman from Pennsylvania, said 
about 80 live wire agents were getting 
around in teams of three to all meetings 
of local agents in the state. The response 
was most successful, he revealed. 

Richard S. Brantley, North Carolina 
executive secretary, said his state had 
gathered about 90% of its quota and 
expects to exceed 100%. 

Valmore H. Forcier, Connecticut na- 
tional director, said about 27 local boards 
have approved the program and about 
70% of the quota has been pledged. In 
addition Connecticut has developed a 
program of advertising with newspapers 
in that state which will tie-in with the 
NAIA program. He sees it “going over 
very well.” 

Paul C. Yankey, Jr., president of the 
Kansas Association, and James P. Ben- 








nett, president, California Association, 
likewise reported growing success in 
their areas. 

Maurice J. Hartson, Jr.. NAIA execu- 
tive committeeman from Louisiana, re- 
vealed that 66% of the agents there have 
contributed 82% of the quota already. 
He stated that Louisiana teels this pro- 
gram will definitely help local agents to 
survive and prosper. 

Executive Secretary E. Kearney Dietz 
of the Arkansas Association reported 
that company fieldmen are helping to sell 
the program. In turn, President Craig 
Thorn, Jr., of the New York Association 
likewise commended company fieldmen 
for their assistance in fund raising. 


Incorporation Approved 


The directors Monday afternoon unan- 
imously approved a resolution to proceed 
with plans for incorporation of the Na- 
tional Association. George R. Cross of 
NAIA headquarters cited the advantages 
of such a move. 

Frank R. Bell, Sr., Charleston, W. Va., 
NAIA president in 1923-24 and the man 
generally considered most _ responsible 
for creation of the national board of 
State directors, was an interested spec- 
tator at directors’ meetings. Years ago, 
when the NATA had a council of state 
representatives with no power other than 
to propose or advise, the always dynamic 
Mr. Bell annually would declare that it 
would be preferable for the council to 
be dissolved than to continue as a body 
without power. Ultimately when several 
major shifts were made in NATA admin- 
istrative procedure the board of directors 
was created to be the policy-making 
body of the association. Thus it is fitting 
that today his son, Frank R. Bell, Jr., 
should be the national director from 
West Virginia. 

To Enlarge Advertising Committee 

When directors resumed consideration 
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of the advertising program Tuesday aft- 
ernoon President Battles said that pres- 
ent membership of the NAIA advertising 
committee would be enlarged this com- 
ing year and that provision would be 
made for district activities where such 
may be deemed necessary. Present mem- 
bers of the committee in addition to 
Chairman Miller are John S. Sheiry, 
3ridgeton, N. J., past president of New 
Jersey Association; Warren Bodwell, 
Manchester, N. H., and Stephen R. Dach, 
Beverly Hills, Cal. 

Mr. Schaffer informed the directors 
that the advertising program might get 
under way about January 1, 1958. It will 
not be as early as November 1 this year 
as first anticipated because the fund 
drive has been extended to December 
31, 1957. 

The balance of Tuesday’s session of 
the board was devoted to reading of 
committee reports, presented elsewhere 
in this issue. 

Attendance at this convention will be 
a bit short of 2,000. 
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WE'RE PROUD TO ENDORSE 


As boosters of the National Association of Insurance Agents throughout our 62 years in business, 
the United States Casualty Co. is proud of its many agents in all parts of the country who, as 
independent producers, sell the plus values and extra services that are offered by the Ameri- 
can Agency System. On this 6Ist anniversary of NAIA we extend heartiest congratulations and 
hope that your organization under continued strong leadership will enhance its prestige and influ- 
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Fergason Tells Agents Of Need To 
Attract Young Men As Partners 


Chicago, Sept. 10: Tomorrow’s agency 
management is today’s problem and how 
a producer solves the problem of attract- 
ing competent understudies will influence 


the value of an agency and its perpetua- 


tion as an organization, Guy Fergason, 
of Fergason Personnel this city, told 
the NAIA convention. Mr. Fergason 


stressed this problem is today’s matter 


because there are many steps which must 

precede the final step of taking younger 

men into a business as part owners. 
Mr. Fergason declared that if a young- 





GUY FERGASON 
er salesman who is doing a good job is 
made to feel important and is adequately 
compensated for his services, he will not 
leave to start his own agency. Said the 
speaker: 

‘If tomorrow’s management is devel- 
oped to the point that a partnership 
interest is indicated, here are some inter- 
estint® observations concerning the final 
step: 

Pertinent Suggestions 


“). Have a definite plan for teaching 


him how you have built your agency 
and how you expect him to carry on. 
“2. Be prepared to spend time with 


him discussing your customers and your 
plans for the future. 

“3. Give him some of your accounts 
to work on. Help him; you will be help- 
ing yourself. 

“4. Don’t be afraid he will steal your 
customers and open up his own agency. 
Treat him right and compensate him 

adequately and he will not leave. 

“If there is a definite training program 


and each partner cooperates in the pro- 
gram, persons can be found who will 
come into agencies in order to learn the 
operations and take advantage of the 
opportunities thus offered. An employe 
should not be a partner when he first 
enters the agency. 

“However, in two “or three years, a 
small interest in the agency with an 
opportunity to participate in the profits 
will be an effective incentive. No matter 
how small an agency, it needs good 
management. Even a one-man agency 


has to be 
going to grow 
becomes more 
increases in 
perform all 


managed if it is 
and be successful. This 
important as the agency 
size. One person cannot 
functions —they must be 
delegated, at least in part. — 

“We have witnessed the loss of sales 
ability and promotional drive by the 


properly 


addition of administrative and managerial 
responsibilities. The ability to success- 
fully perform in a specialized occupa- 
tional field is no guarantee that a person 
can perform as well in other fields. 

“Ability to create and execute is no 
guarantee of the ability to lead. Long 
periods of training and patient observa- 
tion are required in order to appraise 
ability, accumulate experience, and de- 
velop skills. 

Financial Recognition and Incentive 


“Perhaps one of the most satisfactory 
arrangements, because it adequately com- 
pensates the salesmen as well as reduces 
turnover of salesmen and accounts, is 
as follows,” said Mr. Fergason. “The 
salesmen are given drawing accounts— 
one which their past records will justify, 
plus a split commission on all their busi- 


ness. These men as a rule produce a 


The accounts and 


minimum of $25,000. 
secure become the 


any new business they 
business of the agency. 

“New accounts are registered in the 
salesman’s name and he gets full credit 
for all renewals and increases of these 
accounts. The agency splits the com- 
mission on a 50-50 basis and the sales- 
man’s drawing accounts are deducted 
from the commissions earned, with the 
balance being paid to the salesman. He 
is also given car and_ entertainment 
allowances. 

“Here is a typical example of how this 
plan works in practice. The salesman 
is assigned $50,000 of premiums. It js 
assumed that he will produce $25,000 of 
new business. On this basis, the sales- 
man would receive commission on $75,000 
of business the first year. The average 
annual commission being 20%, there 
would be a gross commission income of 
$15,000. The company divides the com- 
mission on a 50-50 basis so that the 
salesman would receive $7,500 the first 
year. On this same basis, with a $25,000 
increase the second year, the commission 
would be $10,000 and the third year 
$12,500. The average salesman or agent 
can properly service from $100,000 to 
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$150,000 of annual premiums. 

“Some agencies give their good pro- 
ducers a bonus or share of the profits 
which is usually based on_ production. 
This is paid at the close of the business 
year. Agencies which have profit shar- 
ing plans usually set aside a certain 
percentage of the new profit for depart- 
ment heads and producers. <A_ small 
agency can use the bonus or profit shar- 


ing plan as well as a large agency. Many 
of them do. 
“In some instances the profit sharing 


is used to purchase an interest in the 
agency. If, at the time of employment, 
an opportunity to buy an interest in the 


agency is promised, usually a waiting 
period of from one to three years is 
recommended. A man might start out 


with a lot of enthusiasm, but lose inter- 


est when the novelty wears off. 


Agrzement With Partners 


“There have been many methods used 
in selling partnerships to men who have 
been instrumental in building agencies. 
A price or method of appraising the 
agency can be agreed upon and a stipu- 
lated percentage can be sold to those 
who helped build the agency. Generally 
in such a sale, the owner wants to keep 
controlling interest, but a definite agree- 
ment should be in writing, stating that 
the remaining partners have the first 
opportunity to buy the owner’s interest 
on his retirement or death and at a 
stipulated price. 

“The owner of a large metropolitan 
agency had been dividing the net profits 
between two of his top employes. Since 
active 


he was 60 years old, but very 
in the business, he realized that he 
would have to turn over some of his 


work to others. He increased the per- 
centage of profit distribution which the 
top employes used as a means of buying 
the agency. There are other plans that 
have been devised to recognize top em- 
ployes and make it possible for these 
valuable employes to acquire agencies, 
in part or in total. 

“Often up and coming young persons do 
not have the ready capital to ‘buy into’ a 
business, but must develop their capital 
out of earnings. Arrangements to sell 
agencies can be worked out through 
option details arranged before the time 
at which options are exercised to be 
paid for out of profits from future 
operations. 

“A point that should be considered 
concerns the age of the management 
trainee being brought in. There should 
not be more than a 15 or 20 year age 
differential between owner and trainee. 
If there is, there may be too much of 
the paternalistic attitude. Quite often 
maturity cannot stand the enthusiasm 
of younger people. With a 25 to 30 
year age differential, it is too easy for 
one who is set in his ways to pass off 
ideas or suggestions with a shrug and 
statement that it won’t work. It may be 
too much trouble to explain that this 
or a similar idea has been tried, and to 
cite the experience that resulted from 
its trial. 

“The human factor of jealousy enters 
into the success or failure of the man 
being trained. This, of course, is not 
recognized in most cases but, neverthe- 
less, it is an important factor.” 
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Cahill On Six Classification Plan 


(Continued from Page 34) 


able countrywide experience of farmers 
ys, non-farmers we are increasing, in 
current rate revisions the 20% discount 
reflected in farmers’ rates to 30%. In 
most states this change will offset to a 
considerable degree the effect of rate 
level increases which would otherwise 
raise the rates for farmers in line with 
the increase in rates for the comparable 
non-farmer classifications.” 


Competitive Advantages of Plan 


Mr. Cahill then illustrated the advan- 
tages of the classification plan in com- 
petition and in strengthening the market 
by a simple example for an important 
rural territory as follows: 


Basic Limits Ratio to 
B.3.:2.-D. Single Class 
Class Rate Rate 
1A $34 —19% 
1B 34 —19 
1C 49 17 
2A 64 52 
2C 123 193 
3 51 21 
1AF 24 —43 
2AF 45 7 
F 02 


2C 85 1 
Average for a Single Class Plan $42. 
Risks Now Paying Their Own Way 


He then said: “If there were only one 
private passenger classification for this 
rate territory, the average rate to be 
paid by all risks would be $42, but under 
the present classification plan the rate 
for class 1AF is only $24 and that for 
classes 1A and 1B is only $34. These are 
respectively 43% and 19% less than the 
average. Conversely, the rates for class- 


es, 1C, 2A, 2C, 2AF and 2CF are all 
higher than the average rate of 2 
These risks are now paying their own 


way and none of them is being subsidized 
by the less hazardous risks from the 
automobile liability insurance standpoint 
which are classified LAF, 1A or 1B. 

“As underwriters become convinced 
that the rate structure is established on 
a basis that is equally adequate for all 
of the classifications, the market be- 
comes broadened for risks such as class- 
es 2A and 2C where the business for 
many years was not accepted freely be- 
cause of the knowledge that these classes 
were under-rated. 


Classes 2A and 2C Risks 


“T have the impression that agents ex- 
press more criticism about the rela- 
tively high rates for classes 2A and 2C 
than about any other classifications. On 
the other hand, most insureds under 
these classes with whom I have talked 
have been more concerned about the 
lack of a market for young driver risks 
than about the rate charged. The public 
knows that young male driver risks as a 
class are bad from the accident and loss 
producing standpoint. 

“Under our current program, class 2A 


for class 2 risks frequently say that they 
cannot understand the need for such 
high rates on risks with male drivers 
under age 25. They point out that, ac- 
cording to Motor Vehicle Department 
statistics for one state as an example, 
the drivers age 25 and over are involved 
in 71% of the accidents as compared with 
the lesser figure of 29% for men and 
women drivers under age 25. They fail 
to take into account that the drivers 
age 25 and over comprise approximately 
81% of the total number of licensed 
drivers in that state as compared with 
the lesser figure of 19% representing the 
drivers under age 25. 

“The foregoing figures mean that driv- 
ers under age 25 have one and one-half 
times their proportionate share of acci- 
dents, and this accident involvement ratio 
would be even worse if the Motor Ve- 
hicle Department data were available for 
the male drivers only. When the high 
accident frequency for male drivers un- 
der age 25 is coupled with the great 
severity of many of their accidents, the 
end result is that young driver risks as a 
class need to pay rates that run 90% 
higher than class 1A in the case of class 
2A risks and up 260% higher than class 
1A in the case of class 2C risks.” 

In closing Mr. Cahill felt that “we can 
be thankful for use of a refined classi- 
fication plan for private passenger cars 
which helps to keep down the rates for 
the preferred classes of risks comprising 
over 75% of the total. If it were not for 
this plan, it is probable that by now the 
specialty companies would have managed 
to garner an even greater proportion of 
this business than they have, while leav- 
ing the more hazardous risks for the 
stock agency companies to write.” 


Prof. Long Address 


(Continued from Page 29) 


surance plan whereby the younger 
party to the agreement buys life insur- 
ance on the older party to the agree- 
ment under the ‘split-dollar’ plan. The 
older party pays that part of the pre- 
mium represented by the increasing 
cash value in the policy. His estate is 
the beneficiary to that extent. 

“The younger man pays for the ‘pure 
insurance’ part of the policy and re- 
ceives the face of the policy minus the 
cash value. Does an arrangement like 
this have any applicability for you— 
either as the younger or older party? 
According to a fairly recent revenue 
ruling, the younger man is not taxed 
on the premiums paid by the older man. 

“Also, apparently only the cash value 
part of the proceeds are included in the 
estate of the older man. The estate is 
sure to receive an amount equal to pre- 
miums paid by the deceased older man. 
This arrangement amounts to a loan. 

“9. How does a buy-and-sell agree- 
ment fit your situation? Such an agree- 
ment binds one or more survivors to 
buy the agency interests of some per- 
son at his death and the estate of that 
person to sell such interest at his death. 
By creating a market for the agency 
interest before the death or retirement 
of the agent, this method should be ap- 
plied to every agency which is being 
sold. How will it fit yours? 

“Our fairly recent extensive investi- 
gation of Indiana agencies suggested 
that very few of them were ready for 
the inevitable. Every agent faces the 
problem. Death of any profitable agen- 
cy weakens the American Agency Sys- 
tem, An agency is most vulnerable at 
the retirement or death of the incum- 
bent agent. Don’t let your agency pass 
into oblivion.” 





If you are an AGENT 


who is seeking... 


A company offering multiple 
line underwriting facilities, 
through time-tested stock company 
policies, at attractive rates 


a company with a sound financial 
structure, developed conserva- 
tively over a thirty-year period 





a company whose branch service 





BUILD GOOD WILL 
with USAIG service 


Ever since pioneering “avia- 


tion insurance” in 1928, the 
United States Aircraft Insur- 
ance Group has served the 
aviation industry continually 
for over a quarter century. Its 
enviable position of leader- 
ship has been earned by long 
years of experience and an 
early established policy of 
prompt and equitable service. 


Use this USAIG good will 
building prestige and service 
to your advantage. Recom- 
mend to your aviation clients 
the many dependable bene- 
fits of "U.S. Group” insur- 
ance for any of the following 
coverages. 


AIRCRAFT HULL 
AIRCRAFT LIABILITY 
AIRPORT LIABILITY 
PRODUCTS LIABILITY 
HANGAR KEEPER’S 

LIABILITY 
AVIATION ACCIDENT 


WORKMAN’S 
COMPENSATION & 
EMPLOYER’S LIABILITY 


Backed by the combined resources 
of over 60 blue-chip member com- 
panies, a “U. S. Group” policy is, 
in the words of Mr. Leighton Collins 
writing editorially in Air Facts, “the 
most secure insurance contract ever 





risks carry rates approximately 190% 
of that for class 1A risks; class 2C risks 
carry rates that are 360% of class 1A 
in rural areas and 310% of class 1A in 
Our experience data by 


offices and field men are alert to 
the needs of the independent agent 


issued in the history of the insurance 
business”. 


urban areas. 
classification indicate that ; these rate a company that enjoys an out- Write for free sales kit 
relationships are none too high. As you of helpful information 


standing reputation for prompt 
and fair claim service ------- 


know, in an effort to avoid class 2C 
risks, many specialty companies charge 
our rate for that business, although for 
the other classes of risks their rates are 
lower than ours reflecting the effect 
of selective underwriting policy and 
lower expense costs. 

“One specialty company rates its class 
2C risks at almost 45% of the rate for y 
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over 200% in terms of their lowest rated 
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80 JOHN STREET, NEW YORK 38, N.Y. 
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classification versus the differential of 
190% that we are using. 


Reason for High Rates on Under 25 
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“Critics of the higher rates in effect 
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White Commends Florida Ruling 
As Way To Curb Fictitious Fleets 


Chicago, Sept. 11— Specific proposals 


for blocking formation of additional 
fictitious groups in the fire and casuz alty 
fields for purposes of cutting insurance 
rates were offered by Executive Sate 
mitteeman Morton V. V. White, Allen- 


town, Pa., in a report presented to the 


national board of state directors here 
today. He stiggested that if a state asso- 
ciation finds that something stronger 
than the Insurance Commissioner’s duty 
to squelch discriminatory rates is re- 
quired, then the association should turn 
to obtaining enactment of a specific pro- 
hibiting law or a positive ruling that will 
be effective. 

Mr. White said the association has his- 
torically refrained from offering model 
legislation, but he cited the 1957 law 
passed in Florida supporting Commis- 
sioner J. Edwin Larson who in 1956 
issued a ruling based upon the anti-dis- 
criminatory aspects of the Florida insur 
ance law. In a new ruling issued dds 
summer Commissioner Larson, backed by 
the new law, has specifically forbidden 
fictitious groupings for use of preferen- 
tial rates and the solicitation of partici- 
pation in such schemes Mr. White told 
the directors. 

The State of Washington has passed 
a law patterned after the Florida ruling 
of 1956, he said. In Connecticut and 
Pennsylvania bills were introduced, but 
in both cases met strong company oppo- 
sition and were not passed Mr. White 
stated. Both associations, he said, will 
renew their efforts when their legislators 
next convene. He provided each state 
national director with copies of the 
Florida order. Discussing the fictitious 
group evil Mr. White stated: 


Purposes of Fictitious Groups 


“Analysis of the Group insurance 
plague discloses that its causes are 
varied. Many—in fact, most—of them are 
born of a hustling Group secretary’s de- 
sire to promote membership in his or- 
ganization. Next most frequent cause is 
a franchise agreement between the sup- 
plier and a retail outlet. The absence of 
common ownership or lack of equity is 
overlooked by the promoters. In nine out 
of ten cases the whole plan is aimed at 
reducing insurance costs to members. 
Rarely does the plan involve better cov- 
erage. In fact, investigation has disclosed 
that better protection is available through 
normal channels in many instances,” Mr. 
White observed. 

“One can hardly blame the insurance 
buyer for wishing to reduce costs but 
the premise of these plans is without 
basis in accepted rate-making practice. 
As has been stated, membership in a 
business or fraternal organization has 
not as yet been a vital statistic in the 
many components which are important 
to casualty or fire rating. Such member- 
ship may conceivably influence the de- 
gree of moral hazard, but that factor 
has its place only at the underwriting 
desk. 

“Early attempts to obtain some spe- 
cific legislation in the states brought us 
to the immediate conclusion that our 
companies and their organizations were 
not fully aware of the rapid growth of 
these Group plans. Happily, subsequent 
discussions with company people have 
cultivated their serious interest. How- 
ever, it is well to be alert to possible 





Harrison's Report 


(Continued from Page 33) 


gest for future consideration that an 
industrial accident prevention committee 
be set up as a separate and distinct 
committee of our good association, as 
there is much work to be done along 
these lines.” 


company opposition in going to your 
legislature for relief. 
Commissioner Has Duty to Act 


“It has been pointed out to us that 
the Insurance Commissioner has_ the 
power—and duty—to outlaw discrimina- 
tory rates. We recognize that. And 
where the plan comes to the specific 
attention of the Commissioner, we must 
assume that he will forbid its use. How- 
ever, a non-admitted carrier does not 
file rates, and in other ways, the plans 
are circumventing the screen of state 
regulation. 

“Beyond the discriminatory aspects, 
other violations of the regulatory laws 
have been present in these schemes. 
Unlicensed persons have been soliciting 
insurance. This occurs when a member- 
representative contacts the brethren to 
urge participation. Surplus lines laws are 
being violated when the Group plan is 
initially arranged with a foreign carrier, 
with no overtures being made to domes- 


tic companies. Evasion of state premium 
taxes and violation of countersignature 
laws are also involved,” Mr. White told 
the directors. 

“The one sure way then to stop the 
fictitious Group idea is to prohibit it 
per se, as has been done in many states 
to the fictitious automobile fleet. State 
Treasurer and Insurance Commissioner 
J. Edwin Larson of Florida has taken a 
very positive position in his state by 
exercising his power to issue an order 
which is law.” 


Convention Committee 

Chicago, Sept. 9. — Nels A. Ulseth, 
general convention chairman, welcomed 
the NAIA gathering to the city, where 
nine annual meetings prior to this year 
have been held, including the first ‘con- 
vention in 1896. 

Associated with Mr. Ulseth on the 
convention committee are Earl J. Clem- 
ents, Philip L. Cochran, L. R. Fisher, 
Clarence E. Freeto, Dwight Ingram, 
Richard C. Keller, Hugo J. Kralovec, 
Sanford Lederer, Arthur Noll, Stephen 
T. Pepich, Roy L. Proctor, Edwin P. 
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Virginia Rate Case Now in 


Final Stages, Burns Says 

While the NATA fidelity and surety 
committee had hoped this year to hold 
conference meetings with the Surety 
Association of America—and every effort 
was made to establish procedures for 
such meetings—Frederic L. Burns, Man- 
chester, N. H., chairman of this com- 
mittee informed the annual meeting in 
Chicago September 9 that the Surety 
Association’s interest in and concern with 
the Virginia rate case had necessitated 
postponement of agent-company get-to- 
gethers. 

Mr. Burns told the NATA that the 
Virginia rate case is reportedly now in 
its final stages and he, therefore, antici- 
pates that conference discussions on 
fidelity-surety matters can be resumed 
in the near future. 

He then gave a run-down of interest- 
ing developments in this important case 
in the past year which center around 
the investigation by the Virginia State 
Corporation Commission into the fidelity- 
surety rate structure as it relates to the 
Commonwealth of Virginia. Mr. Burns 
reported: 

“Following submission of its direct 
testimony by the Surety Association on 
various classes of bonds and rates, a 
cross examination of that testimony was 
conducted by counsel for the State Cor- 
poration Commission at Richmond on 
June 24, 1957. Counsel introduced into 
the case several additional exhibits which 
were thereupon analyzed by the Surety 
Association. 

“At a further session of this rate hear- 
ing, September 9 in Richmond, the 
Surety Association submitted a_ brief 
analyzing the additional testimony in- 
troduced by the Corporation Commission 
as well as submitting a_ brief which 
analyzed all testimony submitted during 
the entire course of this rate hearing of 
several years’ duration.” 

Mr. Burns said in closing that the final 
steps in this case will be for the Cor- 
poration Commission to review the testi- 
mony and exhibits of its counsel and 
those of the Surety Association, and then 
to give its findings and recommenda- 
tions. “It is anticipated that this climax 
of the prolonged rate case will occur in 
the near future. What the final verdict 
will be, and its impact upon the fidelity- 
surety business — upon companies and 
agents —is still difficult to assess at this 
time.” 


Aetna C. & S. Delegation 


Eight home office staff members of 
Aetna Casualty & Surety and the Stan- 
dard Fire attended the annual meeting 
of the NATA in Chicago. They included 
Edward C. Knapp, vice president; and 
Rudolph C. Larson and Dexter Ford, 
field supervisors, casualty division; Her- 
bert F. Hausman, secretary, and Edwin 
C. Burke, assistant secretary, fire divi- 
sion, and Cayl F. Von Pechmann, assis- 
tant secretary, marine division. Repre- 
senting the advertising-publicity depart- 
ment were Robert E. Brown, Jr., assis- 
tant manager, and William J. O'Meara, 
casualty advertising manager. 
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Future Of Farm Underwriting 


Secretary Walinder, America Fore Group, Sees Fewer Farms 
of Greater Insurable Value; Deferred Loss Payment 
Clause; Preferred Rating Plan; Hail Insurance 


Chicago, Sept. 11—Means for attaining 
successful farm underwriting were out- 
lined by Secretary B. R. Walinder of 
the America Fore Insurance Group when 
he addressed the breakfast conference 
of the rural and small lines agents this 
morning at the Conrad Hilton Hotel. He 
stressed the outmigration from the 
farms to the cities and towns and cited 
the problems and changes, insurance- 
wise, resulting from such a continuing 
movement of the rural population to 
industrial areas. Mr. Walinder then told 
the large group assembled at the break- 
fast session: 

“Industry alone is not responsible for 
the outmigration. Acreage controls lend 
their emphasis. A farmer must have 
sufficient acreage to earn a living so the 
solution seems to lie in buying the 
neighboring farm. Then, too, a farmer 
without modern machinery is fighting a 
losing cause. On the other hand, if he 
has the machinery he must have suffi- 
cient acreage to derive the maximum 
benefits. Again it seems the solution 
lies in buying the farm next to his. This 
is progress but this progress creates a 
serious problem for the farm  under- 
writer. 


Vacant Farm Buildings 


“When two farms become one or three 
farms become two, some of the buildings 
invariably become vacant and lose their 
utility value and, if destroyed, are not 
replaced. The companies are quite re- 
luctant to insure vacant farm buildings 
because as we al] known they deteriorate 
rapidly and this is especially true if the 
weeds are permitted to grow up around 
the buildings. It might surprise you to 
know that in one state for every ten 
dwellings destroyed by fire in 1955 and 
1956 only four were replaced. In fair- 
ness I must say that these dwellings 
were not all vacant and I should add 
that these dwellings were, in the main, 
not modern and of less than average 
value. 

“To make vacant buildings more palat- 
able to the underwriters a so-called De- 
ferred Loss Payment Clause was intro- 


duced into the schedules of several 
midwestern states. This clause allows a 
reduction in the fire rate of approxi- 


mately 20% and provides that only 60% 
of the amount of insurance will be paid 
unless the building destroyed by fire is 
replaced within a year and within 300 
feet of the original building site. 

“This clause is not intended for vacant 
property only but its use should en- 
compass any building where the utility 
value could be questioned. Some agents 
use it quite generally; others not at all. 
Unfortunately, some mortgagees object 
to the clause even when the farmer is 
in favor of it in order to reduce his 
premium. There are those of us who 
still believe that a more universal use of 
the clause would be beneficial to the 
insureds, the agents and the companies,” 
said Mr. Walinder. 

“In some quarters the thinking is 
that the outmigration will slow down 
in the near future. I for one believe 
it will slow down eventually but not 
yet. It is inconceivable that the ma- 
chinery manufacturers have reached 
their peak whereas it is more likely that 
as time goes on they will continue to 
increase the efficiency of their product. 


Sees Future Brighter 


“I do not want to appear pessimistic 
regarding the insuring of farm property 
because I am not. Instead I think the 
future, not necessarily the immediate fu- 
ture, is brighter than the past. In sup- 
port of this I should like to refer to a 


talk recently delivered by Assistant Sec- 
retary of Agriculture Earl L. Butz. Here 
are a few excerpts from his talk: 

“It’s possible farm historians will 
refer to the 1950s as the decade of the 
scientific break through. Considering it 
may take as much as 1,200 pounds of 
feed to make 100 pounds of pork at high 
temperatures, as against 350-400 pounds 
of feed at lower temperatures, such a 
picture of piggy domesticity is not in- 
conceivable. Farm sons and daughters, 
as well as farmers themselves, have been 
shifting to non-farm vocations in this 
country for generations. 

“Tt was in this manner that indus- 
trial America grew. Only the rapidity 
of the present shift is new. Agriculture 
will use ever-increasing amounts of cap- 
ital in total, per farm and per man. 
This trend has been particularly pro- 
nounced during the past two decades. 
Its continuance is inevitable. As recently 
as 15 years ago, the average U.S. farm 
had about $3,500 invested in land and 
equipment for each farm worker. To- 
day that figure is over $15,000 per 
worker, and compares with an average 
outlay per industrial worker of $13,000. 
Another result of changes in farming is 
that machines will continue to displace 
workers on farms. While scarcely a new 
trend, nevertheless total man hours for 
all farm work has dropped about one- 
third in the two decades since just 
before World War II. Put another way, 
farm output per man hour has more 
than doubled in the last two decades.’ 


Unit Value of Farm to Increase 


“Tt seems conclusive that as time goes 
on there will be fewer farm insureds but 
the insurable value per unit will be far 
greater than it has been in the past,” 
Mr. Walinder stressed. 

“The other day there was a report 
to the effect that some Senators were 
withholding approval of an Assistant 
Secretary of Agriculture as they had it 
in mind that he was determined to 
eliminate the family size farm. There 
are those who might well hold to the 
belief that this thinking is a bit far- 
fetched. To some it is inconceivable that 
the family size farm is a thing of the 
past or will ever die out. There is this 
about it: in the future the family size 
farm will be larger and represent a 
greater investment but it will not be 
discontinued. 


Preferred Rating Plan 


“The future of successful farm under- 
writing lies in the writing of the better 
type of farm for the successful farmer. 
One who has the necessary capital and 
who knows his business. The companies 
must appeal to you agents to seek that 
class. To this end in several of the 
Midwestern states a preferred rating 
plan has been introduced in the rate 
schedules. The purpose is to differenti- 
ate rate-wise between the better class 
and the mediocre. 

“No one would contend that the new 
plan is perfect but you agents can be 
assured that as experience is gathered 
those features which make a farm risk 
desirable will be given proper rate con- 
sideration. Those of us who are inter- 
ested in the farm business country-wide 
can only hope that the day is not far 
distant when the rates in all of the 
states will be such as to attract the 
better class of farm. That day should be 
profitable to the agents and the com- 
panies alike. 


Hail Insurance Growing 


“So long as we are dealing with insur- 
ance for the farmer it perhaps would be 


WHEELER ON SALES PLAN 





“Sizzle” Expert Says What Agent Says 
Is Most Important; Use Simple 
Words and Few of Them 


Chicago, Sept. 9—Elmer Wheeler, na- 
tionally known expert on selling, when 
telling the convention today what makes 
people buy emphasized use of the “siz- 
zle,” his own term for those few but 
magically chosen words arranged in a 
simple yet easily verified fact or state- 
ment about the product. 

“People buy the sizzle, not the steak,” 
is Mr. Wheeler’s sales philosophy. “They 
won't itch” sells red underwear, “They 
won't roll” sells square clothes pins, and 
“It won’t rub off” sells white shoe pol- 
ish. In intangible selling, the sizzle is 
usually the planned, sure-fire, tested 
statement or question, he said. The in- 
surance salesman might start off with 
“How many men in your company are 
over 65 years of age?” and lead the 
client into a discussion of who will hire 
him at that age and from there into 
buying an insurance policy. 

“What you say about what you know 
is much more important than what you 
know,” Mr. Wheeler stressed. “Your siz- 
zles must be framed into 25 words or less 
and the selection of your first ten words 
can either make or lose the sale. The 
simple word is always more effective 
than the more abstract word.” 

Mr. Wheeler says to use five-cent words, 
not 6l-cent ones. “Empty” is better than 
“vacant,” “back” is better than “rear.” 
Speak with straightforwardness, and 
sure-footedness, advises Mr. Wheeler. 
Avoid the ah’s, ands, ifs, buts, and “what 
I mean to say was.” Mr. Wheeler warns 
that the mechanical, rote-memorized 
speech is ineffective, but that the sales- 
man should have a planned talk, filled 
with sizzles that he has tested for sala- 
bility. 

“Demonstrate your sizzles. 
manship, backing up your sure-fire state- 
ments with action that verifies 
the statement and at the same time 
keeps the attention of the eye as well as 
the ear of the other person. Don’t ask if, 
ask which. Always give the other person 


Use show- 


some 





remiss if no mention were made of hail 
insurance on growing crops. The pre- 
mium volume is growing each year. If 
you are writing fire and extended cover- 
age on a farmer’s buildings and personal 
property I want to urge you to cover his 
growing crops from hail. Failure to do 
so might well let some non-stock com- 
petitor get his foot in the door through 
the medium of a hail policy. This might 
well mean the loss of the entire line. 

“All phases of the hail business, with 
the exception of loss adjustments, are 
under the jurisdiction of the Crop Hail 
Insurance Actuarial Association located 
in Chicago. 

“The CHIAA is working on another 
rather stupendous and intriguing task. 
Several years ago the officers of the 
National Association requested the com- 
pany officials in the East to explore the 
possibility of developing a mulitple peril 
crop policy. This job was turned over 
to the Crop Hail and some progress has 
been made. It is hoped that something 
can be worked up that will have an 
appeal to the farmers. 

“No flight of fancy is required to real- 
ize that the premium potential of a crop 
policy is tremendous. We sincerely hope 
that our efforts will bear fruit to the 
ultimate benefit of the farmers, you 
agents and the companies alike,” Mr. 
Walinder concluded. 


a choice between something and some- 
thing. Do you prefer the $5,000 or the 
$10,000 plan? Which style do you like? 
What colors do you like?” 

Lastly, Mr. Wheeler suggests that the 
salesman listen to his own voice, as radio 
announcers do, for that tone of 
which seems to smile, the pleasant, warm 
and human tone. 


voice 
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27 topflight companies 
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Large Line Awents: 
Hear Parker, Perlet 


POINT TO LATEST TRENDS 


Parker Replies to to Calitien Who Claim 
Rating Machinery Moves Too 
lowly 


Chicigao, Sept. 11. — A strong de- 
fense of fire insurance rating methods 
was made by kK. H Parker, manager, 
Western Actuarial Bureau, when he 
spoke this morning before a_ well-at- 
tended breakfast gathering of metro- 
politan and large lines agents. He re- 
plied vigorously to critics who claim 
rates are based on statistics of past 
years which do not realistically reflect 
present costs and loss frequency. 

H. F. Perlet, general manager, Multi- 
Peril Insurance Conference, spoke on 
new developments in package policies and 
expressed the belief that the new broad 
form dwelling policy now in process of 
construction will be available in 1958 

Mr. Parker stated that present fire 
rating machinery continues to merit con- 
fidence. However, present fire losses are 
excessive despite excellent fire preven- 
tion efforts and sensible rating, he said. 
The business is now passing through an 
era of unsatisfactory underwriting ex- 
perience, not the result of inefficient 
rating. Competitive forces often tend to 
determine a rating trend, and he assured 
producers that rating bureaus do not aim 
at loss-producing rates. 

As to the argument that rating ma- 
chinery moves too slowly to keep up with 
today’s losses Mr. Parker stated that, 
except for broad classes, rates are based 
on present day risks without direct re- 
gard to statistical experience of past 
years. Rates on individual risks are 
made, he said, with a look to the future, 
with past experience only a_ general 
guide and not an absolute basis for 
decision. Informed judgment is an im- 
portant guide, Mr. Parker said. 

Judgment must apply to future rating 
to a degree, and Mr. Parker said some 
State Insurance Departments fail to al- 
low rating bureaus to use much of any- 
thing ‘xcept statistics of past years. 
This "A feels is unrealistic. 

Perlet on Multi-Peril Conference 

Mr. Perlet said that the new Multi- 
Peril Insurance Conference has 294 com- 
panies in 141 groups as members and 
subscribers. The conference is an ad- 
visory organization. Last year, he said, 
homeowners policies developed premiums 
of $175 million and comprehensive dwell- 
ing policy about $0 million. When the 
new broad package policy is formulated 
and put on the market it will replace 
existing broad dwelling forms. He could 
not give details on the new dwelling 
policy because the project is still in hands 
of the committee. However, he stated 
there is an aim to retain a degree of 
flexibility, with as nearly an indivisible 
premium as possible. 

The new commercial property cover- 
age, now approved in 45 states, but not 
including New York, has not revealed 
sufficient experience to determine future 
changes, Mr. Perlet said. However, 
there may be reviews of eligibility areas, 
rates and inland marine-coverage later. 
He cautioned that this form must be 
underwritten carefuly if a profit is to be 
made 

Mr. Perlet asked agents not to re- 
quest still broader forms of coverage 
without expecting increases in premium 
charges. There cannot continually be 
more protection at lower costs these 
days. Companies must retain the right, 
he said, to make changes in rating struc- 
tures, upward where necessary. Present 
rate discounts on package policies, he 
pointed out, are based on assumptions 
of good underwriting and proper insur- 
ance to value. This is where agents can 
help tremendously. Regarding terms of 
package policies, these cannot be written 
now for five years, he said, due to the 
high discounts. In five years there could 
be many loss developments rendering 
rates inadequate. 
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New Text Book on Auto 
Insurance Acclaimed 


ITS AUTHOR IS L. F. SMITH 


As NAIA’s Educational Director He Also 
Will Write Reference Books on 
Other Major Lines 


Chicago, Sept. 10. — A new and power- 
ful weapon to aid in selling automobile 
insurance, which the NATA educational 
committee feels should be in hands of 
every agent, is the large new reference 
text book entitled “Automobile Insur- 
ance,” written by Educational Director 
Lawrence F. Smith. “This is the most 
complete book of its kind,” Norvell Trice, 
Richmond, Va., chairman of the educa- 
tional committee, told a breakfast con- 
ference here this morning attended by 
over 100 agents. It is a completely new 
book, designed to give NATA members 
all the facts on auto policies, coverage, 
rates and premiums. The committee 
strongly recommends widest distribution. 
Assisting Mr. Smith is Charles Barnard, 
NAIA’s assistant educational director. 

Mr. Smith told the meeting it is con- 
templated to write new reference books 
also for general liability, inland and 
ocean marine in one volume and_pack- 
age policy coverage after the new broad 
dwelling form, now in process, has been 
put on the market. 

The new automobile book was de- 
scribed this morning by Mr. Smith. Fur- 
ther details about it will be found in 
review of the educational committee re- 
port elsewhere in this issue. While this 
book cites manual pages from Connecti- 
cut, because the author resides there, 
it can be readily adapted to other states 
by taking similar pages from auto manu- 
als for such states. 


SIX PRESIDENTIAL CITATIONS 


Awarded by Battles to Messrs. Miller, 
Mezey, Schroeder, Carter, Margraff 
and Prola 
Chicago, Sept. 9—Six local insurance 
agents were especially honored bv Presi- 
dent Robert FE. Battles of the National 
Association of Insurance Agents at the 
opening general session here today of 
its 61st annual convention at Conrad 

Hilton Hotel. 

Presidential citations were awarded to 
the following individuals for bringing 
prestige and credit to the American 
Agency System during the past year 
through eminent accomplishments in 
their business, civic or personal lives: 

Alan H. Miller, Hackensack, N. J., 
chairman, NAIA advertising committee ; 
Albert E. Mezey, New York, N. o 
member, NAIA metropolitan and large 
lines re Jack C. Schroeder, 
Chico, Cal., member, NAIA property 
insurance committee; Harry M. Carter, 
Savannah, Ga., immediate past state 
national director, Georgia Association of 
Insurance Agents; George J. Margraff, 
Philadelphia, Pa., state national director, 
Pennsylvania Association of Insurance 
Agents and member. NATA finance com- 
mittee, and Joseph F. Prola, Springfield, 
Ill., chairman of the board, Illinois As- 
sociation of Insurance Agents. 


Hawaii Board Wins Fire 
Safety Contest Award 


Chicago, Sept. 9—The Fire Safety 
Contest Award, presented by the Na- 
tional Board of Fire Underwriters to the 
state association which has performed 
the most outstanding work in fire safety 
during the preceding year, was presented 
here today to the Board of Underwriters 
of Hawaii at the NATA_ convention’s 
opening session, 

Fred B. Foster of Honolulu accepted 
this award from Fred W. Westervelt, Jr., 
public relations director of the National 
Board. 
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PAST PRESIDENTS’ DINNER 
A Social Highspot of Every NAIA An- 
nual Meeting; Bell and Harrington 
Lead Processsion of Past Nat'l 
Leaders 

Chicago, Sept. 8. — Immediate Past 
President Kenneth Ross, Arkansas City, 
Kans., was host tonight at the traditional 
Past Presidents’ dinner, one of the social 
highlights of every NATA annual con- 
vention. Leading the procession of past 
national leaders were Frank R. Bell, 
Sr., Charleston W. Va. and W. Eugene 
Harrington, Atlanta, Ga., who were 
presidents, respectively, in 1923 and 1927. 
Frank R. Bell, Jr. is now active in the 
NAIA as a national director. Cliff 
Jones, Kansas City, Mo., who was NAIA 
president in 1925, was also on hand. 

Other past NAIA heads attending the 
dinner were Charles L. Gandy, Birming- 
ham, Ala., 1932; Allan I. Wolff, Chicago, 
1933; Sidney O. Smith, Gainsville, Ga., 
1939; David A. North, New Haven, 1942: 
Guy T. Warfield, 3altimore, 1946: John 
C. Stott, Norwich, N. Y., 1948; O. Shaw 
Johnson, Clarksdale, Miss., 1949; Melvin 
J. Miller, Fort Worth, Tex., 1950; Walter 
M. Sheldon, Chicago, 1952; E. J. Sey- 
mour, Monroe, La., 1953; Joseph A. 
Neumann, Jamaica, N. Y., 1954. 

The present NAIA leaders were repre- 
sented at the dinner by President Robert 
E. Battles, Los Angeles; Vice President 
Louie E. Woodbury, Jr., Wilmington, 
N. C.; executive committee members 
Porter Ellis, Dallas; Maurice J. Hartson, 
New Orleans: Paul H. Jones, Tucson, 
Ariz.; Dave R. McKown, Oklahoma 
City; "Archie M. Slawsby, Nashua, N: H., 
and Morton V. V. White, Alicia, Pa. 
Present also was George S. Hanson, 
NAIA general counsel and executive sec- 
retary. 

Wives of most of the past presidents 
and current leaders likewise attended this 
gay affair. 


America Fore Directory 

Chicago, Sept. 10. — A perennial fav- 
orite at every NAIA convention — the 
America Fore Directory of Delegates and 
Guests — was distributed this mornine. 
America Fore Group does a remarkabl: 
job in gathering, collatine and printine 
the names of about 2,000 agents and 
others, and hz wing: the directory ready 
on the second morning of the convention. 
It is eagerly sought. This vear delegates 
are registered not only at Conrad Hilton 
Hotel but also at 13 other hotels and 
clubs here. Vice President Frank S. 
Ennis, in charge of America Fore’s ad- 
vertising, supervises publication of this 
handy volume. 


LARSON DIES OF HEART ATTACK 

Chicago, Sept. 11. — Harold B. Larson 
of Portland, state national director of 
Oregon, died of a heart attack here 
today while attending the NAIA con- 
vention. 


Administration Report 


(Continued from Page 21) 


System, but rather the individual short- 
comings of some of those who com- 
prise it. 

“It has been demonstrated time and 
time again that the expense ratio of the 
American Agency System companies is, 
for all practical purposes, precisely that 
of non-agency companies. It has further 
been demonstrated on countless specific 
occasions that our agent members can 
out-sell direct writer insurance to a 
spectacular degree. 

“In light of these facts, I hope 
will be increasingly clear to all that the 
most serious mistake we could possibly 
make would be the eg Sy of any 
measure which would alter the American 
Agency System in the slightest. It is the 
individual and collective performance of 
that system that is under scrutiny—not 
the system itself. 

“Every member of ours should par- 
ticipate more actively in his association’s 
affairs and bring himself up from the 
mediocrity, or worse, which character- 
izes the agent who only reluctantly pays 
his dues and never exerts the effort to 
realize the benefits of his membership 
by active participation.” 

“Fortune” Article on Allstate 

Before closing his report Mr. Battles 
referred to a “Fortune” article—Septem- 
ber issue—about President Judson B. 
3ranch of Allstate Insurance Co. and his 
organization. Mr, Branch was quoted as 
saying that “in this industry Allstate is 
much like the illegitimate child at the 
family reunion.” In turn, “Fortune” an- 
alyzes the competitive situation in this 
one terse sentence: “Customer service is 
the main battle ground... .” 

According to Fortune, “Allstate ar- 
gues that to the policyowner the most 
important service is claim settlement for 
which competitors’ agents lack full au- 
thority.” The article concludes with the 
statement that the advertising war is 
just now warming up. 

Commenting on the Allstate article, 
Mr. Battles said that as far as increasing 
production is concerned, “we have the 
answers within our grasp if we will sim- 
ply make the effort. .. . Let’s ‘get there 
fustest with the mostest’ in the adver- 
ising war,” he exclaimed. “Your Na- 
tional Association has given you the 
ammunition—pick it up and use it!” 


Northington AAA Tribute 


Chicago, Sept. 11—Commissioner Arch 
E. Northington of Tennessee, who is 
NAIC vice president, substituted for 
Comniissioner Navarre, Michigan, who 
was ill, at the closing session here today. 
Mr. Northington spoke inspirationally on 
the growth and prosperity of the insur- 
ance industry under the American 
Agency System. He declared that AAA 
will continue to sustain “this most desir- 
able concept in insurance marketing.” 
However, he warned, agents must main- 
tain highest standards of integrity, 
knowledge and service to public. 
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MARINE OFFICE of AMERICA 


and 


STATE of NEW YORK INSURANCE DEPT. 


Join the proud tenant roster at 


123 WILLIAM STREET 


The select, blue ribbon list of companies and or- 

ganizations that will establish headquarters in this 

new 26-story, fully air-conditioned office structure 

at the hub of the insurance district also includes: 
American Casualty Company 
American Insurance Group 
General Adjustment Bureau 

Gold Field American Development Co. 


Hartford Fire Insurance Co. Group 


The London Group 





yl 


123 WILLIAM STREET 


Wy 
O PENING its doors next month as the newest addition Owner: CLARSON COMPANY 
to Manhattan’s office building skyline, this striking ultra- Builder: DIESEL CONSTRUCTION CO.. INC. 


modern symbol of the prestige and outstanding leadership 
Architect: EMERY ROTH & SONS 


of the American insurance industry is virtually 100 per 


cent rented to just eight tenants. Renting Agent: CHARLES F. NOYES CoO., INC. 
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Whatever your client’s 
business—wherever it is 
located abroad—AFIA has 
the skill, know-how and 
experience to provide 
insurance that carefully fits 
the particular needs. 


World-wide in scope, 
AFIA operates through 
more than 600 offices in 69 
countries. For decades 
it has successfully 
served America’s leaders 
in industry. 


It will pay you to discuss 
the overseas insurance 
problems of your clients 
with the nearest office of 
AFTIA. No risk is too large, 
nor none too small, to 
deserve AFIA’s expert 
attention. 








AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street e« New York 38, New York 


CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DATIZAS GFFICE ....cccscwd 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOS ANGELES OFFICE............ 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE . . Russ Building, 235 Montgomery Street, San Francisco 4, California 
WASHINGTON OFFICE . . . Woodward Building, 733 15th Street N.W., Washington 5, D.C. 


An association of 22 American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 






























NAIA Meeting In Chicago 





Maxwell On Successful Solicitors; - 
Opposed to Non-Productive Ownership 


Chicago, Sept. 10—Robert Maxwell of 
Texarkana, Ark., winner of the coveted 
Woodworth Memorial at the New York 
convention last year and former member 
of the NAIA’s executive committee, told 
the convention today of successful meth- 
ods used by his agency in developing 
solicitors, and offered thoughts on agency 
ownership problems. F. W. Offenhauser 
& Co., with which Mr, Maxwell is affili- 
ated as a partner, has nine solicitors 
and 26 other employes for a total of 46 
persons. 

F, W. Offenhauser & Co. uses a 
planned production program to develop 
a strong portfolio of business, Mr. Max- 
well stated. The agency is this year 
celebrating its 75th anniversary. He said 
that “we occupy a small three story 
building in the heart of the business 
district. We have a ground floor location 
for proper servicing of our customers 
and for convenience in paying bills, with 
the second and third floors of the build- 
ing devoted to the other functions of an 
insurance office. I would like to empha- 
size that we are in the insurance busi- 
ness exclusively. We do not sell real 
estate, we do not conduct a_ banking 
business, a loan office or even life insur- 
ance. We are located in a town of ap- 
proximately 50,000 population. 


New Solicitors 


“We are ready for the employment of 
a new solicitor if his qualifications read- 
ily indicate that he is ready to become 
a producer, for we know that he will 
pay his own way from the pattern pro- 
duced and experience gained with other 
solicitors. But, it is another story when 
the time has come to employ or create 
a new position of sales manager, and 
place a man on a job full time where 
he will not be engaged in personal pro- 
duction, but in supervising the produc- 
tion of others. It takes farsighted plan- 
ning to foresee that such expenditures, 
in the long run, enable the individual 
producers to do the job they should do. 

“We have been able to maintain a 
relatively low rate of turnover on soli- 
citors in spite of the shortage of ‘man- 
power,” Mr. Maxwell said. “We believe 
this to be due to the experience we 
have gained over the years in selecting 
and training men, followed by planning 
their production program. 

“The years have taught us that the 
high powered, fast talking high pressure 
salesman has no place with us. We try 
to pick men who have had to work for a 
living, preferably having attained their 
education by working their way through 
school. We prefer local residents to out- 
of-towners. At the time of employment, 
we point out the necessity of making 
evening calls at times and working on 
Saturday. 

Training Lasts Several Weeks 

“Breaking in a new solicitor is a diffi- 
cult job. We start them out by having 
them work for several weeks, with the 
other solicitors. He rides with the ex- 
perienced man, watches, listens, and asks 
questions. He is given reading material 
for night reading, and other material 
from our library. This period of train- 
ing may last several weeks. Then the 
solicitor is started in on delivery of poli- 
cies which might otherwise be mailed, 
or on accounts where the delivery is 
routine. Gradually he takes over a few 
accounts for collection purposes. 

“The next step is assignment of 
dwelling renewals for delivery, to be 


worked for increases, or for customers 
for whom we do not have household 
goods. 

“From this point on, each month the 
new solicitor is given additional work 
until at the end of approximately six 
months, he assumes his regular position 
as a full fledged solicitor. 

“When the men reach this point we 
try to evaluate them for attendance at 
company operated schools. Some are 
just not interested, or for family reasons 
cannot go. We have had a number of 
men attend these schools. Our experi- 
ence has been that they should have a 
good background of insurance experi- 
ence before attendance. Incidentally, we 
have paid the cost of attendance at 
these schools, but take a note for the 
cost, which is cancelled if the man stays 
with us two years. 

“When a man is employed, we explain 
to him the term of employment. He 
understands that he is an employee. The 
business he develops is the property of 
the agency,” Mr, Maxwell declared. 


Compensation of Solicitors 


“All of the solicitors are paid a flat 
rate monthly allowance for the operation 
of their automobiles. In addition, they 
receive a salary which is considered to 
be compensation for doing work of vari- 
ous kinds of business already on the 
books of the agency. 

“The remainder of the compensation is 
called “bonus,” paid monthly and consists 
of commission on all new business writ- 
ten by the solicitor, payment on number 
of collections and payment on amount 
of collections made. 

“During the first few months of em- 
ployment the solicitor is given a guar- 
antee or until his earnings exceed the 
guarantee. He usually is given six months 
to get his earnings up to the guarantee. 

“In addition to the salary, bonus and 
automobile allowance, we have free life 
insurance and free hospitalization insur- 
ance for all employees. 

“The key to the success of the plan is 
supervised production. This begins with 
the business already on the books. At 
renewal the solicitor will receive the 
policy with a slip to work for business 
not now with the agency, listed spe- 
cifically by item. He is expected to re- 
port back on that transaction. 


Getting New Prospects 


“We attempt to accumulate prospects 
through securing the following infor- 
mation: 

“(a) A list of all real estate transac- 
tions made in the counties we serve. 

“(b) A list of all new automobiles sold. 

“(c) Expirations of automobiles with 
finance companies. 

“(d) New meter connections. 

“(e) Building permits. 

“An office meeting is held at 8 A.M. 
five days a week. All producers attend 
these meetings. At that time prospects 
are called out by name and class, and 
assigned to solicitors. Usually they ask 
for the assignments on people they 
know. A 3 x 5 card is prepared on 
the prospect and a copy given to the 
solicitor. The sales manager, who super- 
vises the accumulation of prospects and 
assignments keeps up with the assign- 
ments. 

“We have a series of blackboards and 
there is a board for each solicitor. Each 
prospect assigned is listed on the so- 
licitor’s board, and is not removed until 
the card is returned to the sales man- 
ager. These boards are checked about 
twice each week. All producers in the 
agency, including the partners, have a 
board. They make their reports in the 
same manner as the _ solicitors,” Mr. 
Maxwell revealed. 

“Thus, each producer, in accepting a 
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prospect, knows that he should see that 
prospect and make a report back in 
order to be relieved of the listing. 

“As a part of the production program 
we try to run contests with special prizes 
and awards for the production of special 
classes of insurance. A year ago on an 
accident insurance contest the winner 
was given two tickets to the Cotton Bowl 
football game in Dallas, plus expenses. 
This phase of the production program 
has not been given the emphasis it de- 
serves, but we do hope to increase this 
portion of the program in the future. 


Success of Ground Floor 


“Since the start of our agency until 
1950, we had always occupied the sec- 
ond floor of our building, with the first 
floor rented out. In 1950 it became neces- 
sary to secure more space so we finally 
decided to take over the first floor also. 
This became one of the finest moves we 
have ever made. We have a counter 
completely across the front of the down- 
stairs section, and keep two people on 
duty to take care of the customers. In 
an average week we handle as many as 
250 transactions at the counter. Many 
customers pay for their insurance at the 
counter, and we are able to renew, notify 
and hold an annually increasing number 
of renewal policies by the use of this 
new facility. 

“It has not been possible for us to 
measure accurately the extent to which 
we have new customers come in, and 
thus develop new business from this 
move, but we do know that the down- 
stairs office is about as busy as we could 
hope for it to be, and it does present a 
real savings in handling renewal busi- 
ness. We definitely believe in the prom- 
inent first floor location for an agency 
as a result of our experience. 


Non-Active Owners 


“T wish to emphasize that there should 
not be any ownership of an insurance 
agency in whole, or in part, which does 


not contribute to the production and 
servicing of the business. 

“The basic reasoning back of this be- 
lief, is, that the agency cannot continue 
to attract and hold the type of employe 
which will lead to a strong and vigorous 
agency unless the employe feels that 
there is an opportunity to become an 
owner or at least an opportunity to share 
in the profits, without heavy withdrawals 
by persons who have made no material 
contribution to the development of the 
business. 

“To be specific, it is my belief that 
there should be no stockholders in a 
corporate agency who do not contribute 
in time and influence in proportion to 
their stock ownership of an insurance 
agency. Second, in partnerships it is my 
belief that there should be no ownership 
by widows, children, or other persons 
who make no material contribution to 
the development and servicing of the 
business. 

“In the highly competitive field in 
which we are today engaged, the imposi- 
tion of non-productive ownership is a 
burden which few agencies can bear, and 
in the planning for the future of your 
agency, I hope you will seriously con- 
sider this point of view. 

“Take the case of the two man 
agency,” said Mr. Maxwell. “The part- 
ners agree between themselves that in 
the event of the death of one of the 
partners the widow of the other would 
be continued as a partner, but drawing 
no salary, simply participating in the net 
profits after paying the proper salary to 
the surviving partner. On paper that 
may look very well and it may seem a 
fine manner of providing income for 
the family over a period of years. It 
is my thinking that basically it is un- 
sound. It burdens the surviving partner 
with having to do the work of two men. 
If he decides to employ a person to 
assume the deceased partner’s duties he 
soon finds that he is unable to keep a 
capable man on the job because he can- 
not be properly compensated. It is the 
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New Farm Rates and 


Auto Cost Problems 

The rural and small lines agents com- 
mittee reported to the NAIA convention 
this week through its chairman, Clarence 
Osceola, Iowa, that “all 15 
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first step in a drying up of and the wast- 


ing away of an insurance agency.” 


Hartford 3, Conn. 





Ind. Most all the Insurance Commis- 
sioners of the 15 states have approved 
the new rates and the broadened cover- 
ages. 

“The committee believes the excessive 
cost of autmobile insurance for the under 
twenty-five family and farm operator is 
a very pressing problem and that pro 
hibitive rates force the business into 
companies with captive agents. The re- 
sult may be that, with the break-through 
in this one line, farm buildings and 
personal property lines will be much 
more vulnerable to that type of company. 
The committee is also concerned with 
the problem of the autormobile manufac- 
turers placing in the hands of the gen- 
eral public such powerful and unneces- 
sarily luxurious automobiles which create 
excessive costs for repairs and, in turn, 
high insurance rates.’ 
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Brokers Challenge Allstate To Show 
23 Added Features In Auto Policy 


A complaint charging that a recent ad- 
vertisement of Allstate for its Crusader 
Policy may violate the fair trade prac- 
tices section of the New York Insurance 
Law, has been filed with the New York 
Insurance Department. The Crusader is 
Allstate’s automobile liability insurance 
policy 

Cited specifically was the large display 
advertisement which appeared in the 
Long Island Daily Press on August 21. 
It proclaimed that “Allstate’s Crusader 
policy has 23 added protection features to 
give you the extra protection you need 
today.” 

This approach has been used on pre- 
vious occasions by Allstate, according to 
Mortimer L. Nathanson, president of the 
Greater New York Insurance Brokers’ 
Association, and he said “we have now 
decided to challenge it. 

In a statement Mr. Nathanson said 
that his association requested its coun- 
sel, C. Joseph Danahy, to study the 
language of the advertisement and lodge 
a protest if it appeared that the law was 
being violated. The letter of complaint, 
dated August 30, urges the New York 
Insurance Department to conduct an in- 
vestigation and to issue a cease and 


New Aetna Service Office 
At Salt Lake City, Utah 


Opening of a new Intermountain serv- 
ice offce for the Aetna Insurance Group 
in the Boston Building at Salt Lake 
City, Utah, has been announced by Vice 
President Clyde M. Marshall of the 
Pacific department. 

The new office results from the acqui- 
sition of the Standard General Agency 
and Interstate Underwriters, Inc. of Salt 
Lake. It will serve agents in Utah, 
southern Idaho and eastern Nevada. L. 
William Keyser, manager of Standard 
General, and E. Virgil Norton, manager 
Interstate, are associate managers of 
he service office with William G 
*Evelyn as sepeticdinaaliciad of agencies 
and C. S. Livsey as special agent. John 
Keyser, who has been in the Standard 
General firm and who has an extensive 
insurance bac kground, is superintendent 
ot unde rwriting The Boise, Idaho, serv- 
ice office, which is under the supervision 
of Superintendent of Agencies Warren 
x. Ra wlins, becomes a part of the Inter- 
mountain Service Office. 






NAMED BY CAMDEN IN ILLINOIS 

Earl H Hazen has been appointed 
State agent for the Camden in northern 
Illinois territory with headquarters at 
Rockford. Prior to jotning the company 
he spent a number of years in this ter- 
ritory as a fire, marine and automobile 
field man 


ECKHOUSE MOVES OFFICE 

Robert D. Eckhouse & Associates, 
public relations counselors, have moved 
to 1125 Madison Avenue, New York. 
The_ new telephone number is LEhigh 
5-1150. The firm specializes in industrial, 
commercial and service business ac- 


counts. 


desist order if it finds the advertisement 
constitutes an unfair method of competi- 
tion or an unfair and deceptive act and 
practice. 

The complaint charges that by merely 
mentioning the “23 added protection 
features,” the advertisement fails to state 
or explain or set forth to what these 23 
additional features are added and “is 
definitely an incomplete comparison of 
their policy with other policies.” While 
it did not mention them specifically, the 
complaint evidently was referring to the 
National Bureau’s Family Automobile 
Policy and the broad form policies of 
the Mutual Insurance Rating Bureau 
and of other independent insurance car- 
riers none of which has 23 less fea- 
tures than the Crusader. 

“We believe,’ Mr. Nathanson said, 
“that the Crusader advertisement vio- 
lates Article IX-D of the New York 
Insurance Law. This article makes the 
strictures against unfair methods of 
competition once limited solely to life 
and accident of health insurance under 
Sections 126 and 127 of the Law, applic- 
able to the entire insurance industry.’ 
He said that similar statutory control of 
advertising practices exists in most other 
states. 


MOVES TO 176 BROADWAY, NOY: 

Recording & Statistical Corp. moved 
six of its major divisions to 176 Broad- 
way, New York, on September 7. They 
are executive, accounting, policy print- 
ing, finance charts, manual and rate 
cards. Its New York statistical service 
division, which has now been expanded, 
remains at 100 Sixth Avenue, New York. 


bag et WITH NATIONAL 

Zook, vice president of the Na- 
Phy of Hartford, has announced em- 
ployment of Ray W. Reed as _ special 
agent in central and southern Illinois, 
with headquarters at the company’s office 
in Springfield where he will be md tee the 
supervision of State Agent Carl Schaefer. 


J. A, NEUMANN NAMED CHR. 


Heads Luncheon Committee for N. Y. 
Insurance Federation’s Annual Meet- 
ing Nov. 7 at Waldorf, N. Y. 

It was announced at an organizational 
luncheon meeting September 6 of the 
Insurance Federation of New York, Inc. 
that Joseph A, Neumann, Jamaica, N. Y rn 
nationally prominent agent, will be 
luncheon chairman at the Federation’s 
annual meeting November 7 at the Wal- 
dorf-Astoria, New York. Clarence A. 
Borst, vice president, United States 
Casualty, who was the 1956 luncheon 
chairman, will serve as vice chairman 
this year in keeping with usual custom. 

Speaker at the November luncheon will 
be Arch N. Booth, executive vice presi- 
dent, Chamber of Commerce of the 
United States. : 

John C. Weghorn, executive committee 
chairman, who introduced Mr. Neumann, 
emphasized that the over-all purpose of 
the Federation is to serve all segments 
of the insurance business in the constant 
fight against governmental intrusion in 
private industry. Mr. Neumann joined 
with him in the hope that the forth- 
coming luncheon would be the largest 
gathering the insurance industry in New 
York has ever held, 

The strong plea was made to company 
executives attending to spread the word 
around that the Federation should be 
supported. Tickets for the November 
luncheon are $10 per person. Arrange- 
ments are being handled by Secretary 
Russell Edgett, 55 Liberty Street, New 
York. Rankin Martin, Standard Acci- 
dent, who was the “high man” a year 
ago in securing luncheon acceptances 
promised to exceed his old record. 


Shields Joins Whitehill 


Richard Shields has joined the W hite- 
hill Agency, Inc., of New York City in 
the fire underwriting department. Mr. 
Shields, for 30 years, was associated with 
Hoey, Ellison & Frost, Inc., now Hoey, 
Ellison, Frost & Mezey, Inc. 

Mr. Shields will assist Joseph Martin, 
vice president and Charles O’Hagan, 


chief underwriter in the fire department. 


Kenyon Aetna State Agent 


Promotion of John C. Kenyon to state 
agent for the Aetna Insurance Group at 
Wilkes-Barre, Pa. is announced. Mr. 
Kenyon succeeds George Olson, who has 
resigned to enter the local agency field. 
A native of Hartford, Mr. Kenyon 
served as a flight officer in the Air Force 
during World War II, was shot down 
over Germany and became a _ prisoner 
ot war. 

Following his release from service, he 
continued his education at Wesleyan 
University, from which he was gradu- 
ated before joining the Aetna in July, 
1947, Mr. Kenyon is also a graduate of 
the Aetna Group’s Multiple Line Train- 
ing School and has been a special agent 
assigned to the Philadelphia service of- 
fice since May, 1949 
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Gerling International Insurance Company, Del. U.S.A. 
Robert Gerling & Co., Inc., Managers 
27 William Street, New York 5, N. Y. 


Universale Reinsurance Company 
Bahnhofstrasse 1, Zurich, Switzerland 


Gerling-Konzern Rhine-Group Insurance Company 
Hohenzollernring 2-10, Cologne, Germany 
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Two Watertown, N. Y., 
Agencies to Merge 


Two large agencies in Watertown in 
upstate New York will merge October 
1. The firms of Smith & Bryant, Inc. 
and H. Robert Eager, Inc. will become 
Bryant-Eager, Inc. with offices in the 
Northern New York Trust Company 
3uilding in Watertown. President of the 
new firm will be Robert B. Bryant. 
Vice president is H. Robert Eager and 
the secretary-treasurer will be Frederick 
G. Lyman, Jr. 

Both firms have been long time mem- 
bers of the New York State Association 
of Insurance Agents and Frederick G. 
Lyman, Jr. is a director of the state 
association. Mr. Lyman is also president 
of the Watertown Insurance Exchange. 


Cornwall & Kennedy Open 


Branch at Darien, Conn. 

A new branch office is being opened 
by Cornwall & Kennedy, Inc. of Hart- 
ford at Darien, Conn. The office, estab- 
lished to give better service to insurance 
agents and companies in the Greenwich, 
Stamford, Norwalk area of Fairfield 
County, opened September 9. The firm 
has previously serviced this area from 
its Bridgeport office. 

The new manager is Stephen S. 
Moran, Jr., who was associated with the 
J. F. McGrath Co. of Bridgeport from 
1947 until the business was purchased 
by Cornwall & Kennedy in 1955 on Mr. 
McGrath’s retirement. Mr. Moran had 
a distinguished service record with the 
Army Air Force in the second world 
war. 


National of Hartford 
Appoints Okla. Special Agent 


Wesley G. Jones, National of Hart- 
ford, has been made special agent in 
Oklahoma with headquarters at the com- 
pany’s office in Oklahoma City. He will 
be associated with State Agent Russell 
Kk. Linton and Special Agent Tom Ma- 
berry. 

Mr. Jones is a native of Stillwater, 
Okla. and attended Oklahoma A. & 
After completing his education, he went 
directly into the insurance business and 
has had local agency, life sales, and prev- 
ious field experience. 


OHIO FARMERS SPECIAL 

Ohio Farmers Companies announces 
appointment of Donald Menestrina as 
farm special agent in Indiana. He will 
travel from the Indiana field office in 
Indianapolis and will be under the super- 
vision of J. E. Miller, state agent. He 
has been associated with the farm insur- 
ance department of the Citizens Bank 
of Anderson, Ind. 


Westchester Fire Report 

The Westchester Fire of the Crum & 
Forster Group, in a financial statement 
as of June 30, 1957, reports assets of 
$74,969,183, surplus to policyholders of 
$39,414,153 and reserve for unearned 
premiums of $23,789,000, 
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NAIA Meeting In 


Chicago 


ef Must Still Make Final Sales 
Effort, Schaffer Tells Ad Workshop 


Chicago, Sept. 11—National advertising 
program of NAIA will not serve as a 
substitute for selling efforts of individue il 
agents, Franklin E. Schaffer, vice presi- 
dent of Doremus & Co., New York ad- 
vertising agency, told the NAIA adver- 
tising workshop here this morning. Alan 
E. Miller, Hackensack, N. J., chairman 
of NATA’s advertising committee, was 
moderator. 

National advertising’s prestige will 
help “pre-sell” potential customers, but 
the agent must still make the final sell- 
ing effort, Mr. Schaffer declared. To 
intensify the impact of the NAIA na- 
tional advertising, agents should tie-in 
their local advertising to identify them- 
selves with the national campaign. This 
local activity, plus the NAIA campaign, 
added to advertising by insurance com- 
panies doing business. through local 
agents, will be effective in counteracting 
the advertising of direct-writing insur- 
ance companies. 

“It is hoped,” Mr. Schaffer continued, 
“that your own national campaign will 
influence your companies more and more 
to meet head-on, in a realistic wav, the 
claims and selling arguments of the 
direct writers.” 

Mr. Schaffer also made a 35-minute 
slide film and motion picture presenta- 
tion on the advertising program. 


Agents and Media Men Speak 


Mr. Miller then introduced four agents 
who told how effective their association 
advertising has been in their own locali- 
ties, and how they plan to tie-in their 
future activities with the NAIA program. 
These agents were George W. Haynor, 
Waterbury, Conn., president, Connecticut 
Association; Scott Nixon, Augusta, Ga., 
Joard of Fire & Casualty Agents; Jo- 
seph L. B. Murray, Jr., District of Co- 
lumbia Association; Henry A. Franz, 
Clifton, N. J., president of the New Jer- 
sev Association. 

Mr. Miller also introduced representa- 
tives of five different types of media who 
offered suggestions on how to use these 
media most effectively. 

George Wallace, director of merchan- 
dising for the Reader’s Digest, described 
how important magazine advertising is to 


NAIC Zone 6 Meeting 


(Continued from Page 20) 





of Casualty Underwriters in adjusting 
rate levels to increasing loss costs. Al- 
though there are no bureau member 
companies in Zone 6, many independents 
are subscribers to bureau rates from 
which they deviate or follow. 

James F. Crafts, president of Fire- 
man’s Fund Insurance Group, one of the 
executives who testified, suggested mod- 
ernizing the traditional approach to rate- 
making by substitution for recorded 
figures by years in experience data, what 
the same losses would have been if they 
had occurred today. 

William Leslie, general manager of 


June 30, Premiums 
1957 Earned 
California 
Stock Companies ... (46) $ 194,702,994.64 $ 
State Comp. Fund .. (1) 22,565,370.46 
Reciprocals ........ (12) 95,966,201.34 
Subtotals ....25..50. (59) $ 313,234,566.44 $ 


Other States 


the NAIA program and described how 
agents can make use of merchandising 
material and tie-in material. 

Murray Heilweil, merchandising man- 
ager of television network, National 
Broadcasting Co., Inc., told the agents 
that the prestige of NBC’s “Today” show 
and its star, Dave Garroway, would 
establish meaning of NAIA seal in the 
public mind and impress the public with 
advantages of doing business with an 
independent agent. 

John H. Bell, representative of “This 
Week Magazine,” stated that use of 
Sunday magazine supplements would 
greatly benefit local agents by bring a 
local touch to the campaign, This will 
be particularly true, he added, when 
cross reference ads are placed in the 
classified section of Sunday newspapers. 

Finally, John P. Gormley, vice presi- 
dent of Outdoor Advertising, Inc., said 
that posters could deliver tremendous 
local impact on sales prospects. It will 
deliver these advertising impressions at 
the average rate of 15 cents per 1,000. 


Matters Before Directors 


At Their Final Session 

Chicago, Sept. 11. — At their final open 
meeting here this morning NAIA’s direc- 
tors devoted most of the time to regional 
and routine matters. There was consid- 
erable discussion on allocation of state 
dues with the New York Association 
stating that the new NAIA dues formula 
is unfair to that state and to some 
others. 

President Arthur R. Moss of the Wis- 
consin Association expressed the view 
that family protection coverage should 
be made an integral part of automobile 
liability policy. He suggested that each 
state association consider this matter, 
and if in approval, make a proposal to 
the rating bureau. He did not ask the 
NAIA directors to take any action. 

The resolutions committee offered to 
the directors for approval no proposals 
of any import. Only resolutions con- 
sidered were those extending thanks to 
NAIA committees and the local Chicago 
committee handling the convention. 


National Bureau, who came on from New 
York City to attend, sized up the Zone 6 
meeting as “constructive and well worth- 
while.” He said: “To the extent that 
views of the Commissioners in this 
zone may influence regulatory authorities 
in other sections of the country it will 
be of value to the industry.” 


McConnell Submits June 30 Figures 


Commissioner McConnell created con- 
siderable interest when he revealed to 
those attending the six months’ under- 
writing results of all fire and casualty 
companies licensed in California. The 
figures are dismal as the rec: apitulation 
of the June 30 results below for both 
domestic and out-of-state companies in- 
dicate: 


Wet Net Increase or 
Underwriting Investment (Decrease) in 
Gain or (Loss) Gain or (Loss) Surplus 


(8,914,642.35) $ 9,550,634.80 $ (8,388.929.72) 
6,026,552.21 1,035,148.33 (194,849.87) 

151,544.91 2,659,642.45 (4,914,796.52) 
(2,736,545.23) $ 13,245,426.58 $ (13,498,576.11) 


Stock Companies ...(253) $2,987,065,921.01 $(187,214,460.37) $213,273,528.50 $ (92,016,377.92) 


Mutual Companies .. (58) 825,121,392.77 
Aliens-U.S. Branches (50) 241,136,939.14 


Reciprocals  ........ (21) 39,552,666.34 


59,073,446.42 
(19,353,293.59) 
7,069,224.68 


33,691,021.16 
15,631,020.84 
1,175,052.81 


(22,862,382.03) 
(9,155,217.45) 
(453,694.41) 


Sublletaley asics vanes (382) $4,092,876,919.26 $(140,425,082.86) $263,770,623.31 $(124,487,671.81) 
Grand Totals ...... (441) $4,406,111,485.70 $(143,161,628.09) $277,016,048.89 $(137,986,247.92) 
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Axel Johansen 50 Years 
With North America Cos. 


i} 





Axel Johansen (left), superintendent 
of the fire underwriting department of 
North America, receives a plaque from 


Executive Vice President Bradford 


Smith, Jr. 


Axel Johansen, superintendent of the 
fire underwriting department of Insur- 
ance Company otf North America and its 
affiliate, Philadelphia Fire and Marine, 
on August 26 celebrated his 50th year 
of service with the companies. Mr. 
Johansen was feted by the companies at 
an informal luncheon at the Union 
League where he was presented with a 
silver and mahogany plaque in recogni- 
tion of his 50 years of meritorious service. 

Mr. Johansen, a native of Norway, 
joined the North America in 1907 as an 
office boy in the New York office. He 
studied insurance at New York Univer- 
sity and in 1915 was transferred to the 
home office in Philadelphia and assigned 
to the New York State fire underwrit- 
ing department. He was named manager 
of the department in 1931 and later as- 
sumed additional responsibilities in New 
York State and New England. He has 
been superintendent of the fire under- 
writing department in the home office 
since 1943. 

North America officers attending the 
luncheon were Bradford Smith, Jr., ex- 
ecutive vice president, and Russell Pete- 
fish, vice president. 

TEXAS DEVIATION RULES 
Revised Instructions for Filing Devia- 
tions for Fire and EC Rates Issued 
by the Texas State Board 

Revised rules and instructions for fil- 
ing deviations for fire and extended cov- 
erage rates in Texas were released re- 
cently by the State Board of Insurance 
in compliance with the new law (SB 123) 
that went into effect August 22. 

The Board’s proposals, which are “not 
to be regarded as constituting a complete 
or exclusive guide,” are set up under 
five sub-headings, as follows: territories, 
percentage deviations, classes of risks, 
supporting information, and instructions. 

In addition the order stipulates that all 
reduced rate filings in effect August 22 
will be null and void after September 22, 
if not re-submitted before that date, in 
which event they will remain in effect 
until the Board acts. 

Principal interest in the new program 
centers on the section on giving sup- 
porting information to justify the filing. 
Each filing company is invited, for its 
fire deviations, to submit premium and 
loss statistics on the class for the pre- 
ceding five years and it may submit its 

own experience. The statistics called for 
are Texas earned premiums at current 
rate level, premiums adjusted to pro- 
posed filed rate, Texas paid losses, 
earned loss ratio at current rate level, 
and adjusted loss ratio at filed rate level. 

For EC filings the data should include 
statistics covering 10 or more years for 
inland territory and 15 years for the 
seacoast. ‘ 


Stewart, Smith, Inc., of 
Chicago Names Wynne 


In readiness for increased import and 
export trade expected when the St. 
Lawrence Seaway opens, Stewart, Smith 
(Illinois) Inc., Lloyd’s brokers, has ap- 
pointed Alfred C. Wynne as head of its 
new cargo marine department. For the 
past 20 years, Mr. Wynne held a senior 


executive position with leading Lloyd’s 
brokers in the Middle East, but follow- 





EXCELSIOR DIVIDEND 
Directors of the Excelsior Insurance 
Co. of Syracuse, N. Y., have authorized 
payment of the regular quarterly divi- 
dend of 10 cents a share on September 
24 to stockholders of record Septem- 
ber 10. 





ing the Suez crisis he decided to move 
to Chicago. 

Stewart, Smith (Illinois) Inc. is affili- 
ated with Stewart, Smith Ltd., of Lon- 
don. They specialize in hard-to-place 
risks. 


Halifax Names Miller 


The Halifax Insurance Co. of Mas- 
sachusetts, a member of The Employers’ 
Group of Insurance Companies, an- 
nounces appointment of William H. Mil- 
ler as general agent in IIlinois, with 
offices at Decatur. He has had approxi- 
mately 35 years’ company and inspection 
bureau experience. Prior to his general 
agency appointment with the Halifax, he 
was state agent for the Security-Connec- 
ticut Group. 








Your clients will want to know about 
the advantages of the “overall” protec- 
tion of the dwelling package policies. 


Follow through on the momentum of 
the country-wide radio and T.V. “Be 
Fully Insured” campaign. Tell them 
about the convenience and security and 
sell them the one policy that gives them 
broad protection against—Fire—Theft 
— Windstorm — Other Perils and Com- 


prehensive Personal Liability. 


We will supply the sales aids—you supply the 


attention and service—and, in common effort, your 


premium dollars will grow. 


CRUM & FORSTER GROUP 


of Insurance Companies 
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UNITED STATES FIRE INSURANCE CO...... Organized 1824 
THE NORTH RIVER INSURANCE CO... . Organized 1822 THE WESTERN ASSURANCE CO., U.S. Branch ..... Incorporated 1851 
WESTCHESTER FIRE INSURANCE CO. . . Organized 1837 THE BRITISH AMERICA ASSURANCE CO., U.S. Branch. . Incorporated 1833 


110 WILLIAM STREET - NEW YORK 38, NEW YORK 
WESTERN DEPT., FREEPORT, ILL. © PACIFIC DEPT., SAN FRANCISCO © SOUTHERN DEPT., ATLANTA © ALLEGHENY-OHIO DEPT., PITTSBURGH © VIRGINIA-CAROLINAS DEPT., DURHAM, N. C. 
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Ask Cut in Homeowners 


Mandatory Deductible 


The Greater New York Insurance 
Brokers’ Association has asked the New 
York Insurance Department to look into 
the fact that the Homeowners C form 
still retains the $100 mandatory deduc- 
tible for Manhattan, Queens, Brooklyn 
and the Bronx, with respect to personal 
property. The basis for the brokers’ 
protest is that the mandatory deductible 
for the personal property floater has 
been reduced to $50. 

Mortimer L. Nathanson, president of 

the association, said in announcing his 
association’s action, that the request for 
the change was made in a letter to Ist 
Deputy Superintendent of Insurance 
Julius Wikler. 
“The mandatory deductible for the 
Homeowners C was increased to $100 in 
September, 1956, following the approval 
by the New York Department of re- 
visions in the PPF which included a 
mandatory $100 deductible applicable only 
to risks in New York City’s four largest 
boroughs. 

“Our request now,” Mr. Nathanson 
points out, “is motivated by the fact that 
the Multiple Peril Insurance Rating 
Organization and its successor, have 
made no move to bring the deductible in 
Homeowners C into conformity with the 
PPF change.” 


Pacific National Makes 
Three Field Appointments 


Pacific National Insurance Group an- 
nounces the promotion of William Klein, 
Ir. to branch manager of its Denver 
office. Mr. Klein joined Pacific National 
in 1952 as a state agent in New Mexico. 
Prior to that time he was manager of a 
local agency in Albuquerque. He is a 
past president of the New Mexico State 
Fire Prevention Association and a leu- 
tenant colonel in the U. S. Marine 
Corps Reserve. Succeeding Mr. Klein 
as state agent at Albuquerque is Harry 
L. Crawford. Ne 

Baker E. Murphy has also joined the 
PN Group as production manager tor 
San Francisco and the South Coast. 


Hartford Fire Names 
Woodward Asst. Supt. 


Promotion of James D. Woodward to 
assistant superintendent of the Hartford 
Fire’s agency accounts department 1s 
announced. Born at Unionville, Conn., 
Mr. Woodward attended _Farmington 
High School, the University of New 
Hampshire and Morse Business College 
at Hartford. He joined the Hartford 
Fire’s home office accounting staff in 
April, 1948. 

Active in the Hartford Fire Group 
Men’s Club, Mr. Woodward served as 
club president in 1954 and was in charge 
of the successful Mardi Gras, a benefit 
for Hartford’s underprivileged children 
(Camp Courant and Times Camp). He 
also is treasurer of the Hartford Group’s 
Stag Club and a member of the Newing- 
ton Civitan Club. 


New Hampshire Insurance 


Office Building Begun 


Foundation work has been completed 
on Keene, N. H.’s new million dollar 
insurance center, the New England 
Council reports. 

The Peerless Insurance Co. launched 
construction of the office building last 
month. Located on a 52-acre landscaped 
tract, the building will have more than 
60,000 square feet of air conditioned 
office space, and an employes’ cafeteria. 

Its expected to be finished by the 
first of next year. 


HARRY L. OHLMAN DIES 
Harry L. Ohlman, 53, insurance agent 
in the Scranton, Pa., area, died August 
16. He was associated with Thompson, 
Derr & Co. for 31 years before estab- 
lishing his own insurance agency three 
years ago in Wilkes-Barre. 


Mallory Travelers 
Office Mgr. at Boston 





WALTER E. MALLORY, JR. 


Appointment of Walter E. Mallory, Jr., 
as office manager at the Boston branch 
office of The Travelers is announced. 
Mr. Mallory succeeds the late A. C. 
Darragh. 

Mr. Mallory, who has been office man- 
ager at Buffalo, joined The Travelers in 
Hartford in 1932. He was subsequently 
assigned to Columbus, Ohio, and then 
to the John Street branch office in New 
York City. In 1943 he was advanced to 
assistant office manager in the 42nd 
Street, New York City, branch office. 
Three years later he was appointed office 
manager at Camden, N. J., and was 
named office manager at Buffalo in 1947. 

A native of Woodsfield, Ohio, he was 
graduated from Hall High School, West 
Hartford, and received his A.B. degree 
from Colgate University. 


Stoike Asst. Manager 
Pacific National Group 


George H. Garner, Western division 
manager for Pacific National Insurance 
Group, has announced appointment of 
Kenneth J. Stoike as assistant manager. 
The Western division office is in Skokie, 
Ill. Mr. Stoike has had many years’ ex- 
perience in the office and field. Prior to 
joining Pacific National he was manager 
of field operations in Kansas and western 
Missouri for National of Hartford Group, 
with whom he was associated since 1945. 

San Francisco is the home office for 
PN Group, which includes Pacific Na- 
tional Fire, Manufacturers Casualty and 
Paramount. 


MANTHE SUCCEEDS CARTER 





Latter Retires as Secretary of St. Paul 
in Charge at Atlanta; Manthe Joined 
St. Paul in 1936 

The St. Paul Fire and Marine an- 
nounces retirement on September 1, un- 
der the company pension plan, of J. B. 
Carter, secretary, who has been in 
charge of Atlanta, Ga., service office for 
two years. Mr. Carter joined the Saint 
Paul 30 years ago in the automobile 
department at the home office. He be- 
came assistant secretary of the Saint 
Paul-Mercury Indemnity in 1940. In 1941 
he became assistant secretary also of the 
St. Paul Fire and Marine and the Mer- 
cury, and in 1943 became secretary of the 
three companies, 

5. A. Manthe, who has been assigned 
to the Georgia field with headquarters in 
Atlanta since 1943, will assume the ad- 
ministrative responsibilities for the oper- 
ation of the Atlanta office in addition 
to his field work. Mr. Manthe became 


associated with the Saint Paul in 1936 
in the home office, being transferred to 


the Florida field in 1941 where he was 
attached to the company’s Tampa office. 








Attention: 
All Royal-Globe Agents 


Are You Aware of 
the Royal-Globe 
Agents’ School? 


The education that the Royal-Globe gives 
to its ‘“Multiple-Line Fieldman” trainees 
has long been the high standard of the 
insurance industry. 


Less well-known is the fact that twice a 
year the same training facilities and the 
same faculty are available to Royal-Globe 
agents tuition-free. 


ROYAL-GLOBE AGENTS’ SCHOOL 
has several advantages: 


1. Complete MULTIPLE-LINE curriculum. 

Seven weeks of concentrated training organized with 
the “know-how” acquired by years of developing 
special agents. 

2. CASE STUDY method of instruction. 

Learn to analyze the overall risk, the way you must 
actually do it in practice. 

3. Emphasis is on BASIC INSURANCE EDUCATION, rather 
than sales techniques. 

R-G believes that knowledge of product is the best 
producer of sales. 


If you are interested in improving your knowledge 
of your product, or if you have a young trainee in 
your office whom you would like to have trained for 
you, write to our Education Dept. for our course bro- 
chure or ask your R-G Multiple-Line Fieldman for 
information. He can tell you a lot about this course 
because he is a graduate of a similar one. 
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Florida Assn. Wins 
Top Safety Award 


GETS PLAQUE AT NAIA MEET 


Six Local Agent po Each Receive 
Certificates of Merit and $250 From 
Cc S. Association 
Sites state and six 
local. associations of insurance agents 
were given awards by the Association 
of Casualty & Surety Companies here 
today at the NATA 6lst annual conveu- 
tion in recognition of their effective 
trafiic safety programs conducted during 

the past year. 

The top national award was won by 
the Florida Association of Insurance 
Agents. This was a repeat for the Florida 
group, which also received the top honor 
in the 1955 competition. 

\ bronze plaque was presented to the 
Florida group by Emerson H. Westwick, 
field representative of the association’s 
accident prevention department. Mr. 
Westwick applauded the Florida asso- 
ciation for its statewide safety program 
“which combined official action and pub- 
lic support in a steady, continuous pro- 
motion.” 

The six winning local agents groups 
received framed certificates of merit and 
checks for $250 each, the money to be 
used to further nthe Sr traffic safety 
activities. These local winners included: 

City under 10,000 population—Grand 
Ledge Association of Insurance Agents, 
Grand Ledge, Mich 

City or county from 10,000 to 25,000 
population Whitley County Association 
of Insurance Agents, Columbia City, Ind 

City from 25,000-50,000 population- 
Tallahassee Association of Insurance 
\gents, Tallahassee, Fla 

City from 50,000 to 100,000 population— 
Orlando Insurors Association, Orlando, 


Fla 


Chicago, Sept. 





BenJack Cage Says He’ll 
“Set Record Straight” on ICT 


3enJack Cage, former president of the 
defunct ICT Insurance Co. of Dallas, 
made several appearances before the 
Dallas County grand jury last week and 
also received subpoenas or “invitations” 
to appear before other investigating 
groups. Mr. Cage is under indictments 
charging embezzlement of $600,000 while 
he was ICT president. 

On September 9 he appeared before 
the Travis County grand jury in Austin 
and on September 11 before the general 
investigating committee of the Texas 
House. He also was summoned to appear 
September 16 before Internal Revenue 
Service agents in Dallas in connection 
with Federal tax liens totaling $260,000 
filed against him and Jack Cage & Co., 
management firm for the ICT. In addi- 
tion Mr. Cage was directed to confer 
with Renne Allred, attorney for the ICT 
liquidator, in Dallas October 7 

In connection with his appearance be- 
fore the Dallas grand jury, Mr. Cage 
submitted voluntarily to a lie detector 
test, as did Bruce Jones, Los Angeles 
public relations official, who formerly 
worked on ICT promotions. Mr. Cage 
said, prior to the hearing in Dallas, 
that he would “set the record straight— 
under oath.” 


City from 100,000 to 250,090 population 

Sacramento Association of Insurance 
Agents, Sacramento, Cal 

City of 250,000 or more population— 
Denver Insurors Association, Inc., Den- 
ver, Colo. 

This safety competition is part of the 
“Safety Is Good eg sss” program con- 
ducted jointly by the C. & S Association 
and the National rife ate of Insur- 
ance Agents to encourage the sponsor- 
ship of effective traffic safety programs 
by insurance agents groups countrywide. 


Effective Salesmanship Course Of 
EVA Unveiled At Sample Forum 


Chicago, Sept. 9 — As part of the 
Eastern Agents’ Conference program 
here this morning at NAIA’s annual 
convention there was unveiled the forth- 
coming quick course in “Effective Sales- 
manship,” prepared by the public rela- 
tions committee of Eastern U nderwriters 
Association at the suggestion of the 
Eastern a sg Conference Committee. 

A sample forum was presented but 
condensed into a limited period of time 
to give those attending a general outline 
of the proposed program. In rapid fire 
fashion, the parts normally assigned to a 
team of fieldmen were forcefully pre- 
sented. While the sales forum was a 
bit elementary for the experienced, quali- 
fied insurance salesman, it did contain 
much of value to the younger men in 
agency ranks and for the old timers 
who may have needed a spark to resume 
calling on customers 

The 19 field clubs in the 12 eastern 
states will be schooled = making the 
presentation of “Effective Salesmanship” 
by the EUA staff immediately following 
the close of the NATA meeting. Spe- 
ial meetings of field clubs have been 
arranged throughout the territory dur- 
ing the months of September and Ucto- 
ber. Five-man teams of fieldmen will be 
selected in each area to present the 
forum before local boards in cooperation 
with state association leaders. 

This introductory course in salesman- 
ship is a part of the coordinated pro- 
gram of public relations recently inaugu- 
rated between state agents’ associations, 
local boards and field clubs. 


EVA Booklet Distributed 
\t the conclusion of the sample pres- 
entation, the EUA booklet outlining the 


fundamentals of “Effective Salesman- 
ship” was distributed. It is also planned 


to furnish a copy to each agent attend- 
ing future sales forums conducted by 





field clubs. The booklet is not available 
to agents except through attendance at a 
sales forum. 

_ This booklet describes sales planning 
for the individual agent and sets forth 
in non-technical manner the four cardi- 
nal principles of salesmanship: (1) Ap- 
proaching the prospect; (2) getting his 
interest; (3) inspiring action by the 
prospect, and (4) closing the sale. 

It also lists some supplementary text 
books for further study and suggests 
that local boards develop their own sales 
forums to continue the adv ancement of 
effective selling methods for multiple 
line and package policies. 

This broad program is beamed towards 
producing good salesmen to combat the 
sales techniques of direct writers and 


captive agents of specialty companies. 
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IRVING WILLIAMS, 84, DEAD 


Editor Emeritus of Rough Notes Spent 
Lifetime With That Company; 
Many Insurance Affiliations 

Irving Williams, 84, editor emeritus of 
Rough Notes magazine and retired 
vice president and secretary of the 
Rough Notes Co., Indianapolis, died at 
his home Sunday, Sept. 8. He had been 
bedfast for three years. 

Mr. Williams, who rose from office boy 
to secretary in 1916, was author of sev- 
eral books on insurance and an author 
of national scope through his books for 
teen-age boys. 

Active for many years in civic affairs, 
he took part in the organization of one 
of the first boy scout troops in Indian- 
apolis, was a charter member of the 
Central Indiana Council, Boy Scouts of 
America, served on the Council’s Court 
of Honor as chairman, had served as 
either an elder or trustee of the First 
Presbyterian Church of his city for 55 
years, and was the donor of the chapel 
of Goodwill Industries, organization for 
the rehabilitation of the handicapped. 

Mr. Williams was active in the forma- 
tion of the Indianapolis Life Under- 
writers Association, served for 38 years 
as secretary of the Indiana Pond of Blue 
Goose, fire-casualty fieldmen’ s organiza- 
tion, and was os president in 1946. 

A Purdue alumnus, Mr. Williams was 
unmarried and left no immediate sur- 
vivirs. 


F. M. Jackson Joins Ad Firm 
Of Allston Associates 


Francis M. Jackson has joined Allston 
Associates, Inc., of New York, advertis- 
ing and public relations counsellors to 
the insurance industry, as account ex- 
ecutive, effective September 9. 

Mr. Jackson was formerly advertising 
and regional production manager for the 
Phoenix of London Group after serving 
as a field representative for several 
years. During World War II he was 
production manager for the European 
edition of the “Stars and Stripes.” 

Prior to the war Mr. Jackson was 
associated with the advertising and pub- 
licity department of the Aetna Casualty 
& Surety for ten years. 
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J. A. Neumann Report 


(Continued from Page 23) 


who said what, when and to whom. This, 
however, is obvious. Had there been 
proper communication between the com- 
panies and the North Carolina Associa- 
tion, I feel the end result would have 
been otherwise. This conclusion is no 
guess on my part, but is the firm belief 
of the North Carolina Association. 
Need For United Command 


“T attempt no dictation as to how our 
state associations shall proceed, in simi- 
lar situations, least of all, how our com- 
panies shall conduct themselves. This, 
however, is crystal clear. The battles 
are fought at state level. Agents are 
best qualified to spearhead the attack. 
Companies can aid materially. There 
must, however, and every report this 
committee has ever made to you so em- 
phasized, be constant communication and 
there must be united, not divided com- 
mand,” Mr. Neumann emphasized. 

“Whenever the latter has happened, 
the result has been our defeat. Witness, 
New York. Witness, North Carolina. 
Perhaps the issues were not as clear in 
New York. North Carolina can, how- 
ever, leave no doubt. 

“Repeated oft enough in the trade 
press and before state legislative com- 
mittees, is the philosophy of our prin- 
cipals of ‘We hate compulsory, we abhor 
unsatisfied judgment funds, but, if forc- 
ed to choose between the two, we'll 
take the latter.’ 

“T do want to disclose to you that I 
feel such policy can hardly be termed 
a positive approach. Nor, can it be con- 
troverted that any other interpretation, 
save espousement of an Unsatisfied 
Judgment Funds, becomes the policy of 
our principals, deny it as they will. | 
attempt no dictation as to what their 
policy should be. It is only that it is 
impossible to proceed in a_ forward 
direction, on a seesaw. 


Compulsory Law in New York 


“One reference, to my home state, 
New York and how it fares, under the 
yoke of compulsion. I want to preface 
what I am about to say with a well 
deserved word of praise for the yeoman 
efforts of the Motor Vehicle Commis- 
sioner of New York State and his de- 
partment personnel. They are making 
every effort to wehnindwter a law that is 
already paralleling the erstwhile pro- 
hibition amendment to our Federal con- 
stitution, in its evasion attempt by the 
public. 

“Revocations are piling up apace, 85 
in the first five months of the law’s op- 
eration, most of them said to be because 
of technical provisions of the law. Of 
these about 25% were rescinded. Neigh- 
boring states seem to be profiting tax- 
wise at New York’s expense. At a pro- 
posed conference with bordering state 
officiz als, the registration of New York 
cars in ‘adjac ent states is to receive ma- 
jor attention. 

s ; 

New Jersey, alone, at a single de- 
partment - store -counter - maintained - 
motor vehicle bureau branch, reported 
from 50 to 100 New Jersey licenses were 
being issued daily to New York motor- 
ists. 
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International Union Meeting At 


Copenhagen Accomplishes Results 
Marine Underwriters Attending Determined to Chart Realistic 


Course in Current Unsatisfactory Period; H. J. Quirino 
da Fonseca Reelected President 


By Cart E. McDowe Li 


Executive Vice President 
American Institute of Marine Underwriters 


The International Union of Marine 
Insurance, which held its annual meeting 
the first week of this month in Copen- 
hagen, was a complete success from start 
to finish. A total of 37 associations from 
35 countries participated in this Congress 
and about 120 delegates including United 
States company officials attended and 
participated in the sessions held in the 
Palace of the Guilds in Copenhagen. 

H. J. Quirino da Fonseca (Portugal) 
who again presided with firmness and 
skill, was reelected president of the or- 
ganization by acclamation. L. Rostock- 
Jensen (Denmark) was elected to the 
executive committee as a vice chairman 
of the Council. 

Conference Keynote 

Keynote of this conference was the 
determination of marine underwriters to 
chart a realistic course through current 
unsatisfactory economic conditions. The 
noteworthy fact is not that such deter- 
mination was unexpected under today’s 
results and uncertainties, but more that 
this attitude was indicated so consistent- 
ly and regardless of the subject under 
consideration, 

An important decision of the Council 
concerned the type of its next meeting 
which will be held in Salzburg, Austria, 
from August 31 to September 5, 1958. 
It was decided to encourage the con- 
tinuing interest of all marine under- 
writers in the Union’s activities. This 
will be accomplished in part by holding 
one or more full meetings at Salzburg. 
Each member association will determine 
who may have access to the full meet- 
ings. 

The Council adopted 
resolution on the subject of general 
average reform: “The International 
Union of Marine Insurance records its 
view that there is substantial room for 
improvement in the customary practice 
of general average adjustment, and rec- 
ommends that underwriters should urge 
upon all parties involved in general aver- 
age adjustment —shipowners, general 
average adjusters and underwriters—the 
need to avoid delays in completing these 
statements.” 

Another Resolution 


The Council also adopted a resolution 
on uniform vessel tonnage measurement 
as follows: “The Council of the Inter- 
national Union of Marine Insurance 
having been informed of the effort which 
the ECOSOC of the UN is undertaking 
in view of bringing about greater uni- 
formity between the regulations relating 
to the tonnage measurement of ships 
adopted at the Oslo conference, 1947, 
and the British regulations, invites all 
their members to give their fullest sup- 
port to the work undertaken by the 
ECOSOC in this important matter.” 

The Council also adopted the proposal 
of the extent of cover after discharge 
committee to the effect that this com- 
mittee had completed its task and that 
a new cargo insurance committee be 
appointed to keep cargo problems under 


the following 


review. R. A. J, Porter was made chair- 
man. 
Another resolution, adopted at the 





closing session read: “The Council rec- 
ords its warm appreciation of the effi- 
cient organization and most generous 
hospitality of the Danish Marine Insur- 
ance Association at the Copenhagen 
Conference 1957.” 

President Fonseca, in the name of the 
Council, expressed to Harold H. Mum- 
mery the regret with which the Council 
learned of his forthcoming retirement 
and the Council’s wish to thank Mr. 
Mummery for his outstanding contribu- 
tions in hull matters. 

In addition to Committee and Council 


sessions, the delegates visited the Bur- 
meister & Wain shipyard in Copen- 
hagen. The Danish Marine Under- 
writers Association were hosts at a 
dinner for delegates and their ladies 
and at daily luncheons for the dele- 
gates at which special Danish dishes 
were served. 

The American Institute of Marine 
Underwriters held a reception, which 


was also attended by the Val Peterson, 
American Ambassador to Denmark, and 
Mrs. Peterson. 


Hull Market 


Hull insurance assumed a position of 
major importance in the Council’s dis- 
cussion. Mr. Mummery led this discus- 


sion. He stated that the spiral of the 
increase in cost of repairs shows no 
signs that it has as yet reached its 
peak. A rise of approximately 10% in 


repair costs in the United Kingdom and 
in Continental repair yards may be ex- 
pected, he said, and perhaps even more 
when one considers the over-time costs 
that may result from congestion in the 
yards. Furthermore, this same conges- 
tion and the full employment of ships 
is often causing shipowners to postpone 
repairs, which leaves an uncertainty as 
to ultimate cost of repairs. On the 
other hand, some owners, because of 
falling freight rates, have decided to re- 
duce their insured values and under- 
writers are again faced with the uncer- 
tainty of cost of repairs in relation to 
these insured values. 

Percy Chubb, president of the Ameri- 
can Institute and Chubb & Son partner, 
New York, concurred in the serious 
view taken by Mr. Mummery. He re- 
ferred to the growing international scope 
of the American hull market, and point- 
ed out differences between American 
underwriting techniques and those of 
markets which follow the joint hull 
understandings. He explained that the 
rating approach of the American mar- 
ket is not on a formula basis but by 
an individual underwriting approach, 
which takes account of the experience 
of the specific fleet in question as well 
as the caliber of its management and 
maintenance of its vessels. 

At time of renewal American under- 
writers also have before them figures 
to reflect current rates and repair costs 
and a progressive chart of the results 
of each past year, which indicates 
whether the fleet in question has re- 
ported its claims fully and promptly. 
The syndicate is in position not only to 
negotiate on a factual basis but also to 
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name an equitable rate and to reach 
a sound decision whether to continue 
on the business in the event of unduly 
low rates being named in other markets 

Hull reports weer also received from 
the German, Italian, Spanish, Portu- 
guese, Dutch, Norwegian, Danish, Swed- 


ish, Canadian, Japanese, and French 
markets. 
The wsual excellent “Mummery Sum- 


mary” of the hull discussion concluded: 
“First, premium levels have fallen be- 
hind rising losses; second, we are all 
concerned with rising repair costs; and 
third, we are all concerned with ‘what 
is still the experimental ship, the super- 
tanker.” 
Insurance of Super-Tankers 


Miles F. York, second vice president 
of the American Institute who is presi- 
dent of the Atlantic Companies, New 
York, presented a paper on underwriting 
problems peculiar to the super-tanker 
class of vessels. The term was first 
used to identify vessels of 17,000 to 18,- 
000 gross tons, and now also to those 
ranging to more than 50,000 tons. There 
are now at least 63 tankers of over 
60,000 deadweight tons on order or 
planned for delivery before 1965, 

A most serious factor for underwriters 
to evaluate concerns draft. This involves 
limitation in channels and approaches 
to terminal and refinery discharge loca- 
tions, and also, at U.S. ports, depth 
restrictions in passing over the conti- 
ental shelf in reaching harbor approach 
channels. Such limitations may necessi- 
tate lightering part of the cargo before 
a vessel proceeds to her discharge loca- 
tion. Unprotected waters and uncertain 
weather may be involved. 

Other problems involve ship structure 
weakness, availability of strategically 
located graving docks, adequacy of tugs 
to handle the huge ships (in the event 
of breakdown) on long tows in difficult 
weather, availability of Masters and 
other licensed personnel who are trained 
to handle these mammoth ships. 

As to structural matters, there are 
problems of hogging and sagging, weight 
of tremendous quantities of water on the 
broad deck, rapid loading rates of sev- 
eral thousand tons per hour. Also, if the 
tankers have a draft problem and can 
load only at high tide, delays may result 
in ships sitting on the bottom plates. 

Mr. Mummery referred to increased 
navigational ‘hazards and the present 
shortage of necessary thick steel plates, 
as well as to comparative lack of facili- 
ties for repair. Prof. Arton (Italy) con- 
curred in general with Mr. York and 
Mr. Mummery. He also referred to the 
hazards of explosion. 

Nuclear Fission Discussion 

The discussion of nuclear fission was 

divided into two parts: a committee re- 


port and a lively discussion of opinions 
B. Stewart (Lloyd’s) as chairman 


of the study group, submitted the fol- 
lowing unanimous suggestions from the 
Group: 


1) The Council Members should col- 
lect information in their own countries 
and forward them to Robert Meier 
(Switzerland) for collation. This infor- 
mation should relate to: 

(a) laws or draft laws dealing with where 
the liability should lie; 

(b) laws or draft laws dealing with limita- 
tions of liability; 

(c) arrangements in the markets 
such as extent of cover given, exclusions, 


various 
limi- 
tations, etc.; 

(d) laws contemplated in connection 
hulls with nuclear propulsion, or the carriage 
of isotopes or fissionable material; 


with 





(ce) views of scientists or other experts in 
the various countries as to the possible extent 
damage if there 
accident in a large port of if there were an 
error or mishap in disposal of waste; 

(f) views as to the degree of susceptibility 


of various commodities. 


of loss or were a reactor 


2) Consideration should be given to 
the British report on land risks as to 
where marine underwriters’ problem is 
the same or parallel with the non-marine 
one, and to what extent different. 

The subsequent extensive discussion 
emphasized that the problems of insur- 
ing nuclear-powered vessels lie primarily 


on the side of third-party risks (both 
P &lI and collision clauses). Mr. Chubb 
pointed out that certain governments 
may insist that the public interest re- 


quires much higher limits of insurance 
than are customary for vessel liabili- 
ties, and special pooling pec beneen may 
well be required as in the case of land 
risks. Aside from third- sents risks, Mr 
Chubb felt that there is reason to hope 
that hull insurance can be provided with- 
out too much difficulty through normal 
market channels. 


Percy Chubb’s Views 


Mr. Chubb also stated that the added 
risks to which conventional hulls and 
cargo are exposed through proximity 
to nuclear-powered vessels are still more 
or less an unknown quantity and may be 
of serious proportions. He hoped that 
certain technical studies will throw light 
on this question. 

It seemed generally agreed at the 
Council that it is premature to suggest 
firm conclusions regarding marine under- 
writers’ problems arising out of nuclear 
fission developments, The personal views 


of Mr. Stewart emphasize his lack of 
apprehension, his distaste for use of 
pools, and his confidence in the c: 


pacity of underwriters to absorb the risks 
that will arise. 

On the other hand, Mr. Chubbs’ paper 
on the subject stated that “we are faced 
with questions of the utmost serious- 
ness” and that while underwriters must 
find means of providing the needed 
cover they must also look realistically 
at the risks that are to be run. 

A number of other questions and com- 
ments were presented by Gaston-Breton 
(France), Robert Meier (Switzerland) 
and Professor Artom (Italy). 


Professor Artom’s useful comments 
dealt with the draft treaty now being 
considered by the OEEC (Organization 


for European Economic Cooperation) 
The treaty will deal in part with de- 
fining and limiting third party liability 
and with jurisdiction where damage in- 
volves more than one country. 


(To Be Continued Next Week) 


Siegenthaler Joins 
Commercial Union-Ocean 


The Commercial Union-Ocean Group 
New York, announces appointment of 
Edward A. Siegenthaler as assistant sec 
retary. He is assigned to the head office 
fire underwriting department. Mr. Sieg- 
enthaler was formerly assistant manager 
of the metropolitan department of the 
Security Group of New Haven 


C. & R. Group Names Ragel 


The Crum & Forster Group of Insur- 
ance Companies have named A. Keith 
Ragel as inland marine and multiple peril 
supervisor in the Philadelphia office. Mr. 
Ragel for many years has been asso- 
ciated with inland marine underwriting 
and production activities in the Phila- 
delphia territory and Mid-West. 
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Henry A. Franz Elected President Of 


New Jersey Assn. Of Insurance Agents 


New President Gets Support For “Road-Aid” Program; 64th 
Convention Elects Hugh Riddle Chairman of Executive Com- 
mittee; Roy H. MacBean Re-elected State National Director 


By Eucene G. Downey 


Atlantic City, N. J., September 6—The 
64th annual meeting of the New Jersey 
Association of Insurance Agents, which 
concluded at the Hotel Traymore here 
this afternoon, achieved greatly in the 
matter of work completed, social success, 
and attendance which topped 700. Two 
items of business were of great impor- 
tance—the New Jersey agents’ support 
for the NAIA advertising campaign, and 
their endorsement of Road-: os a service 
to members’ insureds which, is hoped 
will attract further business aa gener- 
ally emphasize the quality service pro- 
vided by the independent agent. 
Charles R. Howell, New Jersey Com- 
missioner of Banking and Insurance, 
honored the meeting by his attendance 
at the banquet last evening, Mr. Howell, 
obviously enjoying the occasion. He 
demonstrated his interest in the affairs 
of New Jersey agents, being on hand 
early for the third session this morning. 
At this session the New Jersey agents 
got a preview in technicolor movie of the 
1958 mid-year meeting and 65th anniver- 
sary of the association to be held aboard 
the “Queen of Bermuda” enroute to Ber- 
muda next April. 

Members f the NJ ATA expressed 
their appreciation of Mr. Howell’s keen 
interest, and were also glad to welcome 
Craig Thorn, president, New York State 
Association of Insurance Agents who ar 
rived in time for the opening session 
yesterday morning. President Alan H. 
Miller was the presiding officer. 


Career of New President 
Henry A 


Franz, 42, of Clifton, was 
elected pre sident of the association. Mr 
Fri anz, the 40th president to hold this 

ice since the NJAIA was founded in 
1803, early impressed those at the con- 
vention. He helped out Mr. Miller in 
presiding at sessions and his pleasing 


personality and fine speakine voice. ar 





distinct assets for an association presi- 
dent to possess 
Mr. F is vice president of the 
lfred C. Sinn Agency, Clifton, and co- 
incidentally Mr. Sinn is a former presi- 
dent of the NJAIA and had the honor of 
investing Mr. Franz at the luncheon this 











afternoon. It was a proud day for insur- 
iT gents of Passaic County, for this 
ire | von the Wilson Cup award for 
local ass ations The new president 
was born and raised in Clifton, where his 
father has been city treasurer for 25 
years, ; 

Mr. Franz attended University of 


Virginia and New York University, 
where he received a degree in account 
ancy. Prior to World War II service he 
was manager of the Savings & Loan 
Association of Clifton. During the in- 
vestiture the new president paid im- 
promptu tribute to Mr. Sinn, for helping 
him in his business career. He joined the 
Sinn agency following that service and 
‘I truly found a second father in Alfred 
Sinn,” he said. 

He and Mrs. Franz — the former 
Kathryn C. Coen also of Clifton, reside 


in Kinnelon, Morris County, N. J. They 
have two boys, 15 and 13 and two girls 
ages 8 and 5. He is a member of the 
board of governors of the North Jersey 
Country Club, Theta Delta Chi fra- 
ternity, the Elks and the American 
Turners. He is a past commander of the 
Clifton Memorial Post 347, American 
Legion and past president of the Clifton 
Kiwanis Club. He is presently vice pres- 
ident of the Passaic-Clifton United Fund 
and treasurer of the Clifton Chamber of 
Commerce. 


Riddle Heads Executive Committee 


Hugh Riddle, Atlantic City, was elected 
chairman of the executive committee 
succeeding Samuel R Worthington, who 
in the ordinary course of succession 
would have become president. However, 
Mr. Worthington who is ill, was unable 
to atttend the meeting and owing to 
personal commitments was unable to ac- 
cept the presidency. 

Roy H. MacBean, Cranford. was re- 
elected state national director for the 
second year. Mr. MacBean who dis- 
tinguished himself during the 64th an- 
nual convention as a member of the 
panel for “Manual Magic,” is a_ past 
president (1952-53) of NJAIA and also 
past mc of the Union County 
Association. He served three years as 
chairman of the casualty committee. 

He entered insurance in 1938 with the 
Indemnity Co of North America. He re- 
signed in 1945 to form the Hedenberg- 
MacBean Agency of Cranford, of which 
he is president and treasurer. Mr. Mac- 
Bean is a past president of the Cranford 
Business Association, and holds member- 
ships in the Rotary Club, Masonic Order, 
Echo Lake Country Club. He is also a 
director of the Cranford Savings & Loan 
\ssociation. A graduate of Colgate Uni- 
versity, his military service included the 
Marine Corps Reserve and the Naval 
Aviation Cadet training program. 

Mr. MacBean lives in Westfield, with 
his wife, the former Mildred Kohler, 
and their two sons aged 17 and 14 years. 

The New Jersey agents also elected 
the following who will represent the 
seven designated districts on the ex- 
ecutive committee: Alan H. Miller, im- 
mediate past president; Peter E. Wil- 
helm. Hackensack, Bergen County; Sid- 
ney De Roner, Newark, Essex County; 
Ira F. Weisbart, Jersey City, Hudson 
County; Norman E. Smalley, Plainfield, 
Union County; Robert D. McKee, Rum- 
son, Monmouth County; William H. 
Paul, Merchantville, Camden-Gloucester 
County, and Hugh Riddle, Atlantic City, 
Atlantic County. 

The following were named as dele- 
gates-at-large on the executive commit- 
tee: Milton H. Grannatt, IJr., Trenton, 
and Robert W. Hutchison, Vineland. 


Franz Outlines 3-Point Program 


As his first official action Mr. Franz 
outlined a three-point program for his 
term on (1) enactment of the agents 
qualification law;.(2) Strengthen and 
expand) NJAIA ‘membership, and (3) 

(Continued on Page 51) 


Maine Road Deaths 
Down 21% in 90 Days 


INS. AGENTS ASSOCIATION TOLD 
Paul H. Blaisdell of Assn. of C. & S. Cos. 


Recommends More Relentless, Hard- 
boiled Traffic Law Enforcement 


Traffic fatalities dropped 21% in Maine 
during the first 90 days of the “Slow 
Down and Live” campaign. This hearten- 
ing information was given to the meeting 
held on September 5 of the Maine 
Association of Insurance Agents. Speak- 
ing at Rockland, Me., Paul H. Blaisdell, 
traffic safety director for the Association 
of Casualty & Surety Cos., nevertheless 
said that on a national scale there is a 
traffic injury every 20 seconds, 22 million 
drivers will go to court this year and the 
economic loss will exceed $6,500,000 

Mr. Blaisdell emphatically stated: “We 
have worked for years on the premise 
that with enough shouts, promises, dire 
warnings and gener ralizations we could 
convince the acpi of the size of the 
traffic tragedy and the likelihood of 
their being a victim, thus obtaining vol- 
untary compliance with the traffic laws 
and the rules of common sense and good 
judgment. There is no longer any evi- 
dence to support this position. I am con- 
vinced that no amount of persuasion, 
moral or otherwise, can get the people 
to drive safely. 


Education and Control 


“IT am also convinced that just two 
main courses are Open to us as a means 
of finally curing our highway ills. The 
first is that of making over the attitude 
of the human being who can take a well 
designed and potentially safe vehicle on 
a modern, safety-planned highway and 
reduce it to a mass of rubble by one 
second of carelessness. 

“This is a job for education—the for- 
mal education of our schools and colleges 
and the mass public safety education 
through well founded and well directed 
publicity and promotion. Generalized 
highway safety campaigns are virtually 
worthless, There is value only in specific 
aims at specific accident causes. 

“The second course is that of tightly 
controlling 80,000,000 or more licensed 
drivers through strict, hardboiled, relent- 
less and impartial traffic law enforce- 
ment, with the openly avowed purpose of 
keeping the misfits off the highways in 
the first place and removing from traffic, 
permanently, those who have no regard 
for the public welfare and those who 
cannot or will not live by the rules. 
These people may be described as the 
unyielding hard-heads of the highways 
who either haven't the capacity to learn 
or are uninfluenced by our educational 
methods.” 


Murphy Catches 348% Lb. 
Blue Marlin; 612 Hr. Battle 


The many friends of Ray Murphy, gen- 
eral counsel, Association of Casualty & 
Surety Companies, will be impressed_by 
the story of his feat on Labor Day 
(September 2) in catching a 348% pound 
blue marlin offshore of Shinnecock Inlet, 
Long Island, after a 6% hour battle. Mr. 
Murphy’s fishing companion (and wit- 
ness, too) was Thomas F. Kearns, presi- 
dent of General Steel Products Corp., 
and his boat was “Cap’in Budd”. 

First account of Ray Murphy’s prow- 
ess was given by Jim Hurley, columnist 
of the New York Daily Mirror, who said 
in his column on September 4 that “this 
was one of the finest fishing accomplish- 
ments in these parts in many a long 
season.” Mr. Hurley pointed out that 
Mr. Murphy used an extremely light 
tackle, certainly not intended to land a 
fish like the blue marlin. He was also 
impressed with Ray Murphy’s physical 
stamina, considering that he is 70 years 
of age. 

It’s a sure bet that when Mr. Murphy 
attends the joint casualty-surety conven- 
tion at White Sulphur Springs early 
next month that :-he will have an attentive 
audience if he can be persuaded to tell 
the story of his fishing triumph. 





Nuclear Catastrophe 
Plan Is Suggested 


FOR LIFE, A. & H. COMPANIES 


By James B. Donovan; Speech to Inter- 
national Claim Association at 
Atlantic City 


“Not too many years will pass before 
coverage for the nuclear energy hazards 
will be offered with the same matter-of- 
factness with which we deal with our 
normal insurance problems.” This view 
was expressed last Monday, September 
9, by James B. Donovan, attorney of 
Watters & Donovan, law firm of New 
York and Washington, D. C. Mr, Don- 
ovan speaking before the meeting of 
the International Claim Association in 
Atlantic City, N. J., covered a wide area 
in his talk under the title “Insurance 
Problems Created by the Advent of the 
Peace-Time Use of Atomic Energy.” 

Mr. Donovan suggested that life and 


accident and health insurers should con- 
sider developing a catastrophe plan for 
nuclear hazards, with possible co-ordina- 
tion with casualty and property insurers. 
He said: “Life and accident and health 


Matar 
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insurers have been dealing with the 
nuclear energy hazard since the decision 
early in World War II to attempt to 
produce the A-Bomb, At the outset, the 
underwriting of these risks was virtually 
impossible because of the mantle of se- 
curity which enveloped the entire pro- 
gram. Consequently, arbitrary assign- 
ments of mortality ratings or additional 
rates were oft-times imposed, 


Acceptable Coding System 


“At the end of World War II, the 
Atomic Energy Commission replaced the 
Manhattan District. Some time there- 
after, the Home Office Life Underwrit- 
ers Association, working together with 
AEC developed a coding system accept- 
able to the Commission. Reuel C. Strat- 
ton, assistant director of research for 
The Travelers, was given security clear- 
ance and through him job operations 
were elevated and rated. Thus occupa- 
tional rating information was made 
avai able to the companies without vio- 
lation of security restrictions. 

“Since then, as the result of re-surveys 
and the development of a_ reasonable 
quantity of actuarial experience, compa- 
nies have been providing coverage for 
persons working in the atomic energy 
field, and this coverage has been offered 
at the usual rates without regard to the 
nuclear exposure. It has been esti- 
mated that less than 0.5% of the per- 

(Continued on Page 54) 
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establishment of the Road-Aid program. 
Mr. Franz has been a prime mover in 
organizing this “Road-Aid” program. 
This morning, with the help of projected 
slides (handled by Robert McKee) the 
gave a “special report” on Road-Aid. 

It was in effect a full description of 
how Road-Aid will work for the in- 
sureds, a picture of the program as it 
functions in Detroit where it was started 
in 1946, and finally a question-and-an- 
swer session, during which members dis- 
played lively interest in asking questions 
touching on such matters as the possible 
effect on the agents’ business, the finan- 
cing of the program, the benefits and 
attractions for their clients, and the 
effect of the plan as regards automobile 
clubs. 

President Franz made two points at 
the outset: The agents must improve 
the service they render; they must better 
acquaint the public with the extent and 
the real value of those services. 


Road-Aid Presentation 


The Road-Aid program, he held, “was 
an efficacious tool we can use in achiev- 
ing these objectives. It can be a power- 
ful weapon with which to defeat the 
direct writers.” 

This plan was originally presented to 
the agents at the mid-year meeting in 
March. Since that time Mr. Franz and 
Charles J. Unger, executive secretary- 
treasurer of NJAIA, have visited Detroit 
to observe Road-Aid in its practical ap- 
plication. Mr. Franz, this morning, re- 
viewed how the program affects the in- 
sured motorist. 


The Agent, The Insured and Road-Aid 


The insured motorist purchases for 
$1 towing and road service coverage. He 
receives in addition to his policy, a Road- 
Aid identification card. When his car 
becomes disabled he calls either the 
Road-Aid dispatcher or a Road-Aid gar- 
age. The garage then sends a truck to 
render the necessary service, the mo- 
torist signs the mechanic’s invoice, and 
proceeds on his journey. 

The Road-Aid identification cards cost 
the agent five cents. He issues a card 
with each policy on which the towing 
coverage is included. Beyond this point 
the agent has no further paper work and 
no towing claims to handle. 

Road- Aid audits and pays the garage 
man’s bills. They then procure reimurse- 
ment from the insurance companies, plus 
a charge of $1.50 for each claim 
processed. 

Mr. Franz explained that in order to 
put the program into effect, NJAIA 
would incur an initial outlay of approx- 
imately $10,000. This would be for set- 
ting up a central office to take calls from 
insureds whose cars stall on the road. 
Also, to get the program under way, it 
would be necessary to inspect garages 
and prepare contracts with the garage 
owners. He predicted that Road-Aid 
will eventually produce revenue and this 
would enable further publicity for the 
services of the independent agent in New 
Jersey. 

165 Participating Companies 


With slide illustrations, Mr. Franz told 
of the inauguration of Road-Aid in De- 
troit in 1946. Independent insurance 
agents in that city now have 500,000 
identification cards in the hands of their 
insureds. During 1957 100,000 calls will 
be handled. 

There are now 165 leading insurance 
companies participating in Road-Aid, 
task which took several years to Saree 
plish. 

Mr. Franz told the agents: “If you are 
presently representing a company that is 
not listed among the Road-Aid subscrib- 
ers, a letter from you, expressing your 
opinion of this plan and pointing out 
that you consider it an effective competi- 
tive weapon, may bring the desired ac- 
tion. This is an agents’ sponsored pro- 
gram, and you must cooperate if it is to 
succeed.” 

During a lively question and answer 
session which followed Mr. Franz’ pre- 
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sentation, it was brought out that inde- 
pendent agents in the Detroit area had 
found Road-Aid to be an excellent com- 
batant to automobile clubs selling in- 
surance as part of their services. Also 
Mr. Franz reported that agents in that 
area found Road-Aid also to be an aid 
in getting more business and the public 
was most favorable to this service which 
cost so little to the insured compared 
with the usual auto club fee. One sug- 
gestion from the audience is that when 
Road-Aid was underway it might be 
good to produce a monthly bulletin 
about NJAIA affairs for the public. 

Mr. Franz suggested that special 
Road-Aid committee considered it advis- 
able not to commence the operation of 
Road-Aid until the spring, rather than 
now, coming into the months of incle- 
ment weather might tax the plan too 
heavily while it was finding its feet. 
The Road-Aid program received unani- 
mous support and was adopted. Mr. 
Franz concluded: “Agents in other parts 
of the country have already joined in 
this program, Minnesota, Wisconsin 
and Chicago have already started theirs. 
Manager John Bodoki of the Chicago 
Road-Aid office estimates that there are 
already 500,000 motorists in the Chicago 
area entitled to this service. It is not 
too difficult to visualize a time when a 
motorist—insured through The American 
Agency System—may travel from coast 
to coast and feel assured that he may 
avail himself of this fine service wher- 
ever he may be.” 


NAIA Campaign Appeals 
By Sheiry and Frankenbach 


Not on the scheduled program were 
the short talks given by Charles H. 
Frankenbach and John S. Sheiry, who 
made an appeal for 100% support by 
NJAIA members for the satan! adver 
tising campaign. Mr. Frankenbach, who 
was president of NJAIA 1945-46 term, 
recalled 20 years ago, an idea that NAIA 
should have organized public relations. 
At that time, he said, a much smaller 
NAIA raised $300,000. New Jersey’s 
quota was $20,000 and that was exceeded 
by $3,000. Unfortunately, there was no 
definite plan at the time, and conse- 
quently it was necessary to transfer the 
money to a reserve account. As far as 
the NAIA national advertising campaign 
is concerned, Mr. Frankenbach said, it is 
a definite plan, which only requires the 
money to put into action for the con- 
siderable betterment of all NAIA mem- 
bers. 

Mr. Sheiry followed to make one small 
important point. He took the hypothet- 
ical case of an agent who annually in- 
vests $1,000 in this advertising. It is not 
necessary, he said, to extend this figure 
to $1,200 because of the NAIA campaign. 





The agent can invest $200 of his $1,000 
budgeted, and be sure of a good return 
for his money through the national cam- 
paign. He appealed to the agents to 
“send Alan Miller out to Chicago to- 
morrow with a resolution declaring the 
New Jersey hisses 100% behind the 
national advertising program. Our very 
existence is at stake,” Mr. Sheiry stressed. 

As a result of these spirited appeals, 
which were supported by other agents’ 
impromptu speeches, a resolution was 
passed and read at the closing luncheon: 
“The National Association of Insurance 
Agents having committeed itself to a 
national advertising campaign, and our 
own Alan Miller being chairman of the 
adv ertising committee, 

“Be it hereby resolved that the New 
Jersey Association of Insurance Agents 
reiterates its support of this campaign to 
the extent that it engage in a campaign 
that ‘Every contributor secure an- 
other’ to the end result that every one of 
our 1,486 members will have contributed 
so that the advertising program shall 
commence forthwith, thus lending maxi- 
mum support to our own Alan Miller 
who has fought so splendidly to inaugu- 
rate the program.” 


Passaic Wins Wilson Cup Award 


At the 
meeting, 


luncheon which closed the 
the Wilson Cup Award was 
presented. The three-man committee of 
judges comprised James R. Matthews, 
NAIA staff, New York City; Edwin N. 
Eager, associate editor, The Eastern 
Underwriter, and Edmund V. Schenke, 
advertising manager, Royal-Globe Insur- 
ance Group. The judges examined en- 
tries thoroughly before declaring the 
Passaic County Association the winner. 
In a letter to President Alan Miller, 
which was read at the luncheon, Mr. 
Matthews wrote that the judges “were 
impressed with the scope and variety of 
the activities described by the local 
associations. ... More than that we felt 
that if the work of these associations — 
for their own members and for the gen- 


eral public — was a sample of the 
achievements registered by most local 
associations in your state and across 


the country (and we have no reason to 
doubt it) the future of the American 
Agency System and the — lo- 
cal agent was bright indeed. 

“he Passaic Association, we felt, was 
outstanding because of its excellent rec- 
ord in both external and internal move- 
ments. Noteworthy among them was 
their fine public relations, and publicity 
efforts and editorial recognition, its fine 
efforts in the statewide Citation Award 
Program, its fine advertising program, 
both on radio and in newspapers, its 
junior underwriting program and_ its 
membership and attendance record.” 

James L. Ryan, president of the Pas- 
saic County Association received the 
trophy for the winning association. Ber- 
gen County came second, and_ third 
place was taken by the Camden-Glouces- 
ter Association, 

At the close of the luncheon, Alan H. 
Miller, the outgoing president, was pre 
sented with a beautiful television set in 
appreciation for a distinguished tenure 
as head of New Jersey Agents Asso- 
ciation. 


Professionals’ View 

Franklin Shaffer, vice president, Do- 
remus & Co., told The Eastern Under- 
writer in Atlantic City, that the NAIA 
national advertising campaign is some- 
thing unique. He and his associates at 
Doremus & Co. in talking about it with 
their professional colleagues in the ad- 
vertising field, learned that apparently 
the NAIA campaign breaks new ground 
in that 32,000 individuals are attempting 
to raise $2,000,000 for a single national 
cooperative campaign. 


Attendance Prize Winners 

Prize winners at the NJAIA conven 
tion “Stop the Clock” attendance com- 
petition at Atlantic City were Fred W. 
Bates, Perth Amboy; John Stevens, 
Bloomfield; Henry S. Gilbert, Westfield; 
Edward P. Kinchley, Jr., Little Ferry 
and James N. Aston, Salem. 


Robert L. Darrell 
Reports Quiet Year 


FOR CASUALTY, ALLIED LINES 


Gives Reasons For Favoring Uniform 
Rates For Automobile Assigned 
Risks 


City, N. J., September 6. 
Darrell, as 


Atlantic 
Robert L. 
committee on casualty and 
made his report to the 64th annual con 
New 
Agents this 


chairman of the 
allied lines 
Jersey Association 
afternoon 
Darrell 


a quiet 


vention of the 


of Insurance here 


Hotel 


commented that 


at the Traymore. Mr 
was 


field 


changes 


generally it 


year as far as the casualty was 


concerned. “No radical have 


taken place in contracts,” he said, “ex 
cept in the crime protection field.” 

He reported on two meetings of the 
committee which were held in the cen 
f NJAIA in Newark on Fel 
August 6. “At the first 
discussion 


tral office o 
ruary 5 and 
meeting the principal item of 
was regarding a resolution adopted at 
Atlantic City in September of 1956 rela 
workmen’s com- 


tive to commission on 


pensation assigned risks. The matter was 
and the decision 
Unger to 


Compensation 


discussed thoroughly 


was for Charles - contact 
Bernard Hamilton of the 
Bureau as to the advisability of bringing 
the matter up officially before the exccu 
tive committee of the Compensation 


3ureau. 
Commission On Assigned Risks 


Mr. Unger checked with Mr. Hamilton 


as to the advisability of asking for pro 
ducer’s commission on assigned risks 
and was advised that the companies 


would probably not block any such move 
providing the agents were successful in 


selling the Commissioner on approving 
an additional loading of 8% in order t 
pay a 5% commission. This, he said, 


was the pattern of procedure in the sev- 
eral states presently paying such a com- 
mission. He did add though that he 
would be one hundred percent against 
such an additional loading in the rate 
structure. In view of this comment, the 
matter has been referred back to the 
executive committee and the Insurance 
Department liaison committee for further 
action. 
ace both meetings,” Mr. Darrell 
e discussed various manual discrepa 
cies. These were referred to the 


said, 





tional Bureau for interpretation and 
clarification. At the present time one o! 
these matters is pending, that being 


excessive charge under garages for indi- 
vidual medical payments coverage. The 
last correspondence which we have had 
from the National Bureau indicates that 
they agree the manual charge is exces- 
sive and Mr. Nolan has assured us that 
it is being referred to their automobile 
committee for study. 


Position On Auto Increase 


“At the 
ters were referred to us, 
the position NJAIA should 
nection with the release of the automo- 
bile rate increase. We felt that we 
should take no position whatsoever.” Mr 
Darrell reported. “The Commissioner had 
indicated that there would be a public 
hearing and we felt the releases through 
the commission office would be adequate 

“Another matter referred for con- 
sideration was the NJAIA position on 
uniform rates for automobile assigned 
risks. We recommend and advised the 
National Association that we would 
recommend uniform rates.” Two reasons 
for the recommendations were given: 

“1. It removes embarrassment to the 
local agent when he declines writing at 
a standard premium in his own company 
and gets an assigned risk policy at a 
deviated premium. 

“2. It makes it easier for the agent to 
replace an assigned risk after it is ac- 
ceptable to his own company when there 
is no difference in the premium in- 
volved.” 


August meeting several mat- 
one including 
take in con- 
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Milton H. Grannatt On 
Accident Prevention 


SHOWS AGENTS’ PUBLIC ROLE 
Committee Had Safe-Driving Awards 
Presented On TV; Report On 
Other Campaigns 
Milton H. Grannatt, Jr., as its chair- 
man, delivered the report of the acci- 
dent prevention committee to the New 
Jersey Association of Insurance Agents 
convention in Atlantic City last week. 
Mr. Grannatt recalled appearing on Gov- 
ernor Meyner’s television program last 
April following the mid-year meeting. 
Together with Samuel R. Worthington, 
then chairman of the executive commit- 
“e of NJATA, Mr. Grannatt was on the 
program when the Governor presented 
awards to the top winners in New Jersey 
of the 1956 Safe Driving Citation 

Awards 

Mr. Grannatt also reported another 
function, the Camden-Gloucester Asso- 
ciation of insurance agents luncheon at 
which safe driving awards were made 
for that area. Mr. Grannatt reported 
that he attended the luncheon along with 
John Edwards, public relations counsel 


for the NJAIA. He reported: “It was 


one of the real high spots of the pro- 
gram, and everyone connected with it 


% 
e 
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tell you of a major change in our S-D 
program which would greatly strengthen 
it and provide a more meaningful meas- 
ure for presenting the awards than fatal 
accidents; however I am not able to do 
so. We hoped it was going to be pos- 
sible to present our awards on the basis 
of an evaluation of the traffic safety 
work being done in each community, but 
unfortunately this evaluation program 
has been delay ed because the New Jersey 
3ureau of Traffic Safety has not been 
able to put it into operation as yet. We 
are very hopeful that it will be ready 
next year so that we may have the 
honor of presenting awards to those 
communities who do the best and most 
complete job in the field of traffic safety. 
This evaluation is a much sought after 
goal of the Bureau of Traffic Safety, and 
they have indicated that as soon as it 
is a reality they would be pleased to 
have us cooperate with them in recog- 
nizing the winners. 

“At this point I would like to express 
our thanks to J. Raymond Manahan, 
Chief of the Bureau of Traffic Safety, 
and Leo Welch, his assistant, for their 
assistance and guidance. Their aid has 
been invaluable and their recommenda- 
tions have helped us avoid the many 
pitfalls which must be faced in a pro- 
gram such as ours. While we are ex- 
pressing our thanks and appreciation 
we want to include all of you who have 


-w JERSetAssocli@n 
1 SE 


: nwaro 


Wek? 


JERSEY’S THREE WILSON CUP WINNERS. James L. Ryan, president 
of the Passaic County Insurance Agents Association was presented with the coveted 
Wilson Award Trophy at the state convention in Atlantic City. At left is San 
Madara, of the Camden-Gloucester group, which won third award; at right, John 


Holran, of Bergen County, accepted the second-place honors. 
are for outstanding excellence among county boards. 


The Wilson awards 
Criteria for the judging 


include public relations, membership, convention participation, fire prevention, 


accident prevention and education. 


deserves the highest pre ise for a jo 
well done. You may recall that April 
29th was the date of the statewide civil 
defense alert which took place at 2 
o'clock in the afternoon, and whic! 
necessitated <i presence of most law 
enforcement officers. In spite of this the 
Camden-Gloucester Association was able 
to attract pr actically every mayor or 
police chief in the two counties to the 
luncheon,” 

Turning to the 1957 S-D Citation 
Award program of NJAIA Mr. Grannatt 
said that his committee now has organ- 
ized two programs, the summer “Slow 
Down and Live” campafgn as well as the 
holiday campaign. Citations will be 
given by the New Jersey Agents Asso- 
ciation for no fatalities in either or both 
campaigns with the top winners — 
county and state to be further honored 
In order to simplify the handling of 
the program on the local level the ex- 
ecutive committee of NJAIA approved 
publication of a pamphlet to help agents 
with the safety program work. 

Tie-In With Traffic Safety Bureau 

Mr. Grannatt continued: “I had hoped 
when we came here today that I could 








helped make this program succeed.” 

Turning to the subject of accident 
prevention generally, Mr. Grannatt told 
the agents: “This subject to many of you 
means nothing more than having one 
of your company engineers measure the 
area of a building for a liability policy 
or making a workmen’s compensation 
inspection. It is far removed from you 
and your business; yet, as you will all 
admit, it is an important part of it. To 
the general public it is a lot of statistics 
from the National Safety Council, a 
prediction of how many will die in acci- 
dents over a holiday week-end, or a well 
buried news release on an _ industrial 
accident. The impact of the accident, 
whether it is on the road, in the home, 
or in an industrial plant, means little 
to most of us unless we are directly 
involved, or as agents find ourselves with 
a rising loss ratio. 

“This attitude is not to be condemned 
as it is quite normal; however there is 
no doubt that we should take an active 
interest in accident prevention as it is an 
important part of our economic survival 
as well as a major element in the life 
of our community. The present rate of 


ALL THAT GLITTERS 

Visitors to the NJATA convention en- 
joyed the wry wit of Joseph Altman, 
Mayor of Atlantic City, who welcomed 
the insurance agents and their guests. 
Mr. Altman presented Alan H. Miller, 
who presided, with two tokens of the 
The first, a key to the ocean- 
side city, came with the comment, “it's 
not gold, it didn’t cost three bucks.” The 
second memento was a_ special police 
officers’ badge given with the suggestion: 
“Flash that when you Te stopped — the 
officer will arrest you!” 


occasion. 


all kinds of accidents is appalling, and 
we as insurance agents have a real in- 
terest in seeing that it is reduced; yet, 
how many of us are playing a part in 
doing so? None, a few, not very many 
in any event. Why not? You don’t know 
where to start. That’s easy — try vour 
local safety council or Chamber of Com- 
merce. They will be glad to have you 
join them in their safety programs be- 
cause they think that you as an insur- 
ance agent belong in this field. Feel that 
way yourselves. You belong in every 
active accident prevention program in 
your community. You are in the one 
business where accident prevention is 
important — make it so, and let your 
community know it.” 


panies they used.” 






Commissioner C. R. Howell 


Guest of Honor at Banquet 

Charles R. Howell, New Jersey Com- 
missioner of Banking and Insurance, wa; 
guest of honor at the NJAIA conven- 
tion banquet on evening of September 
5. This was not the first occasion on 
which Mr. Howell was so honored, and 
on previous occasions, he said, it had 
been his pleasure to praise the Asso- 
ciation and the American agency system 
which its members practise. 

As to this occasion, Mr. Howell found 
it desirable and necessary to point out 
instances of abuses during the past year 
in the surplus line areas. While gen- 
erally he could not find fault, the fact 
of the matter was that some agents were 
“not particularly choosy asout the con: 
i These companies, he 
said, would not pass the test of mini- 
mum financial requirements, required by 
the insurance law of the State of New 
Jersey. This has led to complaints, an: 
necessary hearings by the Insurance De- 
partment will be held in the near future. 

A second complaint, Mr. Howell found 
painful to make before agents he obvi- 
ously admires, was in the matter of 
license renewals and the paying of li- 
cense fees. He said that “99% of the 
time inadvertently” agents neglected this 
chore, but the Insurance Department had 

‘a duty to perform to enforce the insur- 
ance statutes of the state.” 
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fp LEAD YOU 


Each year more producers discover that Hunter's Tripmaster gives 
their volume a welcome boost. This year it’s better than ever. See 
for yourself how Hunter's Tripmaster Accident and Baggage policies 
will lead you to the happy hunting ground of .greater sales ! 
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COAST-TO-COAST BRANCH OFFICE SERVICE 





NAME 


AMERICAN CASUALTY COMPANY, Reading, Pa. 


Please send me complete details about Hunter's Tripmaster 
Accident & Baggage Policies. 
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Fire and Allied Lines 
Committee Report 


DELIVERED BY SOL S. HOLLAND 








Reviews Changes in Past Year; FIRO 
Will Try to Issue Revisions Rather 
Than Bulletins 





Sol S. Holland, Jersey City, chairman 
of the fire and allied lines committee, 
New Jersey Association of Insurance 
Agents, delivered his annual report Sep- 
teniber 5 at the 64th annual convention 
of the association in Atlantic City. Mr. 
Holland devoted his report to a review 
of changes that have been made during 
the past year, and outlined changes ex- 
pected in the near future. 

He pointed out that use and occupancy 
is now in a separate section of the rule 
book and work sheets are also contained 
in this section. The errors and omis- 
sions form is now available. Since this 
is a national form, he said, it was sug- 
gested that the committee meet with the 
property insurance and_ metropolitan 
large lines committees of the National 
Association. Proposed changes, it was 
felt, would get better attention if they 
came from a national rather than a 
state level. He suggested to the New 
Jersey agents that any comments be for- 
warded to S. Gage Lewis at the Fire 
Insurance Rating Organization. 

Mr. Holland reported that the office 
contents form was approved during the 
year. “This policy,” he said, “is a source 
of additional premium income to the 
agent, and is coverage most of the in- 
sureds never carried. Your committee 
has again urged that fire and extended 
coverage rates be combined in the inter- 
est of saving work. No good purpose 
is served by this separation. There are, 
however, several die-hards in the ranks 
of insurance companies who still like to 
look at separate statistics of fire and 
extended coverage experience. This sub- 
ject should also be discussed on a na- 
tional level for better results.” 


Change of Household Furniture Policy 


The speaker told agents that they 
would receive notification shortly, that no 
endorsement would be required to a 
household furniture policy in the event 
that the policyholder moves to another 
location anywhere in the state with no 
additional or return premium during the 
policy term. 

Continuing Mr. Holland reported: 
“The rooming house problem was dis- 
cussed at great length at a joint meeting 
held with the fire field clubs committee, 
FIRO, and our fire and allied lines com- 
mittee. We agreed that rooming houses 
(15 rooms or more), miscellaneous occu- 
pancy, should use the mercantile form, 
with permission to add other lines 
unoccupancy, protected or unprotected. 
Rates should be same as now used for 
mercantiles at the same location. 

“There seems to be some misunder- 
standing as to how the 10% optional 
extension on outbuildings, etc., works. 
We felt it should be cleared up.” He 
explained it as follows. “The 10% op- 
tional extension on outbuildings, ete.—is 
an additional amount of insurance and is 
not part of the face amount of the 
policy, There is no premium charge 
for this additional coverage.” 


FIRO to Move Office 
Mr. Holland told members that FIRO, 


which last year moved to new offices, 
will make another move, this time to 
more spacious and modern offices in the 
new American Mutual Benefit Building. 
The move is contemplated for sometime 
in October or November. 

He said there will be a_ revision 
of the rule book “which will clear up 
all issued bulletins and bring the book 
up-to-date. FIRO will try in future to 
issue revisions rather than bulletins, but, 
if bulletins are necessary in emergencies, 
they will be made in rule book size, 
enabling them to be inserted temporarily 
until the permanent revision is made.” 
“At times delays are caused by condi- 
tions beyond control,” Mr. Holland ex:-: 
plained, “which necessitates the issuance 





Michigan Poll Favored 


Compulsory Auto Insurance 

Michigan Secretary of State James M. 
Hare has announced that the results of a 
poll he ordered showed overwhelming 
approval of proposed compulsory auto- 
mobile liability insurance for the state’s 
motorists. He said replies came from 
53% of more than 2,000 persons polled 
on the issue. Of these, 1,051 favored 
compulsory liability insurance and 174 
were against it. 

Another proposal for an mncollectible 
judgments fund for the benefit of victims 
of uninsured motorists was approved by 
739 persons and rejected by 386. 

The survey indicated 696 persons of 
those replying favored special insignia 
on the license plates of uninsured mo- 
torists, while 564 opposed the idea. 

“Tt seems obvious.” Mr. Hare de- 
clared, “that with a 10-to-1 vote in favor 
of compulsorv insurance, the Legislature 
will give substantial attention to the 
recommendations of the governor's study 
commission on the uninsured motorist, 
which will report at the end of the year.” 


ATTENDANCE PRIZES 

With a topical eve to TV, attendanc> 
prizes at the NJAIA meeting were given 
out in a kind of “Stop The Clock” — 
“This Is Your Life” method. An alarm 
clock placed on the rostrum went off 
at odd intervals. At this time executive 
committee member, Ira F. Weisbart, 
CLU-CPCU, would read a description 
of an agent, who was required to be in 
the hall to identify himself. 


GETS COMPULSORY IN CANADA 

The Ontario Municipal Association, 
representing some 265 municipal govern- 
ments, has approved that auto insurance 
be made compulsory in Ontario for all 
motorists. 


of a bulletin rather than wait for print- 
ing which takes several weeks. A special 
book will be published with all FIRO 
forms. This book will be the same size 
as the F.&C, bulletins and will be sent 
to agents upon request. A booklet will 
be published shortly and sent to all fire 
manual holders upon request, clarifying 
protected and unprotected territories. 

‘Tt is contemplated soon for FIRO to 
have auditing jurisdiction of homeown- 
ers, comprehensive dwelling, M.O.P. and 
industrial property policies. Gage Lewis 
appointed a chief supervisor of rating, 
with two assistants, whose job it 1s to 
shorten the time from application of a 
re-rate to the publishing of the new rate. 
We agents should cooperate by making 
certain that no application for re-rating 
is made until the work is done. The im- 
provements should be made prior to the 
request for re-rating. 


Lewis Lauds FIRO Training 


“The FIRO welcomes requests for 
speakers at county meetings to explain 
the operations of the rating office, and 
through a question and answer period, 
obtain valuable information for the bene- 
fit of all. It may interest our members 
to know that the FIRO lost 39 men in 
the last three years—most of them to 
company ranks. Fire companies recog- 
nize the value of FIRO training, and 
your chairman feels that there is a nlace 
where a young man can get better basic 
fire and rating training for an insurance 
career than at FIRO, and he urges that 
vou give this idea consideration. Gage 
Lewis says, ‘Give me a young man for 
a few years. We will pav him well, train 
him, and gladly send him back with 
training that will be invaluable to him 
during his entire insurance career.’ 

“You may be interested in the first 
vear’s results of the Fireman’s Relief 
Tax under the supervision of FIRO. The 
amount collected by the Local Relief 
Associations was $250,000 more than the 
last year under the old system.” 

Mr. Holland concluded: “We wish to 
thank the New Jersey Field Clubs for 
the cooperation given bv their committees 
at the meeting held. This report would 
not be complete without special thanks 
to Gage Lewis, manager of the FIRO 
for his ever ready and willing help. 








GROWTH 
IS NOT 
INEVITABLE... 


The seeds men plant often have a way of withering. But 
given careful planting and dedicated cultivation, the 
results are frequently successful. 


Sixty years ago, the seeds of a great company were planted. 
And today, the evidence of just such careful planting 
and dedicated cultivation is available for all to see in the 
continuing growth of the Continental Casualty Company 
—such continuing growth, for instance, as the recent 
formation of the Continental-National Group, which is 
one of the largest insurance organizations in the world. 


In this Diamond Jubilee Year, why not investigate for your- 
self and see just how profitable growth with Continental 
can be. 


CONTINENTAL 
CASUALTY COMPANY 
Chicago 4, Illinois 


A MEMBER OF THE CONTINENTAL-NATIONAL GROUP 


Continental Assurance Company 

National Fire Insurance Company of Hartford 
Transportation Insurance Company 
Transcontinental Insurance Company 
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J. B. Donovan Speech 


(Continued from Page 50) 


sons in this country are charged addi- 
tional rates because of their occupation. 

“It is to be expected however,” Mr 
“that with increased in- 
atomic 


Donovan said, 
dustrial participation in the 
energy field, more cases involving per- 
sonal injury due to radiation will arise. 
Accident and health insurers will be 
faced with issues such as whether re- 
peated exposure to radiation finally 
resulting in injury is injury caused by 
accident. Such problems are not new 
to accident and health insurers. There 
is already a respectable body of case 
law dealing with injuries caused by an 
accumulation of exposures to radiation 
over a long period of time. See, for 
instance, King v. The Travelers Insur- 
ance Co. and Murphy v. The Travelers 
Insurance Co. In both cases dentists suc- 
cessfully sued on accident policies for 
injuries resulting from an accumulation 
of radiation exposures received while 
using X-Ray machines 

“Naturally the results in these two 
cases should not be considered to estab- 
lish the general rule since there is 
contrary authority,” the speaker com- 
mented. “Furthermore, injuries result- 
ing from continuous exposure to foreign 
substances are not peculiar to atomic 
energy. It ae seem, therefore, that 
there is little reason to expect any signi 
ficant claim developments because of in- 
juries due to radiation exposure. 

“However,” Mr. Donovan emphasized, 
‘the life and accident and health in- 
surers, along with their brethren in the 
‘asualty and property damage fields, are 
faced with the possibility of catastrophic 
loss. While it is true that most damage 
is likely to be property, a major catas- 
trophe could result in substantial injury 
or loss of life to a great number of 
persons. It would not seem amiss, there- 
fore, for life and accident and health 
insurers to undertake the development 
of a catastrophe plan which could be put 
into immediate operation should a nu- 
clear catastrophe occur. It might be 
well if such a plan embodied provision 
for close cooperation with casualty and 
property insurers so that information 
could be pooled and expenses mini- 
mized.” 





Two Effects of Radiation 


Turning to the question of the effect 
of radiation on human beings, Mr. Dono- 
van said that it can be divided into two 
eSeeneD pathological and genetic. He ex- 
plained: “A very large single exposure 
of radiation which strikes most of the 
body will cause death. A less lethal ex 
posure will result in detectable injury, 
and there may be delayed injuries of 
serious nature to various parts of the 
body such as the blood, bones, eyes, 
lungs and_ skin. Further, damage may 
result from an accumulation of small 
exposures over a long period of time. 
In some cases, the effects of radiation 
may appear within a a time; in 
others it may be delayed for a period 
of years. 

“The genetic effect of radiation,” he 
pointed out, “also gives rise to serious 
concern. cists believe that even 
ight radiation exposure can cause gene 
ations whi may cause the loss of 








Geneti 





some attribute in the offsprings of the 
per affected Further, since detri- 
mental mutations are at first usually re 
cessive, they will most likely appear in 
subsequent generations rather than in 
the first generation.” 


Chances of ‘Catastrophe 


Mr. Donovan then outlined for his 
listeners the insurance industry plans 
for insuring atomic risks through the 
various industry pools and syndicates set 
up to handle this new type of business 
Pointing to the Andrea Doria and the 
Grand Canyon tragedies, the speaker 
commented “if you write catastrophe in 
surance you must expect to pay catas 
trophe losses.” He continued: “The 
amount of offsite damage caused by a 
major nuclear incident is dependent on 












many variables, although some estimates 
in dollar amounts have been made. For 
instance, the Atomic Energy Commis- 
sion in hearings on the indemnity legis- 
lation in May, 1956, presented figures 
indicating that property damage in the 
event of a runaway reactor and conse- 
quent release of 100% of the fission 
product could run as high as $900,000,000. 
Of course, personal injuries would cause 
this figure to swell considerably. 

“Such high estimates are based on the 
possible necessity of evacuating large 
cities or major water shed areas and the 
like. Naturally, the catastrophe hazard 
has profoundly influenced the thinking 
of the insurance industry.” 


R. P. Myette Promotion 


Roger P. Myette, assistant secretary of 
American Universal, Providence, since 
1953, has been appointed agency super- 
visor for the company. He has been in 
charge of agency development and oper- 
ations in the state of Rhode Island for 
the past seven years. 

A graduate of Boston College, Mr. 
Myette has been with the Maurice Saval 
organization for over 14 years. Veteran 


of World War II, he served with the 
Third Army in Europe. He is active in 
community affairs. 


Auto Claims Assn. Meets 

The Automobile Claims Association 
opened its fall season with a luncheon 
meeting Wednesday at Miller’s Restay- 
rant on Fulton Street. President William 
C. Paddock, London Assurance, presided. 
M. E. Larson of the Goodyear Tire & 
Rubber Co. spoke on the new “captive- 
air-tire,” stating it will reduce hazards of 
driving. David H. Thompson, Sun Insur- 
ance Office, is a new member of the asso- 
ciation, replacing G. T. Swarbrick. L. ¢ 
Smith has replaced T. O. Kuhl of the 
General Exchange Insurance Corp. at the 
Jamaica office. 
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N. H. Auto Rates Set 
Under New UM Law 


LOWER THAN REVISIONS ASKED 





By National Bureau and Mutual Ins. 
Rating Bureau; Knowlton Argues 
Lack of Statistical Data Now 





New Hampshire State Insurance Com- 
missioner Donald Knowlton announced 
September 3 that lower rates than had 
been sought by insurance companies 
have been established for compliance 
with a 1957 state law which makes the 
“uninsured motorist endorsement” clause 
a compulsory provision of all motor ve- 
hicle liability insurance policies sold in 
the state. Under the clause, the insured 
motorist pays for protection against in- 
juries caused to himself or his passen- 
gers by the driver of an uninsured ve- 
hicle. It also protects the insured motor- 
ist even if he is a pedestrian. 

The industry asked that the rates for 
the compulsory extra coverage be pegged 
at $3 for private passenger cars, $5 for 
commercial vehicles and $6 for public 
conveyances, the same as the extra 
coverage had been available previously 
on a voluntary basis. 

The State Insurance Department, how- 
ever, fixed the rates for the extra cov- 
erage at not more than $2 for private 
passenger automobiles and $3 for com- 
mercial vehicles and public conveyances. 

In advocating the new legislation earlier 
this year, Governor Dwinell had _ pre- 
dicted it would cost less under the com- 
pulsory plan. 

Commissioner’s Statement on Rates 

In announcing the new rates, Commis- 
sioner Knowlton issued the following 
statement: “The 1957 session of the 
Legislature enacted a law strengthening 
the present financial responsibility law 
and requiring that all persons purchasing 
or renewing their automobile liability 
after Sept. 1 carry the so-called unin- 
sured motorist covering. 

“The inclusion in the financial respon- 
sibility law of additional penalties im- 
posed on persons involved in accidents 
without insurance makes most important 
that everyone driving or owning an auto- 
mobile be covered with liability insur- 
ance, 

“This coverage will now include pro- 
tection for the automoile driver, his 
spouse and resident members of his fam- 
ily against bodily injuries caused by an 
uninjured motorist or a_ hit-and-run 
driver. This protection applies not only 
while persons are in the car but while 
they are pedestrians. 

“Upon the effective date of this cover- 

age the National Bureau of Casualty 
Underwriters and the Mutual Insurance 
Rating Bureau suggested rates for this 
coverage of $3 for private passenger 
cars, $5 for commercial vehicles and $6 
for public conveyances. They did this 
because they felt the exposure to losses 
was as great under the coverage pro- 
vided under the new statute as under the 
coverage previously sold on a voluntary 
basis. 
_ “In view of the lack of statistical data 
from which to determine more accurately 
the new exposure it was the judgment 
ot the Insurance Department that these 
suggestions should be rejected and the 
rate determined at not more than $2 
for private passenger automobiles and 
$3 for commercial vehicles and public 
conveyances. 

“The rates have therefore been set at 
these amounts for all companies belong- 
ing to these bureaus until the Depart- 
ment has sufficient time to thoroughly 
explore the best form of coverage and 
such other material and statistics as may 
help it accurately to determine the 
proper rate. For the same reasons non- 
bureau companies will not be permitted 
to exceed these rates.” 


EMILE KARAM QUOTE 
“T prefer the word ‘association,’ rather 
than ‘organization,’ which suggests 
politics. Association bespeaks coopera- 
tive effort and hard work. That’s what 
keeps the wheels turning” — Emile 


—— education director, New Jersey 


NEW JERSEY UJ FUND RULING 
A ruling by the New Jersey attorney 
held that New York 


motorists are not eligible to participate 


general’s office 


in the New Jersey unsatisfied claim and 
judgment fund. Written by Deputy At- 
torney General George H. Barbour, the 
opinion said that residents of New York 
or any other state lacking a similar fund 
may not recover for damages from the 
New Jersey fund. 


$52,413,078 CONTRACT 
Public Utility District No. 1 
County, Wash., ‘has awarded the contract 


, Chelan 
for the final stage construction for the 
Rocky Road Hydro-Electric Power Plant 
in Chelan County to L. E. Dixon Co., 
American Pipe & Construction Co., 
Hunkin-Conkey Co. and Guy F. Atkin- 
son Co., as joint bidders at a price of 
$52,413,078 on the bidders diversion plan. 
Fidelity & Deposit of Mayland is the 
surety. 


Hudson Bond Specialist 
Of Peerless in Washington 


New bond specialist in Washington, 
D. C., for Peerless of Keene, N. H., is 
Robert W. Hudson, who has been home 
office superintendent for contract bonds 
of Pacific National in Philadelphia for 
the past three years. He 
Seaboard Surety and Fidelity & Casu- 
alty as an underwriter in New York. He 


also served 


is a graduate of Brooklyn Law School 





does 
it pay 
to 
solicit 


COURT and PROBATE BONDS 


just ask the agents who do! 


‘‘We wrote a probate bond 
with a substantial premium. Later, 
we wrote a residence 

burglary and auto policy 
for the principal... .”’ 


“Through the services | 
have been able to render 
attorneys ...1! have secured the 
accounts of three construction 
contractors, one of whom will do 
more than $2,000,000 in contract 
work this year, and have written 
fidelity and public liability 
ona chain of theaters... ."’ 


“| have written 
liability insurance on 11 
parcels of real estate. 
The contact was originally 
developed through the 
solicitation of 

probate bonds. 





Court and Probate Bonds are good commission pro- 
ducers by themselves. Generally required by law, they 
need no “selling.” And they stay in force until the 
case is closed. Some bring you renewal commissions 


for five, ten—even twenty years! 


Better still—Court and Probate Bonds can lead to sub- 
stantial new business in your other lines! This has been 
proved repeatedly by many aggressive, resourceful 
agents like those quoted here. With a little effort, you 
can do it, too. And American Surety offers you help 
backed by more than 70 years’ experience. 


AMERICAN SURETY 


Name 
FIDELITY * SURETY « CASUALTY ¢ FIRE * INLAND MARINE 4 
COMPA ny HOMEOWNERS + ACCOUNTANTS LIABILITY © AVIATION erare! 
422 Main Street, Buffalo 2 e 224 Harrison Street, Syracuse 2 Street 
100 State Street, Albany 7 e 111 John Street, New York 38 
2 16 Main Street East, Rochester 14 City 


e 50 Washington Street, East Orange, N. J. 


Featured in a recent ‘‘Mailroad to 
Profits,” regular monthly salesbuilder 
for American Surety agents, are hints on 
cultivating Court and Probate Bonds— 
and how to follow u 
ness in your other lines. For free copy 
without obligation, mail coupon now. 


@eeeeee2ne0e0nee*eeeeee @ @ 
AMERICAN SURETY COMPANY 


Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me the issue of “Mailroad to Prorits” featuring 
Court and Probate Bonds. 


FREE AID TO MORE COMMISSIONS 
THROUGH COURT AND PROBATE BONDS 


— 


to get more busi- 














State 


Zone. 












































































Page 56 





A Cs cman — NDERWRITER 


a— UNDERWRI 








58 a ret) y September 13, 1957 


fF 











25 AMIA Ad. Awards Go To 


Hardware Mutual Group 

The Hardware Mutual Group of 
Stevens Point, Wisc., received the larg- 
est number of awards — 25 — in the 
annual mutual property-casualty insur- 
ance advertising competition sponsored 
by the American Mutual Insurance Alli- 
ance. The board of judges announced 
that Hardware Dealers Mutual Fire won 
15 awards in the property insurance clas- 
sifications, and that Hardware Mutual 
Casualty won 10 in the casualty insur- 
ance classifications. 

Companies affiliated with the Kemper 
Insurance Group were second with 23 
awards. American Hardware Mutual, 
Minneapolis, was third with 13 awaras. 
Grain Dealers Mutual Insurance Co., 
Indianapolis, took fourth place with 12. 
Liberty Mutual Companies, Boston, and 
Northwestern Mutual of Seattle, were 
tied for fifth place with 11. 

Award-winning entries will be on dis- 
play at the annual Mutual Insurance 
Advertising Exhibit, to be held Oct. 20- 
23 at the Jung Hotel, New Orleans, in 
conjunction with meetings of the Amer- 
ican Mutual Insurance Alliance Adver- 
tising-Sales Conference, the Federation 
of Mutual Fire Insurance Companies, 
and the National Association of Mutual 
Insurance Companies. 

In the casualty competition Lumber- 
mens Mutual Casualty took first place 
with 15 awards. In the property insur- 
ance competition first place was won by 
Hardware Dealers Mutual Fire with 15 
awards. 


Three Officers Piet 
In Kemper Group Company 


Mark Kemper, Charles H. Halsey and 
Roland E. Swenson have been elected 
to new officer’s posts with American 
Farmers Mutual. Their elections were 
announced by James S. Kemper, chair- 
man of American Farmers and affiliated 
companies in the Kemper Group. 

Mark Kemper was elected financial 
vice president, Mr. Halsey was named 
vice president and Mr. Swenson was 
elected treasurer. 

Mr. Kemper is a graduate of North- 
western University and the Harvard 
Business School. He joined the organi- 
zation in 1919 and now serves as finan- 
cial vice president and secretary of Lum- 
bermens Mutual Casualty and American 
Motorists, financial vice president of 
American Manufacturers Mutual Insur- 
ance Company, treasurer of Federal Mu- 
tual Insurance Company and secretary of 
American Farmers. He also is a director 
of the five Kemper group companies and 
is chairman of the executive committee 
and director of the Bank of Chicago. 

Mr. Halsey came with the Kemper 
companies in 1926. He served as an ad- 
juster, supervisor, claim manager or ex- 
aminer in the group’s New York City, 
Newark and Chicago offices before mov- 
ing to Decatur in 1951 as second vice 
president and claim manager of Amer- 
ican Farmers. 

Mr. Swenson has been with the Kem- 
per organization since 1926 and now is 
manager of the accounting department 
Two years ago he was elected treasurer 
of Lumbermens and American Motorists 


D. D. DARLING PROMOTED 

Daniel D. Darling has been promoted 
by ertiond Steam Boiler to assistant 
superint: adent of the home office under- 
writing dep: rtment. He joined the com- 
pany in 1936 tter graduating from Yale. 
During World War II he served in the 
Army for three years. Since his return 
to the company he has dealt extens ively 
with special rating and unusual under 
writing problems. 








HARTFORD A. & I. BOND SUPT. 

J. Alfred Bedlow has been promoted to 
superintendent of the Hartford Accident 
& Indemnity’s home office bond service 
department. Mr. Bedlow joined the 
Hartford Accident 25 years ago and has 
served as an underwriter in the fidelity 
department. He also was an instructor 
at the Company’s Training Center. 





To Speed Up Canada’s 
National Health Scheme 


Canada’s new Minister of National 
Health and Welfare, J. Waldo Monteith, 
states that he will do everything pos- 
sible to speed up bringing into existence 
the national hospital insurance scheme, 
hinting that the Canadian Government 
may consider extending the insurance 
coverage to mental and TB patients. 

The Canadian Government has agreed 
to pay one-half of the cost of the scheme 
if a majority of the provinces repre- 
senting a majority of the population en- 
ters the scheme. Already that majority 
has been obtained with Ontario, British 
Columbia, Alberta, Saskatchewan, New- 
foundland and Prince Edward Island 
accepting the plan. Manitoba is also 
expected to join. 


Powers Speaks at Opening 
Of Allstate Bayside Office 


Allstate’s opening September 10, of 
the Clearview Insurance Center, 26-19 
Francis Lewis Boulevard, Bayside, New 
York, was marked officially by a lunch- 
eon for local civic and business leaders. 
In his remarks on the occasion, William 
F. Powers, Allstate’s 
Long Island regional office said that the 


resident manager, 


new office would bring the company’s 
service nearer to some 35,000 policy- 
holders in the northern section of 
Queens County. 

Mr. Powers continued: “The new 
building contains 4,000 square feet. Tt 
is modern in every respect, completely 
air conditioned with fluorescent lighting, 
acoustical tile ceilings and tile flooring. 
Adequate parking facilities are available. 
A staff of 59 claim employes and 8 sales 
agents will provide complete sales and 
eds iim service, including a ‘Drive-In’ claim 
service and ‘Dispatcher’ claim service.” 

The Long Island regional office of 
Allstate maintains seven other insurance 
centers in Flushing and one in Jamaica. 
It also has additional sales offices located 
in 14 Sears’ stores, 
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D. E. Jeffers Moves Up to 
Assistant to J. M. Smith 


ANTED — Experienced A & H Under- 
writer to head up Department of fastest 
growing Life and Disability Company in the 
nation. Home office in Los Angeles. Career 
opportunity. Salary open. Interview will be 
arranged. Please send details of background 
to Box 2541, The Eastern Underwriter, 93 
Nassau Street, New York 38, New York. 











Hull Succeeds Koenigsmark 
In Hartford A. & I. Moves 


James J. Hull has been made district 
engineers at Albany, N. Y. by the Hart- 
ford Accident and Indemnity. 

There, Mr. Hull will direct Hartford 
engineering and accident-control opera- 
tions in the territory embracing 18 coun- 
ties in east-central and northeastern New 
York State. 

A native of Watervliet, New York, Mr. 
Hull joined Hartford Accident as a field 
engineer in the Albany area. He served 
in the U. S. Navy for four years during 
World War II. 


chief executive with other administrative 
\ ork. 

Mr. Jeffers joined Continental Casualty 
as administrative assistant in June, 1956. 
Kecently he served as assistant comp- 
JEFFERS troller and assistant secretary of Con- 
. tinental and its subsidiary, Transporta- 
tion Insurance Co. He is 32 years of 
age. Previously Mr. Jeffers, who is a 
C.P.A., was with the firm of Lybrand, 
Ross Bros., and Montgomery. 

In making this appointment Continen- 
tal said that it emphasizes the company’s 
accent on youth—filling responsible posi- 
tions with young men. 


DONALD E. 


The Continnetal Casualty has appoint- 
ed Donald % Jeffers as assistant to the 
president—]. M. Smith. In this new ca- 
pacity Mr. liett fers will analyze business 
trends, aid in maintaining relations with 
the company’s growing branch and agen- 
cy organization and assist the company’s 
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An office in your area to provide you with: 


FACILITIES FOR HANDLING YOUR LARGE ACCOUNTS 


Big risks are all part of the day’s work when you call upon the Standard office near you. That’s 
because Standard has the facilities and the know-how to haudle this business. Competent 
engineers and auditors, skilled underwriters, and country-wide claim offices are all part of the 
team that makes it easy for you to properly service these large accounts. Write for details. 


* Vigorous planning 


STANDARD ACCIDENT INSURANCE COMPANY 
PLANET INSURANCE COMPANY 


CASUALTY ° FIRE 


Underwriting Department 
Standard Accident Branch Office —New York, N.Y. 


* Proven agency relations 


Detroit, Michigan 
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Grandin Unveils New 
Policies at Meeting 


BANKERS SECURITY’S NEW KIT 





Schedule Disability Policy Featured; Has 
Major Medical Expense Rider; Also 
Hospital Expense Policies 


Edward S. Grandin, ITI, director of the 
accident and sickness department of 
Bankers Security Life of New York, 
gave full details of the company’s new 
kit of A. & S. policies to Bankers’ gen- 
eral agents assembled September 13-15 
at Pocono Manor Inn, Pennsylvania, for 
their annual convention. He described 
the new policies as “fully competitive as 
to both rates and coverage.” 

Mr. Grandin said that the new kit 
features a schedule accident policy con- 
taining all the coverages normally found 
in this type of policy, plus variations in 
the form of an entirely separate dismem- 
berment and fracture schedule and an 
optional deductible for the blanket medi- 
cal indemnity coverage. 

This policy, he explained, offers full 
accident benefits, plus one, two or five 
years non-house confining, or lifetime 
house confining sickness disability cov- 
erage. 

In addition, a special major medical 
expense rider has been prepared for use 
with this contract which will be avail- 
able to the insured and his dependents. 

Moderate Cost Disability Policy 

Bankers Security also has available a 
moderate cost disability policy with five 
years accident and one year sickness 
total disability, which, Mr. Grandin said, 
“has been especially designed to meet 
the needs of persons who cannot afford 
the schedule forms. 

“There are also individual, family and 
senior hospital expense policies, provid- 
ing broad coverage for applicants be- 
tween the ages of three months and &0 
years. Riders making the accident cov- 
erage blanket, or providing a $50 de: 
ductible with a substantial premium re- 
duction may be secured. 

“All of these policies cover all acci- 
dents and sickness on a world-wide basis, 
with a level premium and no termination 
age. They will be offered by Bankers 
Security agents throughout the country,’ 
said Mr. Grandin. 








Protective Life, Birmingham 
Adds New MM Group Plans 


Protective Life, Birmingham, Ala., has 
announced the addition of Major Medi- 
cal Expense insurance and Compre- 
hensive Major Medical Expense insur- 
ance to its available group coverages. 
The regular Major Medical plan gi 
imposes benefit payments from $5,000 to 
$10,000 on presently existing conven- 
tional hospital- surgical programs. 

The company’s comprehensive cover- 
age is designed to provide conventional 
hospital- surgical benefits with life-time 
maximums ranging from $5,000 to $10,000 
plus a payment of expenses for nursing 
service, medicines, appliances, and mis- 
cellaneous medical services. 


Arguments Before FTC 


pesistt Life & Casualty of Kansas City, 
and Bankers Life & Casualty of Chicago 
appeared before the FTC this week. The 
argument on appeal of counsel support- 
ing the complaint from the initial de- 
cision of the hearing examiner in the 
Postal L. & C. case was held September 
10, in Washington, D. C. and a similar 
case concerning Bankers L. & C. was 
held September 11. 








FTC Asks Reviews 
By Supreme Court 


OF CIRCUIT COURT DECISIONS 
Which Dismissed Charges Against Na- 


tional Casualty and American 
Hospital & Life 

The Supreme Court has been asked to 
review the two recent Circuit Court de- 
cisions dismissing charges of false and 
misleading advertising against National 
Casualty, and the American Hospital & 
Life, on grounds that the Federal Trade 
Commission had no jurisdiction over 
these companies under Public Law 15. 

The Justice Department, in the posi- 
tion filed in the National Casualty case. 
said that the Sixth Circuit Court had 
erred in holding that the FTC has only 
very restricted jurisdiction under the 
McCarran Act. Yet even that Court con- 
ceded in effect th bs: ‘there is some merit 
in the Commission’s contention that since 
the decision in the South-Eastern Under- 
writers Association case, there is a field 
of interstate insurance, outside the juris- 
diction of the states which should be 
subject to Federal regulation,” the Jus- 
tice Department pointed out. 


Gap in Legal Jurisdiction 


But the Court 
such a result was 
Carran Act did not 
sult, the Government 
of Federal regulation, it added, brings 
about a “legal vacuum—a ‘no man’s land’ 
which is not effectively regulated either 
by the states or by the Federal Govern- 


felt that even though 
desirable, the Mc- 
accomplish this re- 
noted. The lack 


The same basic arguments were em- 
ployed by the Solicitor General in asking 
for review of the Fifth Circuit Court 
decision in the American Hospital & 
Life case. The Government argued that 
the FTC “is not attempting to apply a 
Federal statute which conflicts with state 
legislation. Nor is the Commission here 


asserting that a Federal statute super- 
sedes or invalidates state legislation in 
any way. Instead, all that the Commis- 


sion contends is that Congress has not 
divested it of authority under the Federal 
Trade Commission Act to join with the 
states in order to provide full protection 
to the public. Such Federal authority 
would serve to fill the jurisdictional void 
which the court below apparently con- 
(Continued on Page 58) 


URGES FTC CASE DISMISSAL 


Mutual of Omaha Brings Up Nebraska 
Law to Argue Against Examiner’s 
Adverse Decision 
Mutual of Omaha, urging the Federal 
Trade Commission to dismiss its false 
advertising complaint against the com- 
pany for want of jurisdiction, cited a 
new Nebraska law in support of its 
argument. In a supplemental brief pre- 
sented orally to the full commission in 
= course of its appeal from a hearing 
xaminer’s adverse initial decision, the 
pie contended that the new statute 
bars FTC intervention under the Mc- 
Carran Act because it specifically covers 
advertising acts performed by domestic 

insurers outside of Nebraska. 

Company attorneys told the FTC that 
this statute was enacted “for the avowed 
legislative purpose of complying with 
Congressional intent as expressed in the 
McCarran Act.” In addition, they pointed 
out, the new statute includes provisions 
for enforcement that are stricter than 
~ Commission’s trade practice rules for 
A. & H. advertising. 

Therefore, they argued nothing would 
be accomplished by the issuance of a 
cease and desist order; the Commission, 
they said should throw out the complaint 
for lack of jurisdiction 

Mutual of Omaha also argued that the 
advertising was not deceptive, that it had 
been abandoned anyway and, in addition, 
a long history of voluntary activities on 
the part of the company during the five 
years preceding issuance of the com- 
plaint fully demonstrated its good faith 
in attempting to keep its advertising on 
a high plane. 

Among these activities, it pointed out, 
were compliance with the 1950 trade 
practice rules for mail-order insurers, 
continuous submission of its advertising 
to the FTC, and changes in accordance 
with suggestions made by the FTC staff. 

But for the most part, company coun- 
sel added, the Commission staff ignored 
its repeated and consistent requests for 
suggestions and criticisms. Then, despite 
this record, the Commission issued a 
complaint alleging that this same ma- 
terial—which it would have amended 
had it been advised of objections to it— 
was false and misleading, Mutual of 
Omaha declared. 


Cieiiilead eaieshes Will 
Test Over-65 Plan in Iowa 


It is reported that Continental Casu- 


alty has selected Iowa for a test of a 
hospital-surgical Group insurance plan 
exclusively for persons over the age 


of 65. The policy will be issued to indi- 
viduals without medical examination but 
under the Group plan proposal all ap- 
plications must be made by September 
20. The premium will be $6 a month to 
everyone, regardless of age. The com- 
pany will use a non-cancellable policy. 





EASTERN CASUALTY COMPANY 


TARRYTOWN, NEW YORK 





Underwriters of 


ACCIDENT and HEALTH 


Insurance 
HOSPITAL—MEDICAL— SURGICAL 
INDIVIDUAL—FAMILY—TO AGE 80 
DISABILITY INCOME—ACCIDENT & SICKNESS 


GROUP—ASSOCIATION—D.B.L. PLANS 


Downtown wiNGLE 
RIANGLE 
UNDERWRITERS, Inc. 
17 John St., N. Y. 38 
WOrth 4-7010 


x 
Midtown Agency: 
PUBLIC ACCIDENT 
& LIFE AGENCY 
110 W. 42 St., N. Y. 36 
PEnnsylvania 6-2211 


x 
Brooklyn Agency: 
MODERN ACCIDENT 
& HEALTH AGENCY 
26 Court St., B’klyn 1 
Ulster 2-6529 


x 
Suburban Agency: 
ARNOLD AGENCY 

151 E. Post Road 
White Plains, N. Y. 
White Plains 9-6378 

















FLORIDA AGENTS 
WANT TO SELL YOUR AGENCY? 
Large progressive New Jersey accident and 


health agency wants to buy small, medium 
or large A & H agencies in the Tampa, 
Orlando and Jacksonville areas. If inter- 
ested, send us your name, address, and 
gross annual collection. REPLIES WILL BE 
HELD IN STRICTEST CONFIDENCE. Send 
to Box 2544, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 








AVAILABLE 


A & H specialist with life insurance experi- 
ence. Male college graduate with Pre-Med 
background. Age 30. Married. Minimum 
salary $6,500. Address replies to Box 2547, 
The Eastern Underwriter, 93 Nassau Street, 
New York 38. 











Health Ins. Council 
Work Explained 


ADDRESS BY LOUIS A. ORSINI 
Stresses Value of Good Working Rela- 


tions Between Insurance Industry 


And Medical World 


assistant director of 
for the Health 
America, ad- 


Louis A. Orsini, 
information and research, 
Insurance Association of 
dressed the 48th annual meeting of the 
International Claim Association in Atlan- 
tic City this week. Mr. Orsini devoted 
his talks to a review of relations with 
the providers of medical and hospital 
services at the industry level. He cov- 
ered generally the ten-year period since 
the founding of the Health Insurance 
Council. 

Mr. Orsini stated that: “the insur- 
ance industry’s consistent opposition to 
the efforts of government to invade tne 
health insurance field can only be effec- 
tive if it carries with it the industry’s 
implied acceptance of the responsibility 
of making available to the Amercan 


people adequate insurance protection 
against the major expense of illness at 
a reasonable cost through voluntary 


means. It is evident that the fulfillment 
of this objective becomes the joint re- 
sponsibility of both the insurance indus- 
try, other voluntary health insurance 
agencies and the medical profession and 
hospitals. 


Economic Considerations 


The speaker then gave these “areas 
of interdependence” among such parties: 

“1—-The economic considerations which 
stem from the papper between 
premium costs and the cost and quantity 
of hospital and medical services and the 
fact that an increasing proportion of 
the income of doctors and hospitals is 
provided through health insurance pro- 
grams. 

The need for our contracts and the 
administration of our business to reflect 
constantly changing patterns in medical 
care which have contributed to the high 
quality of care the public now enjoys 

“3—The need to bring about an ex 
change of information between both par- 
ties to develop our understanding of how 
hospitals and doctors work and their 
understanding of the insurance principles 


on which our coverages are based.” 
Mr. Orsini said that the formation of 
HIC is in itself a recognition of the 


fact that the activities of hospitals, doc- 
tors and other providers of medical serv- 
ices are directly reflected in the under 
writing, administrative and sales aspects 
of health insurance coverages. It was 
the Council’s responsibility, he said, to 
work closely with affected groups “de- 
velop a fundamental understanding of 
the place of insurance in financing the 
public’s medical care, and to obtain their 
assistance and cooperation in making 
health insurance more effective in meet- 
ing the public’s needs.” 


The Structure of HIC 


He described the Health 
Council “as a federation of 


(Continued on Page 58) 


Insurance 
insurance” 
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L. A. Orsini On HIC 


(Continued from Page 57) 
associations to provide a forum through 
which the many segments of our indus- 
try might be focused on this common 
problem. Mr. Orsini listed the organiza- 
tions which compose the council, such as 
the American Life Convention, the 
American Mutual Alliance, the Associa- 
tion of Casualty & Surety Companies, 
the HIAA and the Life Insurance Asso- 
ciation of America and, of course, the 
International Claim Association. 

He explained the structure of the 
Council, with its committees and various 
liaison groups. It has no employes of 
its own though it does have a sizeable 
staff serving it furnished by the par- 
ticipating associations. The activities of 
the Council essentially involve a public 
relations program between the insurance 
industry and the providers of medical 
and hospital care. 

Mr. Orsini devoted considerable por- 
tion of his address to describing the 
program in the two major areas of re- 
sponsibility (1) hospital relations and 
(2) medical relations. He explained the 
questions facing hospital personnel in 


evaluating the “performance,” of insur- 
ance carriers in the health insurance 
field. These are: To what extent does 


insurance cover hospital 
expense; how may the benefit be paid 
directly to the hospital as a credit 
against the bill and how much informa- 
tion is the hospital required to furnish 
in support of the claim? 


the patient’s 


Hospital Admission 
matter of the pa- 
the hospital’s credit re- 
quirements led to the HIC initiating 
discussions which in turn led to the 
development of hospital admission plans 
Mr Orsini explained: 

‘These plans provided a mutually satis- 
factory basis for giving the insured 
patient the option of using the hospital 
expense insurance benefits as either an 
offset against the hospital’s deposit re- 
quirement or the hospital bill. 
“Separate plans have been developed 
for hospital expense written 


Difficulties in the 
tient meeting 


coverages 


on a group and individual policy basis 
The former program has now matured 
to the point where the combined certi- 


fications and claim form on which it was 
originally based is now generaly ac- 
cepted by hosiptals throughout the 
United States. Although latter plan is 
evolving more slowly, because of its later 
development and problems peculiar to 
the individual business, it sien ete 
represents an important part of the 
‘performance’ side of our program. 
“Hospital personnel are generally in 
agreement on the point that the wide- 
spres id accept ance of hospital expense 
nsurance has been helpful in the financ- 
ing of hospital care and the collection of 
hospitz ul bills for such care.” Mr. Orsini 


stated. “They are also in agreement, how- 
ever, with the fact there has been a 
marked increase in their volume of 
paperwork stemming from the great 
growth of health insurance.” 
Uniform Claim Forms 
To help lighten the burden of this 
paperwork, and of course the added ex- 
pense involved, the Health Insurance 


Council embarked on its uniform claim 
form program. Mr. Orsini told his listen- 


ers of the enthusiastic acceptance of the 


IHF-1 and HAP-4 forms for individual 
and Group insurance respectively. He 
reported that many hospitals, which for- 
merly made nominal charges for com- 
pletion of insurance forms, have now 
eliminated the charges in cases where 
me of the industry forms is used. 


He further outlined the Council’s work 
“to communicate to hospital personnel 
the story of health insurance as under- 
written by the nation’s insurance com- 
panies.” This consisted of joint meetings 
of hospital and Council representatives 
invitations to Council representatives to 
appear at regional, state and local hos- 
pitals through which the discussion was 
expanded to other facets of health in 
surance. Work of this type was backed 
up by annual survey booklets reporting 
the growth of voluntary health insurance 


health insur- 
Mr. Orsini par- 
ticularly mentioned a booklet explaining 
to hospital officials the simplified claim 
form program. 
Relations With Physicians 
Turning to what he termed the coun- 


and periodic releases on 
ance to hospital press. 


cil’s “medical relations’ Mr. Orsini 
pointed out the doctor’s difficulties with 
the multiplicity of forms seeking similar 
information. He stressed the fact that 
health insurance relies heavily on infor- 
mation from the physician, primarily for 
claims administration, and also, though 
less frequently, in support of underwrit- 
ing information. 

He continued : “The simplified attend- 
ing physician’s statements developed by 
the Council under the uniform forms 
program offer you the opportunity to 
assist the industry in eliminating this 
impediment to improved relations with 
the medical profession. The details of 
this program will soon be released again 
to companies in pamphlet form. I would 
urge those of you who are not yet sup- 
porting this program to take the oppor- 
tunity to reconsider your position and 
lend your cooperation to this important 
undertaking. 

“The current activities of the Medical 
Relations Committee of the Council 
clearly reflect this need” Mr. Orsini said. 
“During this past year the Council in 
addition to furnishing speakers on health 
insurance at medical society meetings 
has sponsored two seminars on health 
insurance with medical society execu- 
tives located in the eastern and mid- 
west sections of the country. 

“The recent development of more com- 
prehensive forms of health insurance like 
major medical, placing increased reliance 
on the physician’s understanding of in- 


surance principles, such as deductibles 
and coinsurance, has placed additional 
emphasis on the need for the industry 


to establish an effective working liaison 
with the medical profession.” 


LARGEST ENROLLMENT EVER 

W. Harold Peterson, superintendent of 
agencies for A. & S. of American United 
Life told of record advance enroilment 
for the sixth Indianapolis DITC course. 
Mr. Peterson made the announcement 
at a recent meeting of the Indianapolis 

\.& H. Association, speaking in his ca- 
pacity as education committee chairman 
of the association, 


FIC-Supreme Court 


(Continued from Page 57) 


cedes would exist under its decision.” 

The Government also pointed out that 
the 41 complaints issued by the Commis- 
sion against A. & H. companies “comprise 
every possible method of advertising and 
selling accident and health insurance in 
interstate commerce, including use of the 
United States mails (as in the instant 
case), radio, television, newspapers, and 
other periodicals.” This Points up the 
“wide public importance” of this case, 
the brief added. 

Under the two Circuit Court decisions, 
however, it added, “Commission juris- 
diction is automatically extinguished upon 
the m2re enactment of state laws relating 
to insurance advertising practices—ex-" 
tinguished without regard to the fact 
that the transactions may, as a practical 
matter, be beyond the scope of effective 
state regulations; without regard to the 
fact that the transactions may have both 
interstate and intrastate aspects; and 
without regard to the fact that the fed- 
eral action would not conflict with state 
action.’ 

The National Casualty case “illustrates 
the difficulties of enforcement if the 
mere enactment of state statutes relating 
to insurance advertising is sufficient to 
oust the Commission of jurisdiction,” the 
Government declared. 

Limitations of States Suggested 

“National Casualty disseminates, by 
mail and other means, advertising ma- 
terial to prospective customers located in 
all 48 states (as well as the District of 
Columbia and Hawaii), either directly 
or through various agents of the com- 





pany. The problems presented by the 
case is thus nation-wide in its impact, 
but the states, acting individually, can 


not adequately cope with this problem. 
State insurance laws generally do not 
even purport to regulate the business of 
insurance beyond the borders of the 


state . . . and, even assuming that 
these laws did purport to do so, it is 
doubtful that citizens of the other 47 
states could thereby receive adequate 


protection. 
“Tn addition, wholly apart from consti 


tutional limitations, the authorities of 
one state can hardly be expected to de- 
vote their necessarily limited financial 





TOP AGENTS IN MEXICO CITy 


Continental Casualty Forms A. & H. 
Marketing Advisory Pan2l; Vice Presi- 
dent Louis C. Morrell Present 
Six select general agents met with 
Louis C. Morrell, first vice president of 
Continental Casualty to form an accident 
and health marketing advisory panel. 
The group discussed sales objectives, and 
exchanged ideas for improving all phases 
of marketing and production designing 
at Continental’s Diamond Jubilee Con- 
vention that was held in Mexico City 

from September 4-9, 

The one hundred agents and company 
executives who attended the Diamond 
Jubilee Convention exceeded the acci- 
dent and health sales quotas set by 
Continental and enabled them to help 
Continental celebrate their 60th year 
of service and growth in the Accident 
and Health insurance field. 

Me a ia of the Continental Casualty 

& H. Marketing Advisory Panel are 
Tilitus Ullman, New York City; Sid 
Murray, Corpus Christi; Jerry Harris, 
Chicago; Leland Smith, Decatur; Harvey 
Goodstein, Philadelphia and Elwin Sil- 
verstein of Los Angeles. These agents 
will serve for the second half of the 
Jubilee year and will carry on an ex- 
change of ideas by correspondence 
through an appointed secretary. 


and manpower resources to the invest- 
gation and prosecution of misrepresent A~ 
tions made to the citizens of the other 
47 states... . On the other hand, any 
attempt by one of the other 47 states to 
deal inside its boundaries with advertis- 
ing originating elsewhere would fail to 
get at the source of the evil; it would 


deal only with a symptom rather than 
the cause. 

“The problem is even more acute 
where an insurance company employs no 


local agents and has no office or assets 
within the state. In those circumstances, 
there would seem to be no way in which 
a state could protect itself from false 
advertising disseminated from out-of- 
state points through the media of the 
United States mails (as in the instant 
case), newspapers, magazines, radio, or 
television. Yet, under the decision below, 
the Commission is precluded from acting 
even in that situation, so long as the 
states involved have enacted legislation 


relating to insurance advertising.” 












You'll be a jump ahead and have a winner 
with National Casualty's sound protection 
—the finest in Disability Income, Hospitali- 
zation and Surgical coverages for the Indi- ee 
vidual, Family, Franchise or True Group case. 
Guaranteed Renewable Policies Now Available! 








Remember —It's Easiest to Sell the Best! 
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a Since its inception, tna’s Home Office Casualty and Surety Sales Course has graduated 
aroun enough men to encircle 150 city blocks! In itself, this is a dramatic tribute to the continuing 
regard in which the Course is held by insurance men across the nation. But quantity alone 
150 cannot tell the whole story. A remarkably high percentage of these graduates have achieved 
marked success in the highly competitive business of insurance selling. Many of them, in 


e fact, are now numbered among the nation’s top producers. Why? Because the Sales Course 
city bioc ks goes beyond theory and fundamentals. It implants in the student a deep consciousness of 
the whole socio-economic significance of the business. He also learns — not by listening 
alone, but by doing — to sell professionally. He gains self-confidence, so that he in turn, is 

better able to earn the confidence of important buyers of insurance in his community. 
If you or some other member of your agency is interested in this proved short-cut to higher 


earnings (available exclusively to representatives of the AEtna Casualty and Surety Company) 
why not contact your nearest A2tna Supervising Office — soon? 
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A=TNA CASUALTY 
AND SURETY COMPANY 


Affiliated with ATNA LIFE INSURANCE COMPANY * STANDARD FIRE INSURANCE COMPANY 
Hortford 15, Connecticut 


ALL FORMS OF CASUALTY, BONDING, FIRE AND MARINE PROTECTION 









































FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1888 


w 


NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1866 


wv 


MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 


ORGANIZED 1652 


w 


ROYAL GENERAL INSURANCE COMPANY OF CANADA 


OPGANIZED 1906 


wv 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1676 


BS 


COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 


ORGANIZED 1909 
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YALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Western Department 120 South La Salle Street, Chicago 3, Ill 
Pacific Department: 220 Bush Street. San Francisco 6, Cahf 
Southwestern Department 912 Commerce St , Dallas 22, Tex 


Canadian Departments: 800 Bay Street, Toronto 2, Ontano 
535 Homer Street, Vancouver 3, B C 


Foreign Departments: ]}02 Maiden Lane New York 5, New York 
206 Sansome St , Son Francisco 4, Calif 
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